The Trade ; Journal of the Office Equipment Industry 











WITH THE KEY ON THE COVER GH 


1946. JULY 1948 


Knowledge of Credit Sources an Aid to 
Business Management . . . . . 13 


Reaching the Rural Market . . . . 15 
New Post-war Habits of Customers . . 16 
Make Your Store a Selling Machine . . 17 
Do Workers Know Their “Rights”? . . 20 
Federal Wage and Hour Developments . 21 
Youngster vs. Oldster in the Stationery 
ee a ee ee are 








WEBSTER’S VICTORY BOND CARBON PAPER 


Now! Here’s a competitively priced carbon paper 
in the treated back field to fill out the Webster 
dealer’s line. It’s curl resistant in dampness, heat, 
or cold, and there’s an extra half-inch length for 
easy removal. It’s stunningly packaged in red, 


white and blue boxes —designed for eye-catching 


window and counter displays. It comes in two 
weights and three finishes (two for standard ma- 
chines and one for noiseless). 

If you have not already put in your order, do 
it now! You'll find this new line will move fast 


—and profitably —off your shelves. 


F. S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 





{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 


through the journal. 









A Evans Specialty Co. 168 Leopold Co. 92 Plastext Co. a eke 
Aceo Products, Inc. 132 Eversharp, Incorporated 147 Lightning Adding “Mach. Co., Plymouth Rubber Co.. Peta Ree 215 
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S. B. >.° Fox, George E., & Company..186 | Manifold Supplies Co.................. 38 | Republic Seating Co...............172 
Aigner, G. J., Co. 211 Markilo Co. .2..00..o:c-cesccsssee-oe----------208 ~~ Rex-O-Graph, Inc.......... big 
Alexander Mfg. Co.. ---127 G Markwell Mfg. Co... Sees 158 Reyam Plastic Products Co.........203 
All-Steel-Equip. Co. - ve Marr Duplicator Co., Inc...........180 | Rite-Line Sales Co., Ine.............182 
Allen Calculators, Inc.. 106 Galef, J. L., & Son, Inc...........207 | Mayfair Company, The................ 189  Rite-Rite Mfg. Co.........................209 
Allen & Co......... --203 General Fireproofing Co... 51 Meier, Joshua, Company............165 Rivet-O Mfg. Co........cscccecscce-- 208 
Alma Desk Co...... ---104 Gibbons, Thomas H., & Co......... 96 — Meilicke Systems, Inc................. 207 Roberts Number. Mach. Co......... 170 
Amberg File & Index Co.......... 178 Globe-Wernicke Co., The........58, 59 Meilink Steel Safe Co................... 188 Roberts, Weldon, Rubber Co.....211 
Amer. Carbon Paper Mfg. Co...131 Glue Fast Equipment Co..........181 Metal Office Furniture Co........ 68 Rochester Wire-O Binding, 
American Map Co., Inc.............203 Graff, Geo. B., Co.. 193 Meyer & Wenthe, Inc.......... 169 REE ct SAT Ee ee TE 207 
Ames Supply Co...........-.-------------= 72 Graphic Duplicator Co............... 204 = =Michigan Desk Co......-...--c0cc00-.----. Rockwell-Marnes Co. ...215 
Anderson-Hickey Co., Inc.......... 86 Gregory Fount-O-Ink Co. 116 Midwest Naturlite Co.... Ross-Gould Company .. aoe 
Art Metal Construction Co. - 55 Guide System & Supply Co........184  Mimeograph ................... Royal Metal Mfg. Co., The......... 218 
Art Steel Sales Corp. ................ Gunlocke, W. H., Chair Co. 77“ Mittag & Volger, Inc Royal Typewriter Co................... 48 
Bx is 119, 120, 121, 122, 156 Gunn Furniture Co. 151 Monroe Cale. Machine Co........ 69 
Autocopy, Inc. 0-200 Multistamp Company, Ince......... 76 
Autopoint Company 148 H Myrtle Desk Co. Pi IO 191 s 
: ‘ Schollhorn, William, Co............. 91 
B Hall-Welter Co. 216 Security Steel Equip. Corp......... 95 
Hano, Philip, Co., Inc. 138 N Seng Company, The....................-- 108 
Bainbridge, Kimpton & Haupt, Harding, Milo, Company .210 National Blank Book Co.............207 Sengbusch Self Cl. Inkst’d Co...214 
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Inc. .. ; eevee 46 
Continental Ink Co... ....207 U 
p so. ------200 
—— poe: bad — _ Underwood Corporation ....... 
Copy Papers, Inc. 154 T H E fe E R V f Cc E B U R E A U CURTIN grea ah Back Cover 
Chay Right Mfg. Corp. "162 : ‘ j é HI Union Pencil Company................ 52 
Corona, Typewriter _ 85 of Office Appliances is maintained for the exclusive U. S. Savings Bonds.......... sooo 198 
Corry-Jamestown Mfg. Corp.....139 use of subscribers and advertisers. In the execution U. S. Typew. Rib. Mfg. Co.........185 
Cotterman, I. D. w=--0-208 of its various commissions this bureau calls upon Vv 
Cram, The George F., Co. 209 practically every member of the staff. It answers by , Y 
Cramer Posture Chair Co...........179 personal letters all inquiries upon matters germane to Vail Mfg. Co... aaa ape. 
C-Thru Ruler Co. ..126 - , : . Van Dyke Industries.................... 74 
Cushman & Denison Mf. Co..201 the field, it furnishes special reports upon articles of Vek Ute teen. 202 
office equipment, supplies names of manufacturers of Victor Adding Mach. Co.............108 
D any eo wanted, puts Pa _ a — - Victor Safe & Equip. Co...... 78 
: ; pares advertising copy,-furnishes list of desirable 
hes ei ra am . po agents and dealers in nearly every country, aids for- wYyZ 
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LASSIFICATIONS 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented, Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Accounting Systems Equipment 
Eureka Specialty Prtg. Co. .-.209 


Pemberton, L. N. Prtg. Co 208 
Adding Machine Parts 
Ames Supply Co. 72 
Shipman-Ward Mfg. Co. 90 
Adding Machine Rolis & Paper 
Rockwell-Barnes Co. .......... 215 
Adding Machines : 
Allen Calculators, Inc. 106 


Monroe Cale. Machines Co. 69 
Smith, L. C., & Corona Tws. 35 
Remington Rand, Inc...... 155 
Underwood Corporation Back Cover 
Victor Adding Mach. Co. 103 
Adding Machines, Rebuilt & Used : 
Calculator Equip. Corp.. 205 
Mailers’ Service & Equip. “Co. ........186 
Shipman-Ward Mfg. Co... 90 
Adhesives (see Inks, Adhesives, ete.) 
Albums 
Amberg File & Index Co. 178 


Arch & Clip Board Files 
Globe-Wernicke, Co., Th 








Pengad Mfg. CO..........-..-.-+- 
Rockwell-Barnes Co. ......... 215 
Service Products, Ince.....................--207 
Shaw-Walker Co.  ...........:0::-0:-sec-seeee+ee-1 09 
Yawmar & Erbe Mfg. “Co. 163 
Ash Trays & Stands 
Advance Trading Co...................164, 178 
Elray Company ............ ‘ eee 4) ) 
Fair Furniture Co....... ‘ 79 
Wells Office Furniture Co...... 175 
Associations 
Wood Office Furn. Institute............199 


— Geographical 
Cram, George F., Co. 209 


Autographie Forms 


Hano, Philip Co., Ina....................- 138 
Bank Supplies : 
Downey, C. L., Co.. , 197 


Bankers Note Cases 
Art Steel — Corp. . 
119, 120, 121, 122, 15¢ 


General Fireproofing Co............ 51 
Globe-Wernicke Co., The 58, 59 
Victor Safe & Equip. Co. 78 
Billing Machines a. 
Remington Rand, Inc.............. A 


Binders, Catalog & Periodical 
Acco Products, Inc. ids 1 
Amberg File '& Index Co. , 1 
National Blank = = 2 
Sheppard, The C. Co. 21 
Binders, Permanent Storage 
Boorum & Pease Co.. ee ee 
Sheppard, The C. E., Co. ; 210 
Wilson Jones Co... i 67 
Blackboards 
Service Products, Inc. 207 
Blank Books 
Boorum & Pease Co. 49 
Eureka Specialty Prtg. Co.. 209 
National Blank Book Co. 207 
Rockwell-Barnes Co. . 215 
hs, RE a Ee ee 67 
Blue Print & Plan File Cabinets 
All-Steel-Equip. Co. 8h 
Anderson-Hickey Co., Inc.. ; 
Art Metal Construction Co.......... 55 
Art Steel Sales Corp.......... 
119, 120, te 122, 156 
Browne-Morse Co... 105 
Cole Steel Equipment. Co., “Ine. 68 
Columbia Steel Equipment Co. 113 
Corry-Jamestown Mfg. Corp... 139 
General Fireproofing Co........... 51 
Globe-Wernicke Co., The.... 58, 59 
Invincible Metal Furniture Co.. 97 


Peerless Steel Equipment......... 213 

io ey) eS 144 

Shaw-Walker Co. .................. 109 

Yawman & Erbe Mfg. Co... 163 
Bond Boxes 


Art Steel | Sales Corp.. 
s caiiemnin hd 119, 120, 121, 122, 156 


General Pintaresting | 51 

Globe ae Co., The............58, 59 
Book Case 

All- Steel Equip. Co. . 135 


Art Metal Construction Co... 
Browne-Morse Co. 1 

Corry-Jamestown Mfg. Corp.. 138 
General Fireproofing (Co...... 5 
, The..........58, 5 


Globe-Wernicke Co. ’ 

Gunn Furniture Co.......... 151 

OT et Se Se 

Michigan Desk Co... 87 

New England W oodworking | Co. 111 

Peerless Steel Equip. Co. .-..218 

Shaw-Walker Co. 109 

Wabash Filing Supplies, Ine 94 

Wels Mfg. Co... .-81, 82, 83, 84 

Yawman & Erbe “Mfg. Co 163 
Book Ends 

Teeters-Mackey Co. : 200 
Bookkeeping Machines 

Remington Rand, Inc. 155 

Underwood Corporation Back Cover 
Box Letter Files 

Amberg File & Index Co. 178 

Art Steel Sales Corp.. 

119, 120, 121, 122, 156 
Cole Steel ‘Equipment Co., Ine......... 68 
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Casters, 
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Globe-Wernicke Co., The 
Rockwell-Barnes Co 
Weis Mfg. Co 81, 


Brief & Zipper Cases 


Doppelt, Charles & Co. 
Gibbons, Thomas H., & Co. 
National Brief Case Mfg. C 
Stationers Loose Leaf Co 
Stein Bros. Mfg. Co. 


Calculating Devices 


Lightning Adding Mach. 
Meilicke Systems, Inc 
Shipward-Ward Mfg. Co 
Victor Safe & Equip. Co. 


Calculating Machines 


Allen Calculators, Inc 

Monroe Cale. Machines Co. 
Smith, L. 
Victor Adding Machine Co.. 


Used 


Calculator Equip. Corp. 


Mailers’ Service & Equip.. PAS 


Shipman-Ward Mfg. Co. 


Calendar Pads & Stands 


Fox, George E., & Co. 


All-Steel-Equip. Co. 


Amberg File & Index Co... ome 


Art Metal Construcion Co.. 
Att Steel Sales Corp. 


119, 120, 121, 
Cole Steel “Equip. Co., Ine....... 


Columbia Steel Equipment 
Corry-Jamestown Mfg. Cor 
Farber, Louis ; 

General Fireproofing Co. 
Globe-Wernicke Co., The 
Guide System & Supply Cc 
Imperial Methods Co. 
Invincible Metal Furn. Co. 
Metal Office Furniture Co.. 
New England Woodworking 
Peerless Steel Equip. Co. 
Pronto File Corp... 
Rockwell-Barnes Co. 
Shaw-Walker Co. .. ' 
Security Steel Equip. Cor 
Wells Office Furniture Co. 
Weis Mfg. Co..... 

Yawman & Erbe Mfg. Co. 


Cash Box 


Art St tool — Corp 
119, 120. 12 
Cole Steel Equipment Co., 
General Fireproofing Co...... 
Globe-Wernicke Co., The.. 
Western Wholesalers Statior 


Caster Bearings, SI 
Darnell Corp., Ltd 


Celluloid Envelopes 


(See Envelopes Celluloid) 


Chair Irons 


Bolens Products Co. 
Collier-Keyworth Co. 


Seng Co., The 
Chair Mats 
Bickett, L. M., Co. 


Office Furn. Wholesale Dist 
Service Products, Inc 


Chairs, Folding 


Adirondack Chair Co. 
Farber, Louis H. 
Manhattan Office Equip. C 
Royal Metal Mfg. Co 


Chairs, Office 


Bright Chair Co. 

Cramer Posture Chair Co. 
DoMore Chair Co. 

General Fireproofing Co...... 
Gunlocke, W. H., Chair Co. 
Harter Corporation 

High Point Bdg. & Chair 
Jasper Chair Co.......... 
Macey o. 

Metal Office Furniture Co.. 
Michigan Desk Co. b 
New Indiana Chair Co. 

Royal Metal Mfg. Co. 
Shaw-Walker Co. ‘ ‘ 
Sikes Co., Inc., The ........... 
Sturgis Posture Chair Co. 
Wells Office Furniture Co 


Chairs (Posture) 


Bright Chair Co. 

Cramer Posture Chair Co. 
DoMore Chair Co... 
General Fireproofing Co. 
Gunlocke, W. H., Chair Co. 
Harter Corp. 


High Point Bndg. & Chair Go. 160 
Cc 1 


Jasper Chair Co.. 
Shaw-Walker Co. 

Sikes Co., Inc., The 
Sturgis Posture C hair Co.. 
Wells Office Furniture Co 


Chairs, Tablet Arm 


Jasper Chair Co. 
New Indiana Chair Co. 


Check Protectors & Writers 


Hall-Welter Co 


Checks, Stamped Metal 


Dayton Stencil Works 
Meyer & Wenthe, Inc.......... 


1946 


Cc. & Corona Tws. 


obligation. 
58, a Coin Bags, Trays, Wrappers 
Art Steel Sales Corp. 
os dis dag MK elec , 120, i121, 122, 
Downey, Cc. L., & Co 
204 
96 Coin Changers 
NE 206 Galef, J. L., & Son 
213 
71 Copyholders 


0 150 


...106 


Carbon Papers (See Ribbons & Carbons) 
Card Index Boxes & Trays 


122, 156 
aad 
Co. 118 
ee | 
0... ; 184 


Co.........111 
9 


ae ae ae 


1, 122, 156 
Inc. 168 
=. on 
58, 59 
mers 204 


ides 


_ Tae 128 


0 
0. woe 201 
2 


Co. ........160 
Fee 


..-216 


208 
169 


Clipboards (See Arch & Clipboard Files) 


Acco Products, Inc 

Copy Right Mfg. Corp. 
Dawn Mfg. Corp 
Rite-Line Sales Co 
Wells Office Furniture Co 


Costumers 
Fair Furniture Co 


Globe-Wernicke Co 58, 


Peerless Steel Equip. Co 
Shaw-Walker Co. 


Crayons 
Dixon, Joseph, 


Cushions & Pads, Chair 
Fair Furniture Co. 
Fisher Mfg. Co., Inc 
Republic Seating Co. 


Dating Stamps 
Consolidated Stamp Mfg. Co 
Meyer & Wenthe, Inc. 
Rivet-O Mfg. Co.. 
Stewart, R. A., & Co 


Desk Bumpers 
Fox, George E., & Co 


Desk Lamps 
Dawn Mfg. Co., 
Mayfair Co. 
Midwest Naturlite Co. 
Van Dyke Industries 
Wells Office Furniture Co 


Desk Pads & Tops 
Aigner, G. J., Co. 
Fair Furniture Co.. 
Fox, George E., & Co. 
Office Furn. Wholesale Distr 
Wilson Jones Co...... 


Desk Pen & Ink Sets 
Gregory Fount-O-Ink Co 
Sengbusch Self Cl. Inkst’d Co, 
Sheaffer, W. A., Pen Co. 
Union Pencil Co. 


Desk Side Files 
Amberg File & Index Co 
Cole St.el Equipment Co 
Farber, Louls H... 


Desk Trays 
Art Metal Construction Co 
Art Stoel Sales Corp. 

119, 120, 121, 122, 
Corry-Jamestown Mfg. Corp 
Dorman-Rattner Co. . 

Fox, George E., & Co. 

General Fireproofing Co. 
Globe-Wernicke Co., The 58, 
Imperial Methods Co. 

Peerless Steel Equip. Co 

Service Products, Inc. 
et, &, eee 
Weis Mfg. Co...... 81, 82, 83, 
Wells Office Furniture Co. 
Yawman & Erbe Mfg. Co 


Desk Work Distributors 
Art Steel Sales Corp. 
REE ETA 119. 120, 121, 122, 
Fox, George E., & Co. 
Globe- Wernicke Co., 
Victor Safe & Equip. Co 
Wilson Jones Co. 


Desks 

Alma Desk Co. 

Art Metal Construction Co. 

Art Steel Sales Corp. 
--seveeee-L 19, 120, 121, 122, 
Browne- Morse Co. 
Columbia Steel Equip. Co. 
Farber, Louis H. 
General Fireproofing Co. 
Globe-Wernicke Co., 
Gunn Furniture Co. 
Imperial Desk Co. 
Indiana Desk Co. 
Invincible Metal Furn. Co 
Jasper Desk Co...... 
Jasper rig tamed Co. 
Leopold Co, .... 
Macey Co. . 
Metal Office Furniture Co. 
Michigan Desk Co 
Myrtle Desk Co. 
National Desk Co. 
Peerless Steel Equip. Co. 
Royal Metal Mfg. (Co. 
Security Steel Equip. Corp. 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Wells Office Furniture Co 
Yawman & Erbe Mfg. Co 


Diaries (See Memo Books) 


Dietating Machines 
Standard Business Machs 


Dietating Machines, Used 
Shipman-Ward Mfg. Co 


Display Racks 
Pierce Co., The 


Drafting Instruments & Equipment 
Brown, Arthur & Bro. 
Cardinell Corp 


Crucible Co. 


‘o 


The 58, ! 


The 58, 


156 
107 


197 


Duplicating Machines & Supplies 


Autocopy, Inc. ... 200 
Bainbridge, Kimpton & Haupt... Pesienil 130 
Beck Duplicator Corp. A BS 
Cardmaster Co. . 206 
Columbia Rib. & Carb. Mfg. Co... 41 
Copy Papers, Inc. vasimeilitin’ 154 
D. & R. Mfg. Co...... ‘ / 216 
Dick, A. B., Co... ; on ae 
Graphic Duplicator Co. 204 
Harding, Mile, Co ociiecihaee 
Heyer Corp. . inves 
Ink Specialties Co., Ine. Bytes 
Manifold Supplies Co. oo aan 
Marr Duplicator Ce. sosnadeil 180 
Mittag & Volger, Inc. =e ae 
Old Town Rib. & Carb. Co.......57, 190 
Packwood, G. H., Mfg. Co...............112 
Pengad Mfg. Co...... ; ...209 
Polychrome Corp. ...... * 136 
Rex-O-Graph, Ine. ... jhienlinitite ae 
Sinclair & Valentine. 178 
Smith, L. C. & Corona Twes............. 35 
Speed-O-Print Corp. 101, 102 
Starkey Paper & Supply ra 
Technygraph Co. ........... ponnategiia aie 
Victor Safe & Equip. Co.. . 78 


Wolber Duplicator & Supply Co. ......152 
Duplicating Machines, Used 


Graphic Duplicator Co.. : wneeeO4 

Mailers’ Service & Equip. ween t.) 
Envelope Sealers—Openers 

Commercial Controls Corp.................161 
Envelopes 

Cooke & Cobb Co...... 200 

Globe-Wernicke Co., The 58, 59 

Northern States Envelope Co. 153 

Quality Park Envelope Co. celia 

Wilson Jones Co...... ior ae 
Envelopes, Celluloid 

Aigner, G. J., Co... wsenieinn 

Markilo Co. .. ; , ....208 

Meier, Joshua, Co.... RE: 

Veet Mfg. Co. es tide 202 
Erasers 

Dixon, Jos., Crucible Co 159 

Faber, Eberhard Pencil Co. . 61 

Hurrle, Charles G....... aia 

Koh-I-Noor_ Pencil Co.. 205 

Roberts, Weldon, Rubber Co. 211 
Eyelets & Eyelet Fasteners 

Rivet-O Mfg. Co....... 208 
Fanfold Continuous Forms 

Hano, Philip & Co., Ine. — 
File Boxes, Fibre 

Bankers Box Co. 1 35 


Barkley, C. L., & Co. 149 


Globe-Wernicke Co. suscene 8, 5D 
Guide System & Supply Co.............184 
Oxford Filing Supply Co. 45 
Pronto File Corp. 


Sodus 144 
Weis Mfg. Co. . 81, 82, 82, 84 


File Boxes, Metal 


Art Metal Gonstuastion Ciscditicns: SO 
Art Steel ane Corp.. ‘ 

119, 120, 121, 122, 156 
Cole Steel ‘Equipment Co.. .... 68 
Corry-Jamestown Mfg. Corp. eet] 
tlobe-Wernicke Co., The..... 58, 59 
Peerless Steel Equip. Co.. 0.818 





Pronto File Corp....... MPLA TES 
Rockwell- Barnes Co. piccnsiminshinidtaal 





Shaw-Walker Co. ...... us 109 
Victor Safe . Equip. Co. when ee 
Weis Mfg. Co....... ‘81, 82, 83, 84 
Filing Cabinets Insulated 
Meilink Steel Sate | Seba ; 133 
Shaw-Walker Co. ... 109 
Victor Safe & Equip. Co. oa 
Filing Cabinets, Metal 

All-Steel-Equip. Co, ... a o«e 386 
Anderson-Hickey Co.. Ine. R6 
Art Metal Construcion Co. 55 
Art Steel Sales Corp 

Om 120, 121, 122, 156 
Browne-Morse Co, ........... voveeee LOK 
Cole Steel Equipment Co , Ine. #8 
Columbia Steel Equip. ee sai ES 
Corry-Jamestown Mfg. Corp.. 139 
yeneral Fireproofing Co..................... 51 
Globe-Wernicke Co., The....... 58, 59 
Invincible Metal Furn. Co. ; 97 
pT oo a eee : nc ae 
Metal Office Furniture Co... . 68 
Peerless Steel Equip. Co................218 
Remington Rand, Ine.................. ; 
Rockwell-Barnes Co. diavtsitelionds 
Security Steel Equip. Corp. tims 95 
Shaw-Walker Co. 109 
Victor Safe & Equip. 78 


Yawman & Erbe fe. “Co. ve 
Filing Cabinets, Wood 





Browne-Morse Co. ...... . 105 
Globe-Wernicke Co. .. 58, 59 
Imperial an Co... indi 203 
Michigan Desk C ’ 87 
New England Woodworking CO. .....+.--- 031 
Rockwell-Barnes Co. ae 
Security Steel Equip. Corp... wanes 05 
—_ Walker Co. ...... es 
Weis Mfg. Co... 81, 82, &. 84 
Wells Office Furniture Co. 175 
Yawman & Erbe Mfg. Co................. 163 


(Continued on page 6) 








THE CLASSIFICATIONS 
(Continued from page 5) 

Filing Supplies 

Acco Products, Inc 

Advanco Products Div 

Aigner, G. J., Co 

Amberg File & Index Co 

Art Metal Construction Co 
Barkley, C. L. & Co. 
Browne-Morse Co 
Cooke-Cobb Co. . ; 
Corry-Jamestown Mfg. 
Daco Card & Index Co. 
Generai Fireproofing Co 
tlobe-Wernicke Co., 
Guide System & Supply Co. 
Imperial Methods Co. 

Metal Office Furniture Co 
Northern States Envelope Co 
Oxford Filing Supply Co. 
Pronto File Corp 

Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 

Veet Mfg. Co 

Victor Safe & Equip. Co 
Wabash Filing Supplies, Inc 
Warshaw Mfg. Co 


Corp 


Weis Mfg. Co. 81, 82, 83, 


Yawman & Erbe Mfg. Co 
Finger Pads 
Speed Products Co., Inc 
First Aid Kits 
Peyton, Peter & Co 
Folders (See filing supplies) 
Fountain Pens, Mfrs. 
Eversharp, Inc. 
Shaeffer, W. A. Pen Co 
Stratford Pen Co. 
Globes, Geographical 
Cram, The George F., Co 
Gummed Cloth Rings 
Graff, George B., Co 
Warshaw Mfg. Co 
Honor Rolls 
Acme Bulletin & 
Index Card Signals 
Cook, The H. C. Co 
Graff, George B., Co 
Victor Safe & Equip. Co 
Index Tabs 
Aigner, G. J. Co 
Amberg File & Index Co 
Barkley, C. L., & Co. 
Globe-Wernicke Co., 
juide System & Supply Co. 
Markilo Co. 
Shaw-Walker Co. 
Sheppard, C. E., Co. 
Speed Products Co., 
Veet Mfg. Co. 
Victor Safe & Equip. Co. 
Inks (Writing, Adhesives, ete.) 
Harriman-Welts, Inc 
Inkstands 
Sengbusch 
Key Cases 
Peyton, 
Labels 
Eureka Spelty. Prtg. Co. 
Imperial Methods Co 
Oxford Filing Supply Co. 
Warshaw Mfg. Co 


Direty. Corp 


Inc 


Self Cl. Inkst’d Co 


Peter, & Co. 


Weis Mfg. Co. 81, 82, 83, 


Ladders, Library, Store & Vault 
Cotterman, I. D. jie 


Leads for Mechanical Pencils 
Alexander Mfg. Co. 
Autopoint Co 
Eversharp, Inc. 
Faber, Eberhard, 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co.. 
Dixon, Jos., Crucible Co. 

Leather Goods 
Canvas Products Co 
Doppelt, Charles & Co. 
yibbons, Thomas H., & Co 
National Brief Case Mfg. Co 
Stein Bros. Mfg. Co. 

Leather Upholstered Furniture 
Bright Chair Co 
Gunlocke, W. H., 
Jasper Chair Co 
Leisure Furniture Corp. 
New Indiana Chair Co 

Letter Trays (See Desk Trays) 


Library Equipment 
All-Steel-Equip. Co. 
Art Metal Construction Co. 
Art Steel Sales Corp 
119, 120, 121, 
Fireproofing Co. 


Pencil Co... 


Chair Co. 


aac 122, 
General 
Globe-Wernicke Co., 
Macey Co. iesiiliien seinciniboeia 
Peerless Steel Equip. Co. 
Security Steel Equip. Corp 
Shaw-Walker Co. 

Yawman & Erbe Mfg. Co 

Lithograph Continuous Forms 
Hano, Philip, Co. 


Lockers & Storage Cabinets 
All-Steel-Equip. Co... 
Anderson-Hickey Co., Inc. 
Art Metal Construction Co. 
Art Steel Sales Corp. 

119, 120, 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co., 
Invincible Metal Furn. Co 
Macey Co 
New England Woodworking Co. 
Shaw-Walker Co. . 
Security Steel Equip. Corp 
Yawman & Erbe Mfg. Co 


“721, 


122, 


6 


The 58, 


The 58, 


The..............58, 


The 58, 


209 


193 
205 


209 


209 


.203 


.s0se Leaf Books & Systems 
Amberg File & Index Co 
Boorum & Pease Co 
National Blank Book Co 
Sheppard, C. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Co 

Loose Leaf Sheet Severe, Celluloid 
Aigner, G. J., Cx 
Markilo Co. 

Meier, Joshua, Co 

Wilson Jones Co 


Mail Bags, Canvas or Leather 
Canvas Products Co 
Mail Distributors 
Globe-Wernicke Co 
Victor Safe & Equip. Co 
Mailing Machines 
Commercial Controls Corp 
Manifold Books & Business Forms 
Hano, Philip, Ine 


Map Tacks 
Graff, George B., Co 
Maps 
Acme Visible Records, Inc 
American Map Co., In 
Cram, The George F., Co. 
Matched Office Suites 
Art Metal Construction Co. 
General Fireproofing Co 
Globe-Wernicke Co., 
pold Co., The . 
Royal Metal Mfg. Co. 
Shaw-Walker Co 


Memorandum Books 
Boorum & Pease Co 
Gibbons, Thomas H., & Co. 
National Blank Book Co 
Rockwell-Barnes Co. 
Union Pencil Co 
Wilson Jones Co. 


Memorandum Devices 
Acme Visible Records, Inc 
Autopoint Co. 

Mending Tape 
Warshaw Mfg. Co. 


Metal Badges, Checks, Tokens, ete. 
Dayton Stencil Works 
Meyer & Wenthe, Inc 


Metered Mail Systems 
Commercial Controls Corp 
Moisteners 
Glue Fast Equipment Co 
Rivet-O Mfg. Co. 
Sengbusch Self C) 


Numbering Machines 
Roberts Numbering Mach. Co 


Office Partitions & Railings 
Globe-Wernicke Co., The 58, 
Pads, Figuring 
Boorum & Pease Co. 
National Blank Book Co 
Rockwell-Barnes Co 
Wilson Jones Co.... 


Paper 
Eaton Paper Corp. 
Rockwell-Barnes Co. 
Wansco Paper Products Co 

Paper Clamps 
Acco Products, Inc 
Cook, The H. C., Co 
Graff, George B., Co. 
Hunt, C. Howard, Pen Co 
Vail Mfg. Co. 

Paper Clips 
Vail Mfg. Co.... 


Paper Fastening Machines 
Ace Fastener Corp 
Acme Staple Co.. 
Hotchkiss Sales Co. 
Markwell Mfg. Co. 
Neva-Clog Products, Inc 
Speed Products Co. 
Victor Safe & Equip. Co 

Paste (see Inks, 


Payroll Systems 
Nu Vue Publishing Co 
Pencils, Mechanical 
Alexander Mfg. Co 
Autopoint Co. 
Rite-Rite Mfg. Co 
Sheaffer, W. A., Pen Co 
Pencils, Wood Cased Lead 
Dixon, Jos., Crucible Co 
Faber, Eberhard, Pencil Co 
Koh-I-Noor Pencil Co. 
Staedtler, J. S., Inc 
Swan Pencil Co. 
Pencil Sharpeners 
Hunt, C. Howard, 
Penholders 
Dixon, Jos., 
Pens, Steel 
unt, C. Howard, Pen Co 
Sengbusch Self Cl. Inkst’d Co 
Pins & Pin Containers 
Vail Mfg. Co 


Piatens, aearen. etc. 
Ames Supply 
Shipman- Ward Mtg Co. 
Postal Meters 
Commercial Controls Corp 


Postal Seales 
Commercial Controls 


Presentation Covers 
Amberg File & poten Co.. 
Barkley, C. L., 

Oxford Filing ‘Gasets Co. 


Price & Sign Markers 
Eureka Spclty. Prtg. Co.. 
Stewart, R. A., & Co. 

Punches 
Acco Products, Inc 
Boorum & Pease Co. 
Globe-Wernicke Co., The 58, 
National Blank Book Co 
New England Paper Punch Co 
Wilson Jones Co. 


Inkst'’d Co 


Adhesives, etc.) 


Pen Co 


Crucible Co 


Corp 


The 58, 5 


The 58, 


211 


206 


205 


208 
169 


161 


181 
214 


omy £ Carhons 
Allen & Co. 


St ER OE 203 
‘banee. Carb. *. —_ Mfg. Co. 131 
Ames Supply C 7 
Beck Duplicator Corp 185 
Buckeye Ribbon & Carbon Co. 193 
Codo Mfg. Corp 80 
Columbia Rib. " Car. Mfg. Co. 41 
Copy Papers, Inc. 154 
Manifold Supplies Co 33 
Mittag & Volger, Inc 47 
Old Town Rib. & Car. Co 57, 190 
Peerless-Imperial Co., Inc 117 
Pengad Mfg. Co. 209 
Pihllips Process Co., Inc 206 
Regal Typewriter Co. 174 
Remington Rand Inc. 155 
Royal Typewriter Co. 43 
Shipman-Ward a Co 90 
Storms, H. M., 212 
Underwood pa Back Cover 
U. S. Typwr. Rib. hana Co. 185 
Webster, F. S ‘o 2 
Write, Inc 166 
Rubber Bands 
Faber, Eberhard, Pencil Co 61 
Plymouth Rubber Co 215 
Spencer Rubber Prod. Co 190 
Rubber Stamps 
Meyer & Wenthe. Inc 149 
Stewart, R. A., & Co 129 
Rubber Type 
Stewart, R. A., & Co. 129 
Rulers, Transparent 
C-Thru Ruler Co. 126 
Safes 
Art Metal Construction Co. 55 
General Fireproofing Co. 51 
Globe-Wernicke Co., The 58, 59 
Herring-Hall-Marvin Safe Co.........114 
a Metal Furniture Co. 97 
Macey Co. 187 
Meilink Steel Safe Co. 133 
Remington Rand Inc. 155 
Security Steel Equip. Corp. 95 
Shaw-Walker Co. . 109 
Vietor Safe & Equip. Co 7 
Yawman & Erbe Mfg. Co 163 
Scrapbooks 
Globe-Wernicke Co., The 58, 59 
Weis Mfg. Co. 81, 82, 83, 84 
Wilson Jones Co. 67 
Seals, Gummed 
Eureka Spelty. Prtg. Co. 209 
Secretary Desks 
Wabash Filing Supplies 94 
Shelving 
All-Steel-Equip Co 135 
Art Metal Construction Co. A5 
Browne-Morse Co. 105 
Corry-Jamestown Mfg. Co 139 
General Fireproofing Co. 51 
Globe-Wernicke Co. 58. 59 
Macey Co. 187 
Security Steel — Co. 9% 
Shaw-Walker Co. 109 
Shows, Office Equipment 
National Business Show Co. 188 
Signs, Changeable Letter 
Acme Bulletin & Dir. Corp. 209 
Sleeve Protectors 
Plastext Co. 208 
Slide Rules 
Brown, Arthur & Bro. 195 
C-Thru Ruler Co. 126 
Smoking Stands, Office 
Advance Trading Co. 164, 178 
Sorting Devices 
Evans Specialty Co. 168 
Stamp Pads 
Meyer & Wenthe, Inc 169 
Phillips Process Co. 206 
Rivet-O Mfg. Co. 208 
Stewart, R. A., & Co. 129 
Sponges, Office 
Carharve, Ellgene, Co. 177 
Stamp Affixers 
Commercial Controls Corp. 161 
Stamps, Duplicating 
Multistamp Co., Ine 76 
Stands for Office Machines 
Art Steel Sales Corp 
sina 119, 120, 121, 122, 156 
General Fireproofing Co. 51 
Globe-Wernicke Co., The 58, 59 
Harter Corp. : 53 
Peerless Steel Equip. Co. 213 
Shipman-Ward Mfg. Co 90 
Sturgis Posture Chair Co 93 
Toledo Guild Products, Inc. 173 
Wells Office Furn. Co 175 
Staple Extractors 
Ace Fastener Corp Rn 
Schollhorn, Wm. Co.....................<6 91 
Staples & Stapling Machines 
Ace Fastener Corp. R5 
Acme Staple Co.. P08 
Hotchkiss Sales Co. 148 
Markwell Mfg. Co. 158 
Neva-Clog Products, Inc 99 
Speed Products Co 171 
Vail Mfg. Co.. 141 
Wells Office Furn. Co 175 
Stencils, Brass 
Dayton Stencil Works 208 
Stenographers’ Note Books 
National Blank Book Co. 207 
Rockwell-Barnes Co. 215 
Stools 
Harter Corp. 53 
Wells Office Furniture Co 175 
Storage & Transfer Cases 
All-Steel-Equip Co. 135 
Amberg File & Index Co 178 
Art Metal Construction Co 55 
Art Steel Sales Corp. : 
119, 120, 121, 122, 156 
Bankers Box Co.... 125 
Barkley, C. L., & Co. 149 
Browne-Morse Co. ... 105 





Cole Steel Equip. Co., Ine........ 


OFFICE APPLIANCES, 





Columbia Steel Equip. Co... 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. . 
Globe-Wernicke Co., The 
Guide System & Supply Co... 
Imperial Methods 

Invincible Metal Pum. “Co... 
Metal Office Furn. Co........... 
Peerless Steel - sect Co... 
Pronto File Corp............ 
Rockwell-Barnes_ Co...... 
Security Steel Equip. Corp.. 





Shaw-Walker Co. ; ee 
Weis Mfg. Co. 81, 82, 83, 84 
Yawman & Erbe “Mfg. <<. ice 1 
Store Fixtures & oe 
All-Steel-Equip C 135 





Strong Boxes, Fire Pre teete d 
Herring -Hall- Marvin wwodh Co. 


114 
Meilink 7 Safe Co... mee 
Veet Mfg. : 202 
Victor Safe & Equip. Co..... 78 
Western Wholesale Stationers 204 

Tables 

Art Metal 9 Ane Co. \ 55 
Browne-Morse Co. ...........- ae | 
Corry- Jamestown. ‘Mfg. Corp.. 139 
General Fireproofing Co. 51 


Globe-Wernicke Co., The... .-.58, 59 
Manhattan Office Equip. Co.. 
Peerless Steel Equip. Co.. 

Security Steel Equip. peal ms 95 


Shaw-Walker Co. . 109 

Victor Safe & Equip. 7 USA 78 

Wells Office Furn. Co. 175 
Tabulating, & eee | Machines 

Remington Rand Inc... a 155 
Tax Records & System 

Commonwealth Publishing ee 


Telephone Accessories 
Reyam Plastic Products Co. 20: 
Victor Safe & Equip. Co. 7 

Telephone Stands 
Art Metal Construction Co.. ... 85 


Art Steel — et eS 
wonbinialiaien sunita 120, 121, 122, 156 

General Wiasiubaies Co..... 51 

Globe-Wernicke Co., The..... 58, 59 

Peerless Steel Equip. Co.. ‘ 213 

Shaw-Walker Co. .. 109 

Yawman & Erbe Mfg. Co. 163 
Thumb Tacks 

Graff, George B., Co......... 193 
Ticket Holders 

Aigner, G. J., Co.............. 211 
Tying Bands & Devices 

Rochester-Wire-O Binding Co. 207 
Type, Typewriter 

Ames Supply Co.. ia ae 

Shipman-Ward Mfg. Co. ea ae 
Typewriter Cleaning Material 

pmo bee Kimpton & ascents 130 

Cardinell Corp. ............... 177 

Clarotype Co. ............ 182 

Harriman-Welts, Inc. 181 


Mittag & Volger, Inc. .. RT 


Norta Distributing Co. . 174 
Regal Typewriter Co. 174 
Rivet-O Mfg. Co. 208 


Shipman-Ward Mfg. Co... ee 






Webster, F. 8., 2 
Typewriter theods- ‘tos 
Peerless-Imperial Co.......... Rinna | 
Speed-Key Mfg. Corp. . 206 
Speed Products Co. ..... 171 
Shipman-Ward Mfg. Co. ‘ 90 
Typewriter Cushion Knobs & Bases 
Ames Supply Co. 72 
Business Mach. Products, Ine. 142 
Fox, George E., & Co.. P 186 
Peerless-Imperial Co. ....0.........0..... 117 
Shipman-Ward Mfg. Co... . 90 
Typewriter Dip Cleaning Machines 
Magnus Chemical Co. 110 
Typewriter Parts & Tools 
Ames Suegty Co... ener a 
Shipman- Ward Mfg. Co. 90 
Typewriter Tables 
(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand Inc. ... 155 
Royal Typewriter Co... 43 
Smith, L. & Corona Tws 35 
Underwood Corporation..........Back Cover 
Woodstock Typewriter Co. 140 
Typewriters Rebuilt & Used 
Regal Typewriter Co. 172 
Shipman-Ward Mfg. Co... 90 


Visible Systems Equipment 





Acme Visible a Ine. 167 
Aigner, G. | 211 
Art Metal C macteinstiiin Co. 55 
Boorum & Pease Co. .... adie aa 
Globe-Wernicke Co... : ..58, 59 
National Blank Book Co.....................207 
Remington Rand Ine.... 155 
Ross-Gould Co. ................ ..209 
Shaw-Walker Co. ....... 109 
Sheppard, C. E., Co.. 210 
Stationers Loose Leaf Co. SRT 
Victor Safe & Equip. Co........ b> ae 
Wilson Jones Co. BEMIS 
Yawman & Erbe Mfg. Co...................163 
Wardrobe Racks 
New England Woodworking Co. 111 
Waste Baskets 

Art Steel Sales Cor 

vnlonendagatubemnibblaai” 119, 120, “121, 122, 156 
Bainbridge. Kimpton & Haupt... ...1 30 


Cole Steel Equipment Co..... 
Corry-Jamestown Mfg. Corp.......... 
Dorman-Rattner Co. ................ 
Federal-Fibre Corp. 
Fox, George E., & Co 
General Fireproofing Co. 
Globe-Wernicke Co... 
Peerless Steel Equipment. “Co. 
Shaw-Walker Co. nia 
Wells Office Furn. Co... 


Wholesale Stationery 
Bainbridge, Kimpton & Haupt....... 130 
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WANTS AND tOR SALE 





The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 





MECHANIC, LONG AND VARIED EXPERIENCE, capable and reliable, 
Excellent references. Past ten years supervisor of maintenance for one of 
country’s large users of all makes of office machines. Prefer West or 
Northwest. Rental living quarters for three must be available. Two 
years sales experience and more desired, combination considered. Address 
G-97, care Office Appliances, Chicago 6. 





SERVICE MANAGER, 20 years’ experience typewriters, adding, dictating 
equipment, seeks connection with progressive dealer. Sales experience. 
G-96, care Office Appliances, Chicago 6. 








SALESMEN WANTED 





WANTED FACTORY REPRESENTATIVE 


By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Give complete back- 
ground and details of experience. Middlewest territory open. All letters 
shall be kept confidential. Write V-231, care Office Appliances, Chicago 6. 





ATTRACTIVE COMMISSION PROPOSITION for salesmen selling to retail 
stationers. Mention territory, lines handled. Address V-230, care Office 
Appliances, Chicago 6. ‘ 





IF YOU SELL DIRECT TO OFFICES—this patented office specialty, 
proven by many years of exceptional satisfaction, can add much to your 
income. $2.50 commission on each unit sale. Write V-232, care Office 
Appliances, Chicago 6. 





OFFICE SUPPLY SALESMEN—FULL OR PART-TIME, to handle line 
of Loose Leaf Equipment to consumers. Visible Record Books, Payroll 
Systems, Post Binders, Advertising and Catalog Covers. Liberal commis- 
sion. Old established eastern manufacturer. Box V-236, care Office Appli- 
ances, Chicago 6. 





SALESMEN WANTED to sell office equipment and supplies. 20 per cent 
commission basis. Catlett Bros., Box 338, Goodland, Kansas. 








EXECUTIVES WANTED 


TYPEWRITER AND OFFICE MACHINE Mechanic. Excellent oppor- 
tunity for man with experience and ambition to advance. State experi- 
ence. Write: Box 86, Bayonne, N. J. 





WANTED—TYPEWRITER MECHANIC—all makes. Steady position. Top 


salary. Address V-227, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE 





SALES ORGANIZATION covering Fifth District NSA (Indiana, Ohio, 
Michigan, Kentucky) is in a position to give first-class coverage of some 
meritorious line of commercial stationery or office furniture. Interested 
only in article or articles for office use. Enjoys best of reputation with 
dealers throughout the area. Can operate in several adjoining states 
should manufacturer find that advisable. Best of references from well- 
known retailers. Address G-98, care Office Appliances, Chicago 6. 





How many times, MISTER MANUFACTURER, have you asked yourself 
these questions? WHERE CAN WE GET A MAN? * * * Who can give 
enthusiastic sales and merchandising aid to our dealers? * * * Who can 
promote good will and build confidence? * * * Who can take our line 
and put it on TOP in California? If these are questions which you have 
been asking yourself, you may find the ANSWERS by writing G-92, 
Office Appliances, Chicago 6. 





OLD ESTABLISHED OFFICE FURNITURE and equipment company is 
open for new lines of furniture or office machinery. Address G-93, care 
Office Appliances, Chicago 6. 





SALESMAN with twenty-seven years experience in the office supply equip- 
ment and lithographing business as well as calling on the dealers desires 
to serve as field representative on the West Coast, for a reliable manu- 
facturer. Address G-94, care Office Appliances, Chicago 6. 





NEW ENGLAND DISTRIBUTOR, well known to stationers, typewriter, 
office furniture dealers, department store and chains, desires to represent 
you. Straight commission. All facilities including warehouse. Box G-95, 
Office Appliances, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURERS ATTENTION—12 years’ experience selling to U. S. 
Government Departments. Write J. F. Hardy, Barr Building, Wash- 
ington 6, D. C. 





SALES MANAGER with years of top-grade national experience wanted 
by manufacturer about to enter office appliance field with adding machine 
and other mechanical equipment. Advantages in compact size, weight, 
endurance, attractive prices. Adequate capital assures aggressive promo- 
tional efforts. Send complete information to V-229, care Office Appliances, 
Chicago 6. 





STORE MANAGER WANTED—Must be qualified, responsible, have top 
references; will be required to invest in business, become part owner. 
Present ownership three years, shows substantial growth. Excellent 
opportunity offered right man. Location middle west. Address V-241, 
care Office Appliances, Chicago 6. 





REPRESENTATIVES AVAILABLE ABROAD 





ARGENTINE FIRM SEEKS AMERICAN AGENCIES. Direcciones Ltda., 
Defensa 558, Buenos -Aires; Pedro Bercebal partner and sales manager 
with 15 years of specialized knowledge in office machines. Firm covering 
all of Argentina; substantial capital; extensive sales organization, good 
contacts and experience in government transactions; desires first class 
American exclusive agencies. Especially interested in adding and cal- 
culating machines, typewriters, check protectors, duplicators, Very best 
references can be supplied. 








REPRESENTATIVES WANTED 








MECHANICS AND REPAIRMEN WANTED 





WANTED TYPEWRITER AND ADDING MACHINE MECHANIC by old 
established office equipment firm in growing southwestern town of 
100,000 population. Want a man trained on Royal typewriters who is 
capable of taking charge of service department. Address V-242, care 
Office Appliances, Chicago 6. 





MECHANIC. Long and well established dealer new and used office and 
portable typewriters, adding and office machines, needs additional service, 
bench or combination man. Must be experienced, capable, sober, with 
clear record. Ample stock of used machines. Well equipped mechani- 
cally and financially. Send full particulars regarding experience, refer- 
ences, and compensation expected. All answers treated confidentially. 
0. D. Morrill, 314 S. State St., Ann Arbor, Mich. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write V-238, care 
Office Appliances, Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of 
machines. Established 45 years. About sixty miles from Detroit, Mich- 
igan. Address V-234, care Office Appliances, Chicago 6. 
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WELL INTRODUCED MANUFACTURER of fountain pens with 14k gold 
points, pen-pencil sets (fountain pens with Free Life-Time Service Guar- 
antee) and other stationery specialties has opening for distributor, whole- 
saler or manufacturer’s representative calling on the stationery store and 
jobbing trade. Exclusive territories considered. Also open for export 
representation. Send details in your first letter. Address: V-228, care 
Office Appliances, 100 E. 42nd St., New York 17, N. Y. 





ONE OF THE WORLD’S OLDEST and best known calculating machines, 
manufactured in Sweden, is again being imported to this country. 
Salesmen of office equipment will find it an interesting and profitable 
sideline. Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 





AGENTS WANTED for new modernistic brass Stick and Pen Holders. 
Excellent side line. Other items later. Box 86, Bayonne, N. J. 





REPRESENTATIVES WANTED. New typist copyholder soon available. 
Commission basis. All territories. Address V-240, cave Office Appliances, 
Chicago 4. 








WANT TO BUY TERRITORY 





MANUFACTURERS REPRESENTATIVES Attention” We are willing to 
buy established agency lines for the eleven Western States or any part 
thereof. Address V-235, care Office Appliances, Chicago 6. 





WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








WANT TO BUY RETAIL BUSINESS 





WILL BUY FOR CASH Successful Office Equipment Business in Town of 
100,000 or over. Prefer one handling office furniture and filing equip- 
ment, etc. but would not object to one handling machines also. Preferred 
location in Middle West, central portion. Will also consider West Coast. 
Please list the manufacturers you represent and the territory covered. 
Also state size of organization and full details as to inventory, etc. 
Write complete details to V-239, care Office Appliances, Chicago 6. 





WILL BUY SMALL STATIONERY or book store in Indiana, Michigan or 
Ohio. Interested in both commercial and social stationery. Prefer city 
not over 500,000 population. Will consider much smaller. Send particulars 
to V-238, care Office Appliances, Chicago 6. 





WANTED TO BUY, STATIONERY STORE. Will pay fair price for well 
managed business located in a good market. Give inventory, volume, 
turnover, profit margin, etc. Address V-237, care Office Appliances, 
Chicago 6. 





WANTED TO BUY: Established commercial stationery and office equip- 
ment business. Interested particularly in north central or northwest 
states. Please give complete information regarding annual volume, also 
any exclusive agencies. Address V-248, care Office Appliances, Chicago 6. 


WANTED TO BUY—Stationery business in city of 10,000 to 75,000, prefer- 
ably in the West or Southwest. Give complete information including 
volume, profits, inventory. Will consider any reasonable proposition. 
Address V-245, care Office Appliances, Chicago 6. 








RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY, STATIONERY, and equipment store in University- 
industrial city of 50,000. Illinois. Established two years. New Fixtures. 
$35,000 sales annually. Price $18,000. Address V-244, care Office Appli- 
ances, Chicago 6. 








FOUNTAIN PENS & REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Sets, Pencils, 
etc. at our standard prices. Time now averages 8 to 21 days, and 
improving. We especially feature CONKLIN, SWAN, WATERMAN, 
WAHL, EVERSHARP, WELTY, SHEAFFER, PARKER, MOORE, 
ESTERBROOK, CARTER, WEAREVER, STRATFORD, Venus, Eagle, 
Wasp, Chilton, Morrison, Arnold, Sengbusch, Inkograph, Waltham, 
Peerless, Weidlich, Writefine, Gregg, Permapoint, Morriset, Kerr, 
Majestic, No Name, etc. Largest assortment of Standard Grade 14 KT. 
Solid Gold Points and Gold Plated Points. ALSO ASK ABOUT NEW 
WELTY PENS $3.50, $5.00, $7.00, $10.00 List. Other Pens $1.00 to $3.50. 
Now able to make quicker deliveries. Welty Pen & Repair Co., (Manu- 
facturers since 1904) 38 So. State St., Chicago 3. 





GUARANTEED FOUNTAIN PEN REPAIRING 


SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND 
PENCIL REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 
PENS HAVE BEEN REPAIRED BY OUR FACTORY TRAINED EX- 
PERTS FOR DEALERS THROUGHOUT THE COUNTRY. FULLY 
AUTHORIZED BY ALL LEADING MANUFACTURERS INCLUDING 
PARKER, SHEAFFER, EVERSHARP AND WATERMAN. PROMPT 
SERVICE. WRITE TODAY FOR PRICE-LIST, DEALER DISCOUNTS 
AND FREE REPAIR ENVELOPES. 


KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 








TYPEWRITER REPAIR INSTRUCTION BOOKS 





TYPEWRITER MECHANICAL TRAINING MANUAL $7.50. A complete 
presentation and explanation of the mechanisms of the five standard 
typewriters. 150 detailed drawings, 140 pages of instruction by principles 
of mechanism. Methods of cleaning, refinishing and repairing type- 
writers. Money back guarantee. Office Appliance Mechanical Institute, 
402 South Jefferson, Springfield, Missouri. 








TRADE SCHOOLS 





TYPEWRITER REPAIRING—Original, simplified Home Study Course. 
Students operating own repair shop. Weber Typewriter Mechanics 
School, Box 269, Osborn, Ohio. 








ADDING MACHINE PARTS, TYPE, Etc. 





LARGE STOCKS of new and used Adding and Calculating Machine 
Parts available. Quotations furnished on specific parts upon request. 
I. A. Dehn. Jr., 1643 101st Ave., Oakland, Calif. 


ELLIOTT-FISHER, Burroughs Moon Hopkins, Adding and Calculating 
machines, Comptometers, Electromatic Typewriters, and Fanfold ma- 
chines, bought and sold. Chicago Office Appliance Cc., 537 South Dear- 
born St., Room 306, Chicago 5. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Bur- 
roughs and Monroe Calculator, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 8d St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machines, calculating machines, adding machines— 
all office equipment, bought and sold, W. J. Crowley Company, 906-908 
N. Water St., Milwaukee 3, Wis. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 926 Broadway, New York 7, N. Y. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 8. 11th, Minneapolis, Minn. 





WANTED—TYPEWRITERS, Adding Machines, Calculators, from dealers 
or jobbers. Typewriter Parts Company, 407 East Travis Street, San 
Antonio 5, Texas. 





QUANTITY of Monroe and Marchant Calculators, hand and electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 185 Grand St., New York 18, N. Y. 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 
Dictating Machine Co., 235 Fifth Ave., New York 8, N. Y. 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, 
Comptometers, Calculators, etc. Bought & Sold. Dearborn Equipment 
Company, 605 S. Dearborn, Chicago 5, IIl. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 





ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x8 size. 
Quantity of McCasky Production Panels. Commercial Card System Co., 
1385 Grand St., New York 18, N. Y. 





KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full 
cooperation 1o dealers. Commercial Card System, 1385 Grand St., 
New York 18, N. Y. 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 38, N. Y. 





KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special 
service and prices to dealers for purchase or sale. Get our quotations. 
Chas. 8. Nathan, Inc., 548 Broadway, New York 12, N. Y. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 
Service Co., 179 W. Washington, Chicago 2. 





WANTED TO BUY Surplus equipment of all types. Ready buyer. 
Columbia Trading Corp., 7 Waverly Place, New York 3, N. Y. 





WANTED 


INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 
8x5 size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have 
available. E. H. Heineman, Box 552, St. Louis 1, Mo. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, 
as well as other makes. Write and tell us what Visible Equipment 
you need or have for sale. Special prices to Dealers. E. H. Heineman, 
4 North Eighth St., St. Louis 1, Mo. 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,400,881. 
ton Kahn, Mount Vernon, N. - 
Cofax Corporation, Long Island City, N. Y., cor- 
poration of New York. Application April 13, * 943, 
Serial No. 482,873. Granted May 28, 1946. 

.949. Business Machine. Richard W. Pitman, 

West Hartford, Conn., assignor to Underwood Cor- 

poration, a corporation. of Delaware. Application De- 

ecember 31, 1941, Serial No. 425,100. Granted May 
1946. 


28, 

2,400,988. Staple Puller. Donald C. Goessel, Mil- 
waukee, Wis. Application November 1, 1944, Serial 
No. 561,344. Granted May 28, 1946. 

2,401,020. Duplicating Machine. John R. Roberts. 
Glenview, Ill., assignor to Ditto, Incorporated, Chi- 
cago, Ill., a corporation of West Virginia. Appli- 
cation August 21, 1942, Serial No. 455,573. Granted 
May 28, 1946. 

2,401,021. Machine for Statistical Computations. 
Martin Rosenberg, Brooklyn, and Matthew Cohen, now 
by judicial change of name Matthew Conrad, Jamaica, 
N. Y. Application June 2, 1943, Serial No. 489,586. 
Granted May 28, 1946. 

2,401,060. Index. Curt Helgesson Fahlstedt, Stock- 
holm, Sweden. Application August 3, 1944, Serial No. 
547,847. Granted May 28, 1946. 

2,401,162. Perpetual Calendar. Jonas Kaufman, 
Hutchinson County, S. Dak. Application September 
27, 1944, Serial No. 555,928. Granted May 28, 1946. 

2,401,181. Typewriter Support. John Warren Pax- 
ton, Bloomington, and Irving Richard Cornish, Elm- 
a, ona Application November 27, 1941, Serial 
No. 683. Granted May 28, 1946. 

2,401, va, Desk Attachment. John Warren Paxton, 
Bloomington, and Irving Richard Cornish, Elmhurst, 
Tl. Application January 22, 1942, Serial No. 427,780 


Granted May 28, 46. 

401, Geometrical Instrument. Fred WN. 
Schwend, Los Angeles, Calif. Application May 17, 
1944, Serial No. 535,960. Granted June 4, 1946. 

2,401,473. Calculating Machine. Carl M. Friden, 
Pleasanton, and Anthony B. Machade, San Leandro, 
Calif., assignors to Friden Calculating Machine Co., 
Ine., a corporation of California. Original application 
November 11, 1942, Serial No. 465,112. Divided and 
this application October 29, 1943, Serial No. 508,220. 
Granted June 4, 1946. 

2,401,615. Display Card. Elbert Carroll Chittum, 
Catonsville, Md., assignor to Chittum-Kidd Com- 
pany, Inc., Baltimore, Md., a corporation of Mary- 
land. Application November 12, 1943, Serial No. 510,- 
038. Granted June 4, 1946 

2,401,671. Record ‘Controited Statistical Machine. 
Arthur Thomas, Wallington, and Arthur William 
Excell, Thornton Heath, England, assignors to Powers 
Accounting Machines Limited, London, England, a 
British company. Application March 28, 1945, Serial 
No. 585,316. Granted June 4, 1946. 

2,401,711. Fountain Pen. Grover C. Smith, Chicago, 
Til. Application June 8, 1944, Serial No. 538,645. 
Granted June 4, 1946. 

401,719. Card Feeding Device. Karl J. Braun, 
Merrick, N. Y., assignor to Control Instrument Com- 
pany, Inc., Brooklyn, N. Y., a corporation of New 
York. Application June 14, 1945, Serial No. 599,480. 
Granted June 11, 1946. 

2,401,753. Key Holder. Issac Geller, Portland, 
Oreg. Application September 18, 1943, Serial No. 
502,957. Granted June 11, 1946. 

2,401,811. Copyholder. Kelsey C. Atticks, Newton, 
Mass. Application June 24, 1944, Serial No. 541,869. 
Granted June 11, 1946. 

401, Merchandising Device. James C. Cal- 
houn, New Haven, and Wilbur L. Davidson, West- 
port, Conn., and Karl J. Hansen, Forest Hills, N. Y., 
assignors to Olin Industries, Inc., a corporation of 
Delaware. Application June 25, 1942, Serial No 
448,384. Granted June 11, 1946. 

2,402,282. Business Record. Alden Hansen, San 
Francisco, Calif. Application December 14, 1942, 
Serial No. 468,992. Granted June 18, 1946. 

2,402,301. Card Index. Alberto Mario Soria and 
Raquel Celesia. Buenos Aires, Argentina. Applica- 
tion og 10, 1944, Serial No. 539,715. Granted 
June. 8, 1946, 

2,346. pen Set. Harald T. C. Rosenlund, 
new York, N. Y. Application December 14, 1943, 
Serial No. 514,277. Granted June 18, 1946. 

402,347. Key Holder. Jerome Hale Rotheraine, 
Philadelphia, Pa. Application October 26, 944, 
Serial No. 560,419. Granted June 18, 1946. 

2,402,412. Typewriter Table. Clarence W. Koch, 
St. Louis, Mo. Application May 23, 1945, Serial No. 
595,341. Granted June 18, 1946. 

2,402,549. Adding Machine. Ora R. Hartom, ~~ 

1942 


Dry-Adhesive Tape Roll Dispenser. Mil- 
N assignor a The 


cago, Jil. Original aie December 7, 

Serial No. 468,091. Divided and _ this application 
Ld 20, 1944, Serial No. 536,450. Granted June 25, 
2,402,569. Key Responsive Calculating Machine. 


Frederick A. Niemann, Chicago, Ill., assignor to 
Felt & Tarrant Mfg. Co., Chicago, Ill., a corpora- 
tion of Illinois. Application October 10, 1941, Serial 
No. 414,405. Granted June 25, 1946. 

2,402,764. Wallet. Edward F. Miller, Rochester, 
N. Y., assignor to Hickok Manufacturing Company, 
Inc., Rochester, N. Y., a corporation of New York. 
Application December 24, 1943, Serial No. 515,559. 
Granted June 25, 1946. 

2,402,821. Receipt Envelope. John E. Kosteling, 
San Francisco, Calif., assignor to Field-Ernst Enve- 
lope Company, San Francisco. Calif., a corporation 
of California. Application March af 1944, Serial 
No. 528,230. Granted June 25, 1946 

2,402,930. Book Rack. Mildred Swearngin, Wash- 
ington, D. C. Application July 25, 1945. Serial No. 
606,932. Granted June 25, 1946 

2,402,934, Chair. Glenn D. Wood, Elkhart, Ind., 
assignor to Posture Research Corporation, Elkhart, 
Ind., a corporation of Indiana. Application July 7, 
1942, Serial No. 450,003. Granted June 25, 1946. 

2,402,936. Warning Device for Typewriters. Harold 
S. Slocum, Waukegan, Ill. Application January 16, 
1945. Serial No. 573.001. Granted June 25, 1946. 

SSUES 


E 
na 7S. Filing Apparatus. Richard P. Scholfield, 

ork, N. Y., assignor to Scholfield Service, 
ood Now York, Y., a corporation of New York. 











2,401,182 











2,402,282 2.402.301 2,402,346 





"2.402.549 


2,402,930 








; 
+! 








2.401.711 2.401719 2.401.753 












- - =>) ‘ 














" ~~ ale 


2,401,162 


2.401.615 


240181) 





2,402,347 








44d 








dated January 30, 1945, 
1942, Application for 
602,756. Granted 


Original No. 2,368,162, 
Serial No. 456,253, August 26, 
reissue July 2, 1945, Serial No. 


June 11, 
DESIGN PATENTS 

44,843. Design for an Album. Garald A. Dohm, 
Dearborn, Mich. Application + a 4, 1945, Serial No. 

,890. Granted ay 28, 1946 
Design for a Cabinet or Similar Article. 
Application Sep- 
Granted May 


Thomas M. Dunham, Aurora, Il. 
a. 10, 1945, Serial No. 121,966. 


144,865. Design for an Adhesive Tape Dispenser. 
Edwin \. Mason, Wy: . J. Application August 
30, 1945, Serial No. Te, 743. Granted May 28, 1946. 
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144,866. Design for a Pen and Pencil Holder. 
Edwin C. Moe, Lansing, Mich. Application Febru- 
ary 15, 1946, Serial No. 126,600. Granted May 28, 


144,955. Design for a Staple Puller. John A. 
Yerkes, New York, N. Y. Application Queter 30, 
1945, Serial No. 128,337. Granted June 946. 

145,049. Design for a Merchandise Diss Rack. 
Warren Wheary, Evanston, Ill. Application November 
7, 1945, Serial No. 123,556. Granted June 18, 1946, 

145,095. Design for a Casing for a Marking Ma- 
chine. Turner B. Messick, Denver, Colo., asst, to 
Burr Watson, Denver, Colorado. Application Novem- 
bee 1, 1945, Serial No. 123,387. Granted June 25, 














Here's one gleaned from the June issue of the New York 
Stationers 12:30 Club bulletin: . 

A man who boarded the subway one morning noticed that 
standing next to him was a fellow reading a paper, while 
perched on his shoulder was a pigeon. His curiosity finally 
got the better of him and he tapped the straphanger on the 
arm and asked him what the pigeon was doing on his shoulder. 
To which the rush hour veteran replied, "How should | know? 
He got on at 59th Street.” 

Transmitted to us by Ralph B. Ortel of BUSINESS BUILDER 
fame is this truism from the ‘Rust Craft Rustler," brief but 
incontrovertible: "Some men are always ot their posts—leaning 
against ‘em.” 

THE STORE FOR ME 
| wish | might more often see 
A store that's kept as stores should be; 
With windows, shelves and counters dressed 
Forever with what's new and best. 


A store so gleaming, night and day, 
It finds in me a willing prey 

For things to eat or things to wear, 
Or anything that's offered there! 


A store whose stock has never lain 
Too long on shelves of dusty grain; 
A store so spic and span fo see, 
Is sure to sell to folks like me! 

Two trangers met on the beach at Shrimp Sea, both attired 
in swimming trunks, and quite naturally the conversation 
turned toward this sport. After a few remarks, the elder man 
said: "I'll race you to the end of the pier and back." 

“Right you are,'" agreed the other, a professional swimmer. 
"Bet you ten bob | win." 

They plunged into the surf and the professional swimmer 
was badly beaten. 

"Gads,"" he exclaimed, "where did you learn to swim?" 

"Oh, responded the winner, "| used to be a newsboy in 
Venice.” 

A golfer better known for his boasting than for his actual 
prowess with the woods and irons was invited to a private 
country club by one of his friends. 

The windy gentleman teed up first, took his stance, and 
then proceeded to whiff the ball. Again he teed up, and 
again he missed completely. “You know,"' he explained, ‘this 
course is about two inches lower than the one I've been used 
to playing on.” 

Futile Reflections: Wish our janitor could be present at the 
Bakini atom bomb test; maybe he could learn how to get 
water hot. . . . If anyone asks us ‘What is so rare as a day 
in June,” we have the answer—a sirloin steak. 











Yeah, something's haywire! Our air conditioner 
keeps lighting up and there's ice on the desk lamps. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Mexican Distributor Wants Additional Lines.—Casa Schauss S.A., 
Mexico, D.F., one of Mexico City’s largest stationery distributing firms, 
with a wholesale department representing 50 United States manufacturers 
and an agency department with exclusive distribution rights for nine 
stationery item manufacturers is seeking sources of drawing instruments, 
slated cloth, imitation leather desk accessories and pocket pencil sharp- 
eners. The company’s ten salesmen cover the entire republic of Mexico. 
Interested manufacturers are asked to contact Alfonso Weidenhammer, 
president of the firm, at the above address. 





Costa Rica Firm Seeks Agencies—Sales Agents Solorzano Y Vega. Ltd.. 
P. O. Box 25, San Jose, Costa Rica, seeks contacts with manufacturers 
and exporters interested in the Costa Rica and Central American market. 
The firm desires to act as exclusive representatives or sole agents for 
articles in the industry, reports Jesus Vega Orozco, manager. Emanuel 
Solorzano-Fernandez, president, recently visited the four other countries 
of Central America and made arrangements to open branch offices in 
Nicaragua, El Salvador, Honduras and Guatemala. 


Firm in Athens, Greece, Seeks Contacts—Takis A. Charalampopoulos, 
Praxitelus St. 16b, Athens, Greece, who imported large quantities of 
stationery goods in the pre-war period from continental factories, is 
interested in making contacts with United States manufacturers to 
supply this market. 


Antwerp Dealer Wants Contacts—A. Antomissen of Drukkerij Boek 
& Papierhandel ‘‘Lux,’’ Kasteelpleinstraat, 21, Antwerp, Belgium, desires 
to make contacts with American manufacturers or exports for the 
purchase of stationery items, 


Wanted at Home 


Manufacturers’ Representative Seeks Accounts—H. L. Rulison, manu- 
facturers’ representative, 6006 Prentice St., Cincinnati 27, Ohio, seeks 
direct manufacturers’ accounts for office equipment and appliances. Mr. 
Rulison, who has had more than 25 years’ experience, is acquainted with 
most of the dealers throughout his territory consisting of the north 
central and northeastern states. Two men are available and more 
can be secured when lines justify, states Mr. Rulison, who is 49 and 
covers his territory by auto. 


New Store in Michigan Wants Catalogs—The Tri-State Business Serv- 
ice, Hillsdale, Mich., opening a new store after July 15 at 30 S. Monroe, 
Coldwater, Mich., desires trade catalogs and price lists sent to the Cold- 
water address. The new office supply, stationery and gift store will handle 
office equipment, safes, filing cabinets, desks, chairs, steel counters, 
shelving, work benches, stationery, gifts, leather goods and school sup- 
plies. Recent catalogs are wanted for these products. 


Trade Catalogs Wanted by Spokane Firm—Ray Turner, Office Equip- 
ment, Radio Central Bldg., Spokane 8, Wash., wishes catalogs and other 
trade information from manufacturers. He is particularly seeking con- 
tacts with manufacturers of the barrel or tub-type file. 


Agencies Sought for New Dayton, Ohio, Firm—Charles K. Pickel, 582 
Wyoming St., Dayton, Ohio, will be general manager as well as indus- 
trial salesman for a new office supply and stationery store opening soon 
to serve Dayton and the surrounding territory. He desires contacts 
with manufacturers and distributors wanting field representation at 
Dayton. The officers cf the new company wish to open the retail outlet 
as soon as possible and the outside salesmen, experienced in many lines. 
are eager to start on their sales program. 


Trade Catalogs Wanted By Vet Reopening Firm—After his recent dis- 
charge from the U. S. Army, W. M. Fowler is reopening his office supply 
business, W. M. Fowler Company, Box 1431, 219 Mint St., Charlotte, N. 
C., and desires to receive catalogs from suppliers and manufacturers. 


Additional Lines Sought for Hannibal Firm—The Huehne Office Supply, 
223a Broad, Hannibal, Mo., wishes to make contacts with manufacturers 
or distributors to secure lines in addition to agencies for typewriters 
and adding machines recently obtained. This firm was organized by K. W. 
Huehne last December. 


Additional Lines Wanted by San Francisco Firm—Harry Henkel, 
manufacturers’ representative at Room 302, 171 Second St., San Francisco, 
Calif., is interested in new lines for his coverage of 1] western states, 
with the exception of New Mexico. Eraser, office cushion and cutting 
board manufacturers are now represented. 


Catalogs and Contacts Wanted by New Firm in Chicago—The Ravens- 
wood Office Supplies Company, to be opened for business on or about 
August 1 at 1922 Irving Park Road, Chicago 43, IIll., is in need of 
catalogs and price information on all types of office supplies, furniture 
and equipment. Mailings should be addressed to Fred Meyer, proprietor. 








NEW TRADE LITERATURE 





Allen Calculators, Inc., 678 Front Ave., N. W., Grand Rapids, 4, 
Mich., has issued a new domestic peacetime price list, effective June 1, 
covering portable and standard adding machines, statement machines, 
bookkeeping machines, calculating machines and cash registers. 


Joshua Meier Company, 36 East 10th St., New York 3, N. Y., has just 
issued catalog No. 46 on V.P.D. (visible protective display) describing 
the transparent plastic envelopes, covers and holders, and listing prices. 
The catalog is lavishly illustrated and carries complete information on 
the company’s products. 


Monroe Calculating Machine Company, Inc., Orange, N. J., has just 
issued an illustrated brochure in color describing the application of 
Monroe machines and methods to payroll problems. The illustrations 
provide an accurate conception of systems adaptable to Monroe machine 
bookkeeping. 


OFFICE APPLIANCES, July, 1946 





2 





AROUSED PUBLIC OPINION COULD 
STOP GOVERNMENT WASTE 


Explosive public reaction to the long-smoldering labor-management 
conflict is an excellent example of what the real voice of the people 
can accomplish in our democratic form of government, declares Henry 
H. Heimann, executive-manager of the National Association of Credit 
Men in his June Monthly Business Review. 

This aroused public opinion could easily settle another very important 
national problem, Mr. Heimann points out. “If the tax payers suddenly 
rise in wrath and demand more economy in government, we could 
‘ispose quickly of the budgetary deficit which for 15 years has been 
slowly corrupting our people and weakening our morale. Here is a matter 
that is just as important as the labor-management conflict and the need 
for a solution of which has been long overdue. Let’s decide to do 
something about it.” : . 

The head of the national credit men’s organization is quite out- 
spoken in his opposition to the proposal for export credit insurance 
as now being considered in the Congress. Americans find that credit 
losses on foreign business have always been below those experienced 
in domestic trade, Mr. Heimann points out, and this export business, 
as a whole, is one of the safest lines of commerce to be transacted 
on credit. Why then, he asks, do we need export credit insurance? 

“Any foreign trader will tell you that up to the start of the war 
we always exported to the limit of our available dollar exchange and 
that we will do so again,’ Mr. Heimann said. “What is actually 
needed to expand our export business is more imports so as to create 
more dollar exchange.”’ 

“Through all our years in foreign trade, export credit insurance 
has not been needed and most credit executives in the foreign field 
see no need for it in the future. Let’s look at the harm that might 
come from the normal ballyhoo that would follow such a law. If we 
want to keep up our foreign trade on a sound basis, we certainly 
don’t want to develop fair-weather foreign traders, nor what are 
known as ‘dumpers’, or cut-price, sporadic or casual sales for riddance 
of surplus inventories. What we do need is a consistent, all-weather, 
good- and bad-year foreign trade policy. If a man is not a foreign 
trader and desires to start soundly, there is available to him or his 
business, for consultation and advice, any number of experienced export 
houses and export commission merchants, banks with foreign trade 
departments, foreign trade associations, and foreign credit departments. 

Export-Import Bank to Administer Proposed Export Insurance Law 

“Credit executives fully informed in foreign trade take comfort from 
the fact that the proposed law does provide for administration b 
the Export-Import Bank. It should be noted that at present the beak 
will provide financing for the small exporter. Under the present arrange- 
ment, the Export-Import Bank is and has been quite helpful to 
exporters. If, therefore, the export insurance provision is intended 
as a disguise for a means of financing, it is unnecessary because 
present facilities of the Export-Import Bank and commercial banks 
provide for this. 

“Proponents of this bill consistently refer to the fact that the 
British have export credit insurance. That is true, but it should be 
pointed out that normally only about one-tenth of their credit export 
business is insured. In addition, their situation is exactly the reverse 
of ours. Exports in Great Britain are a matter of life and death, 
so that they must at any and all costs be able to cover their imports. 
Our problem has been at all times importing enough to cover our 
exports. There is also available in Canada an export insurance under the 
Canadian Export Credit Act. It has only been in operation for a 
year and its activity consists almost entirely of loans to governments. 
One need only read and study this law with its all-inclusive require- 
ments for qualifications as an insurer to understand it is totally 
different from what our legislators have in mind. 

“Every practical foreign trader with whom I have spoken has 
doubted the wisdom of export credit insurance. They do, however, 
see value in ‘exchange insurance’, or ‘transfer guaranty’, but this is a 
wholly different problem from credit insurance. Credit insurance covers 
the ordinary hazards of doing business which business men have all 
along assumed. In extension or acceptance of credits, the business 
institutions have control over their own decisions. An exchange 
guaranty or insurance, on the other hand, would cover a risk of 
possible governmental! action over which business men have no control. 
This is one of the unpredictable and uncontrollable hazards which will 
continue until the International Monetary Fund becomes fully operative. 
If our legislators want to develop foreign trade on a sound basis, 
let them direct their legislative effort entirely and exclusively to 
exchange insurance’ or ‘transfer guaranty’. Therein is a field that 
would be helpful. The proposed bill does attempt this, but couples 
with it the bad features of credit insurance. Why not draft a bill entirely 
directed to ‘exchange’ or ‘transfer guaranty’? That would be a real 
service to a foreign trader.” 








CORPORATION REPORTS AND 
FINANCIAL NOTES 


Remington Rand, Inc., Buffalo, N. Y.—Net income for the fiscal 
year ended with last March amounted to $6,541,139, or $3.01 a common 
share, compared with $5,306,489, or $2.52 a common share, for the previ- 
ous year, James H. Rand, president of Remington Rand, Inc., Buffalo, 

-» has announced. 

Earned surplus on March 31, last, was $17,815,149, an increase of 
$3,500,474 over the preceding year. After paying dividends totaling 
$2,758,952, there remained $2,782,187 of net income added to earned 
surplus and $1,600,000 of reserves provided for contingencies during the 
war period that did not materiallze, also transferred to earned surplus. 

Net working capital increased $742,070 during the year after investing 
$6,269,407 in additional production facilities and tabulating machines for 
rental. Current assets at the fiscal year-end were $50,943,391, and 
current liabilities, $23,486,182, compared with $56,065,051 and $29,349,912, 
respectively, at the close of March, 1945. (New York Times, June 21) 

UARCO Incorporated, Chicago, II1l.—The board of directors of UARCO 
Incorporated, manufacturers of continuous business forms, has declared 
a dividend for the second quarter of 1946 of 30 cents per share on its 
common capital shares, payable June 27, to stockholders of record 
June 17, according to a recent announcement by Walter R. Barker, 
president. 

Wilson Jones Company, Chicago—Net earnings of Wilson Jones Co., 
Chicago, manufacturers of loose leaf books, for the nine months 
ended May 31 amounted to $285,563 as compared with $217,827 in the 
same period a year ago, the firm reported July 1. Earnings are equal 
to $1.08 per share on 263,500 shares of common stock, as compared with 





Jnly 1) 


82 cents per share in the same period last year. (Chicago Daily News, 
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IN JULY OF 1876, WHEN: 

An ornate inkstand featuring a statue of Columbia, in honor of 
the nation’s Centennial, was selling for $20 . . . the latest novelty 
was a Centennial eagle fan. By a pressure on the handle, the 
outstretched wings of the bird were made to flip and flop... . 
Boorum & Pease offered a bridal album bound in white kid and 
handsomely embossed in gold. . .. A new paperweight was 
designed to prevent tampering with papers left on a desk, The 
weight contained an alarm bell inside and this sounded off when 
the device was moved. . . . (From files of the American Stationer). 


IN JULY OF 1886, WHEN: oe 

Makers of fountain pens were Cross Pen Company, Dunlap 
Stylographic Company, Kerner Stylographic Pen Company, Lap- 
pan & Bogart, Stylographic Pen Company, and Yale Fountain Pen 
Company. . . . Robert Spurgin of Spurgin Letter-Book Company, 
Chicago, introduced Spurgin’s quick reference index as a new 
method of indexing. . . . The Newsdealers & Stationers National 
Association of America held its fourth annual meeting at the 
Briggs House, Chicago, and elected C. W. Zieber, Philadelphia, 
Pa., as president. . . . (From files of the American Stationer). 


IN JULY OF 1896, WHEN: 

American, Dixon, Eagle and Eberhard Faber pencils were being 
considered in awarding the annual school supply contract at Chi- 
cago. ... A. H. Childs, Chicago stationer, started on a bicycle 
tour of the rural districts of Illinois, but after being out five days 
he turned back because of the frequent rains. .. . The fact that 
this was a presidential year drew blame for poor business. . . . 
Sanford Manufacturing Company offered a good luck inkstand 
in which a metal horseshoe was mounted. . . . George E. “Little 
Giant” Cole headed the Municipal Voters’ League at Chicago. .. . 
(From files of the American Stationer). 


IN JULY OF 1906, WHEN: 

St. Paul Book & Stationery Company, established in 1851, took a 
ten-year lease on a building being erected on E. Sixth St... . 
Charles A. Stevens of Stevens, Maloney & Company, Chicago, 
returned from an eastern trip. . . . Philadelphia stationers reported 
the fireworks trade the best ever... . L. G. Sloan, manager of 
the London branch of L. E. Waterman Company, visited the United 
States. . . . Samuel Ward of Samuel Ward Company, Boston, 
Mass., and Mrs. Ward returned home from a tour of foreign lands. 
. . . Samuel C. Tatum Company, Cincinnati, Ohio, introduced a 
new adjustable punch for prong binders. . . . (From files of 
OFFICE APPLIANCES). 


IN JULY OF 1916, WHEN: 

Hammond introduced a new display writing typewriter, using 
large type. . . . Moore’s Modern Methods provided a 144-page 
booklet to show business men how to struggle along with depleted 
staffs during World War I. . . . The Wholesale Stationers Associa- 
tion of the United States was organized at the Hotel Astor in New 
York Ciy, headed by Eugene Pettus of Blackwell-Wielandy Book 
and Stationery Company, St. Louis. Mo. . . . Jerome Kennedy was 
appointed district sales manager for the Philadelphia, Pa., office 
of the Monroe Calculating Machine Company. . . . Business con- 
cerns were urged to save old letters for paper salvage. .. . 
Eberhard Faber’s net 87 led the New York Stationers & Publishers 
Board of Trade golf tournament at Glen Ridge, N. J... . (From 
files of OFFICE APPLIANCES). 
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CHICAGO 
Host City for the 1946 NSA Convention 


Famed for its hospitality to service men and women during 
World War II, this lake-front world center of diversified in- 
dustry now assumes a peacetime role of similar friendliness 
to conventions such as planned for September 30 to October 3 
by the National Stationers Association. 

Representatives of the industry will find in Chicago an atmo- 
sphere of beauty and culture enhanced by a magnificent sky- 
line, beautiful public buildings, outstanding universities and 
museums, and a famed public park and forest system. 


A place to meet and play, Chicago invites the NSA. 
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Knowledge of Credit Sources an Aid 


to Business M anagement 





HE POST-WAR ERA of expansion, modernization 

and business promotion is at hand. Strikes and 
other difficulties have delayed the day when the ma- 
terial requirements for post-war betterment will be 
available, but before long the dealer should be in a 
position to give his business a face-lifting, if he so 
wishes. However, many dealers do not have ample 
cash for this work and must borrow the funds. The 
majority do not have a comprehensive idea of the 
various sources of credit. There has been much ampli- 
fication in this field during the past 15 years, and 
inasmuch as credit is an essential to successful busi- 
ness Management and a knowledge of available credit 
sources as important as knowing the suppliers of the 
lines you sell, we offer this information for your guid- 
ance. 

The private commercial bank is the dealer’s main 
source of business credit. Moreover, these banks are 
beginning to rely more and more on the small busi- 
nessman’s patronage because big business is depending 
more and more on internal credit or the issuing of 
securities to meet capital and credit requirements. 

Most communities have more than one bank and 
there is sometimes a big difference in the character 
of service given. Some bankers are more progressive 
than others, show more leadership. Choose a banker 
who is willing to assume a risk for a reasonable chance 
of repayment. Some bankers are too conservative 
for these times, others do not know a good thing when 
they see it. A banker should be a good businessman 
and some are not. However, it doesn’t pay to break 
long-term relationship with a bank unless you feel 
you can do better elsewhere. 


Industrial Banks Usually Not Best Source 


Industrial banks, organized originally to specialize in 
consumer installment loans, have been making increas- 
ing business loans in recent years. Loans usually run 
a year or two, rates are often high, and repayment. is 
made in installments. Some states limit the size of 
these loans. Some industrial banks operate like com- 
mercial banks under regular bank charters, and there- 
fore offer the same rates and service as state banks. 
This credit source is not recommended for business 
credit unless competition has brought the rates down 
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Financial Counselor 


to reason. Remember that there is competition be- 
tween the various credit sources which the dealer can 
utilize to his advantage if he shops around. The 
multiplicity of credit sources over the old days when 
the local bank had the field to itself, especially in 
the smaller communities, is beneficial to the seeker 
of credit if he plays his cards right and knows the 
various points of contact. There are about 700 in- 
dustrial banks in this country. Only North Dakota, 
South Dakota and Vermont are without them. Morris 
Plan banks are typical of industrial banks. 

Manufacturers and distributors of store fixtures, 
cash registers, delivery trucks and store fronts offer 
credit via installment terms on purchases. Costs vary 
widely and are sometimes high. Financing the pur- 
chase of new or used equipment by a bank loan se- 
cured by a lien on the equipment is different and some- 
times the cost is lower. Compare before you act. Chat- 
tel mortgages are like equipment loans, except in the 
transfer of title, and are on property already bought 
and paid for. Moreover, the money borrowed may be 
used for a different purpose entirely. The property 
under chattel must be movable so that it can be at- 
tached if the loan is defaulted. 


Where to Get Mortgage Loans 


First mortgage loans on improved business property 
are made by national banks, by state banks under 
state statutes, and also by savings banks, trust com- 
panies and insurance companies. If you are thinking 
of buying additional property for expansion, they 
may be a credit source. Banks also lend money on 
life insurance policies at as low as three per cent in- 
terest but you may be asked to get a cosigner and you 
must have a cash equity in the policy to cover. Do 
not confuse a loan on a life insurance policy with a 
mortgage loan given by an insurance company. 

Small loan companies charging 2% to 3% per cent 
interest a month or from 30 to 42 per cent a year make 
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as high as ten per cent of their loans to business 
people. Of course, such charges are far out of line with 
what any businessman can afford. 

Community industrial development groups and co- 
operative groups of small businessmen in different 
localities are being formed to procure credit for new 
and old enterprises. If interested in organizing such 
a group, ask the local Chamber of Commerce, the local 
Committee for Economic Development or one of the 
field offices of the U. S. Department of Commerce for 
information. 

Every dealer is familiar with the credit extended by 
suppliers but too few know how much it costs them. 

















FRED MERISH 


Sometimes high-priced suppliers extend credit that 
lower-priced suppliers cannot give, the dealer paying 
a substantial invisible fee for the credit. Of course, 
in this day of shortages, price is not often a factor, 
but the time will come when merchandise and sup- 
plies are plentiful again and price-versus-value will 
come back into its own. Before the war, careful atten- 
tion to buying saved considerable money for those 
dealers who maintained an adequate system of stock 
control, and analyzed these records periodically for 
data on prices, quality and relative value from the 
standpoint of demand and merchandising appeal. This 
routine is still part of good business management and 
will become increasingly so as merchandise becomes 
more plentiful. Wise businessmen compare the offer- 
ings of suppliers from all angles to get an idea of 
what credit is costing them. Missing cash discounts 
is also a costly form of credit. Some businessmen pay 
their rent with these discounts. It may pay to borrow 
the money to take these discounts. Check. 


Borrowing from Government Agencies 


Aside from these private lending agencies, a busi- 
nessman may turn to the Government for funds. The 
Reconstruction Finance Corporation, created in 1932, 
has been expanded considerably to date. It is generally 
thought that this agency is a big business institution, 
but figures through 1944 show that 47 per cent of loans 
were $10,000 or under. The Federal Reserve banks 
were authorized in 1934 to make industrial and com- 
mercial loans, but at no time has there been more 
than 32 millions in credit outstanding. Hence this 
program has done little to alleviate credit headaches. 


It is the consensus of expert opinion that the role 
played by both organizations in solving the financial 
problems of small businessmen has been slight. A 
businessman can get loans from these sources if other- 
wise unavailable. If he cannot get funds from his 
own banks, he is hardly likely to procure them: from 
the RFC or Federal Reserve System. 

The Small War Plants Corporation, still in opera- 
tion, was created for small manufacturing plants only, 
to finance war work, and make termination and sur- 
plus property loans. Dealers are out of this picture. 

A veteran is eligible for business loans under the 
Serviceman’s Readjustment Act for an existing busi- 
ness or new venture. Because this Act may be amended 
from time to time, it is best to consult a veteran coun- 
seling organization before proceeding. The National 
Association of Credit Men, with offices over the coun- 
try, has organized a special program to help veterans 
who have small business problems. 

Under FHA, the small businessman can get loans 
for the construction of new small commercial build- 
ings, or modernization and repair of old buildings. 
Loans cannot be used for machinery or equipment. 
Maximum size of loans is $3,000, maximum term 3 
years. The per annum interest rate is about 9.7 per 
cent. 

Scrutinize Loan Contracts Closely 

If you contemplate expanding or modernizing, first 
set up a budget covering this work so that you will 
know how much money you will need. Then contact 
the likely sources given in this article, get their terms 
and compare the cost. Before signing, read the con- 
tract. If in doubt, consult a lawyer. Forewarned is 
forearmed. 

Because of the difficulty of getting credit in the 
past, many businessmen have quit applying for it. 
Small companies, even those with good credit ratings, 
have been turned down on short-term commercial 
loans, whereas years ago a businessman with a good 
reputation could often get credit from his local banker 
on request. However, of recent years, banks, other 
lending agencies, the Government, and the American 
Banking Association have been working on programs 
to aid smaller businessmen in their need for credit. 
So the outlook is promising and it is worth while at- 
tempting procurement of needable funds. Nothing 
ventured, nothing gained. The reason why the credit 
problems of the smaller businessmen are under scru- 
tiny is not altogether altruistic. Big business can 
borrow at very low rates if it borrows at all. Small 
businessmen who obtain commercial bank credit pay 
interest that averages up to three times or more the 
rates paid by large borrowers. Small business pays 
more for credit and, if a way is found to service sound 
accounts at reasonable cost, offers much greater profit 
possibilities because of the number of such loans. 

Finally, do not wait until the last minute to ask for 
credit. Anticipate your needs well in advance, whether 
the money is required for expansion or working cap- 
ital. It takes a while to pass many bank loans, so 
allot time for the lender’s consideration and your ap- 
praisal of the credit source most desirable for your 
particular needs. 





The reservoir of human energy is vast and unlimited, and more 
wonderful in richness than all the diamond fields, gold and silver mines 
combined. It is the very life and the spirit in every commercial branch 
of civilization. It will accomplish anything that can be done,—it will 


make better salesmen. 
Drummer.” 
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Paul Wielandy in “Selling Slants by an Old 
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Reaching the Rural Market for 


Office Utilities 





NEW MARKET for office supplies of all varieties 

(which wartime conditions has created) is the 
farmer and grower who has suddenly found that in- 
creased production and expansion of his holdings re- 
quires that he become at least “partially a business- 
man” to keep track of his operations. 

It has been our experience during the last five years 
that the farmer who merely scribbled in a bank book 
once a month now needs accounting systems, adding 
machines, ledgers and ledger forms to take care of 
his paper work. Back in the pre-war days in our own 
community, which is surrounded by agricultural and 
industrial areas incorporating 73,000 people, the far- 
mer had only to keep records of the amounts of feed 
he bought, and the prices for which he sold his pro- 
duction. Now, with myriad taxes to pay, subsidies 
to enter, a variety of special payments, and new agri- 
cultural products to purchase, the farmer quickly 
tinds himself mystified unless he uses businesslike 
methods to operate. Many dairy farmers, for example, 
now have set up miniature offices in their own homes 
to keep track of their business, while truck farmers 
and produce growers must likewise set up some sort 
of system involving many items sold in the office 
supply store. 


Farm Business Half of Nampa 


Here at Nampa Typewriter Exchange, we recognize 
in these facts an excellent market which in time will 
require a separate department in the store. Whereas 
at one time our business was exclusively with store- 
keepers and office holders in our community of 13,000, 
it is now split almost equally between farmers or 
rural residents and townspeople. Eventually, the farm 
market may absorb the majority of our sales volume. 

We began business as a typewriter sales and service 
shop shortly before the war, and found immediately 
that we could sell typewriters—particularly portables 
—to farmers. This led us to install other lines. Now, 
at the end of six years, we carry all office supply lines, 
including office machines, stationery, supplies, dupli- 
cating equipment, steel files, office furniture, general 
stenographic supplies, filing systems and accounting 
systems. Although the town market accounted for 
the majority of this expansion, we have kept an eye 
on the rural market at the same time, so that every 
line appeals to both. As an example of how well this 
double-purpose inventory has worked out, we sold 
$6,000 in portables during 1941, the majority to far- 
mers who use them in marketing and record work. 

Contrary to the old impression, we have found that 
the average farmer is well educated to office equip- 
ment, and far removed from the dirt farmer who 
“scratched his records on the barn door.” There are 
thousands of young farmers today with college edu- 
cations, who have subsidies, taxes and special records 
to occupy their attention. Diversified crops and en- 
gineered horticulture have further demanded scien- 
tific bookkeeping. As a result, the farmer is a logical 
customer for most of our lines. 

We sell the farmer first on two main items which 
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we have found he needs most—adding machines and 
bookkeeping systems, usually ledger books in the latter 
instance. When a farmer comes in and tells us he 
needs to keep books, we devote an hour or more to 
teaching him the operation of ledger systems, sim- 
plified accounting, and so on, until he knows which 
fits his own situation best. Likewise we put in plenty 
of time educating the farmer to use an adding ma- 
chine, either the simple rotating-wheel types or elec- 
tric models. Both systems and adding machines are 
essential to the usual Idaho farmer, and we seldom 
sell one without the other. Once started, the farmer 
finds plenty of opportunity to use other supplies. For 
example, nearly every adding machine sale eventually 
winds up with a typewriter purchase, or did when we 
had the stock. For the farmer we concentrate on port- 
ables, which he can carry in his car or use in his 
home more easily than a standard. 

Once we’ve sold a typewriter, the farmer needs rib- 
bons, stationery, carbon paper and letterheads—some- 
thing we encourage all the way. In January of this 
year we sold three dozen adding machines, all to farm 
owners, and expect to sell a portable typewriter to 
each when they are available in quantity. We help the 
farmer to set up a miniature office in his own home 
as far as possible, pointing out that he will need a 
file of at least two drawers, a typewriter table, and 
a cabinet to keep supplies. Most of the older farmers 
have a daughter or son who can type, while the young 
produce grower is usually a fair typist when he grad- 
uates from high school. 

Once he buys this equipment, we can count on his 





AUTHOR AT WORK—Raymond Jones, proprietor of the 
Nampa Typewriter Exchange, Nampa, Idaho, and writer of 
accompanying story on reaching rural markets for office utili- 
ties, repairs an ailing typewriter in the service department. 
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regular purchases in the future. Our unit sales to small 
accounts run up to $100 or more for typewriter, sup- 
plies, ledger system, and so on, while the larger ac- 
counts, buying files, desks, cabinets, typewriters and 
adding machines, have totaled $250 and more. 

To reach the farm market, we have found that penny 
post cards in direct mail form get the best results— 
with a message suggesting that the farmer drop in 
and see how we can make his paper work a lot simpler 


and easier. We mail these out monthly and always 
enjoy a quick response. Due to lack of merchandise 
we've carried out this program sparingly but will in- 
crease it soon. We also use the town newspaper and 
small weekly country journals—all playing up the idea 
that the farmer is now a businessman and needs busi- 
nessman’s equipment. The results in each case have 
been good—and with farm income guaranteed for a 
decade ahead, it’s an important market for us. 


New Post-war Habits of Customers 





OOKS LIKE WE’LL all have to sell again,” an of- 

fice equipment dealer friend of ours said the other 
day during a lull in his busy day. “This business of 
just filling customers’ needs as best we could is over 
at last and man, I’m glad of it! 

“You know I’m wondering, though, if most of us 
aren’t going to have to learn all over again how to 
Sell office supplies, even in our own stores. Judging 
from a little study I’ve been making of my own cus- 
tomers, people have changed a lot since those long 
ago pre-war days—and they are changing a lot in 
their buying habits since peace came. 

“It seems to me there have been some definite 
changes in customer habits since the war’s end!” 

After discussing the same problem with more than a 
score of office equipment dealers, we have yet to find 
one who dissented. 

So we’ve done some interviewing in larger stores, 
where considerable attention has been given this sub- 
ject. Some interesting observations on new customer 
habits were volunteered by these store managers. We 
are presenting a condensation of their observations 
in the following paragraphs: 


“The browsing habit is growing” is one of the most 
widely made observations. Most dealers explain it by 
commenting that during the war customers were so 
limited as to merchandise that there was nothing to 
see or to choose from .. . they simply came into the 
store and purchased what few items were available. 
Since war’s end, however, office supply stores every- 
where have been bringing back old favorites and in- 
troducing new items and people are enjoying looking 
them over when they come into the stores. They do 
not want to be rushed by clerks under these circum- 
stances. 


“Crowds pull crowds” is becoming more and more 
true every day. Customers go where they see other 
people buying. Perhaps this is an appreciation of the 
fact that good merchandise and good service pulls large 
crowds, but more probably during the present times 
it is based on the assumption that “there must be 
something there I don’t know about.” 


“People want new items.” Every line of business is 
almost daily presenting something new and different 
to the public. The introduction of new items is going 
to continue in even greater volume throughout the 
next few years. It will pay us to put new items up 
front, to display them in our windows and to call at- 
tention to them in our regular newspaper advertising. 
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By ERNEST W. FAIR 


“Customers expect more attractive displays” due to 
the “drabness” of all types of store displays during the 
long weary war years. Just dumping merchandise on- 
to a display will not hold the business of these custo- 
mers or increase sales among those visiting our stores. 
Today’s customers are demanding attractive displays 
... and they are going to buy from the office equip- 
ment store which gives them these displays. 


“Customers are paying more attention to advertis- 
ing.” This has been found to be particularly true 
where dealers are changing advertising regularly, 
whether in newspapers or other media. The pre-war 
habit of paying little attention either to advertising or 
bulletins has been changed to one of giving them close 
scrutiny, perhaps due to the customers’ continuing 
quest for new and different things. 


“Out of the ordinary is going to pay off” is the opin- 
ion of a number of leading dealers based on their cur- 
rent post-war experiences. People are going to be 
attracted to the stores which do the unusual, either in 
presentation of displays, advertising, store moderniza- 
tion, or whatever the feature may be. The wise dealer 
will be constantly striving to find new and different 
ways of performing every function of his institution 
during the months ahead, for it will be those leaders 
who do find different ways of doing things who are 
going to get the business from their communities. 


“Don’t worry about prices.” Most dealers are quick to 
advise against any return to “price-cutting” or worry 
about prices of merchandise. They point out that not 
one customer in ten is concerned with the price of 
anything these days nor will he be for many montis 
to come as long as the price is within reason. Mer- 
chandising plans based solely on low prices can be 
thrown out of the window for many months to come, 
in the opinion of most dealers interviewed. 


“Our stores are going to have to be more attractive 
than ever before” if we are to hope for volume business 
or the majority of the office equipment dollars in our 
area. Much new building has already been scheduled, 
and when materials become more available a great 
deal more modernization employing new developments 
in store fronts and interiors is going to force into a 
back seat the office supply dealer who doesn’t take the 
lead in his community. 
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Make Your Store a Selling Machine 





HE DISTINCTIVE stationery outlet that pulls busi- 
ness toward its entrance like a lodestone is always 
characterized not only by an exterior of high attention 
value that sets it apart from competitive stores, but 
also by an interior display layout that has been 
“engineered” to produce as many sales as possible 
from the daily customer traffic of the establishment. 
This achievement means,making the whole interior 
not a mere showroom, however attractive, but rather 
a selling machine with every sectional feature and 
display arrangement planned scientifically for con- 
verting shopping curiosity into purchases. 

It also means capitalizing the known buying habits 
of customers and intensifying the attraction force of 
every department in the store without any one depart- 
ment overshadowing the others. 

The successful stationery store with a convenient 
fixture layout and stock setup that have been engi- 
neered for maximum sales doesn’t “just happen” sim- 
ply because the premises are roomy and modern. The 
store that has been correctly “sales engineered” for 
modern merchandising requirements is always the 
result of hard thinking and careful planning—plan- 
ning that is done before the opening hour and after 
the closing hour. 

As every experienced stationer who is active in the 
supervision and administration of his business knows, 
about all he can do between the opening and the 
closing hours is to supervise the selling activities, 
receive shipments or salesmen, examine and study the 
business records submitted by his bookkeeper, and 
direct the larger or over-all aspects of the store’s 
operations. 


Definite Time Should Be Devoted to Promotion 


If the establishment is not too large, there may be, 
it is true, occasional “openings” during the business 
day when the stationer himself may write an adver- 
tisement, experiment with some new display setup or 
shape up some old display. But in the busy profit- 
making stationery outlet there is always a definite time 
devoted exclusively to such things as cleaning the 
salesroom and its fixtures, rearranging stock units, 
changing window displays and erecting new interior 
displays for strategic merchandising. 

Experimenting along lines of sales-promotion and 
profit-making display schemes is always night work, 
not day work, in the most progressively managed re- 
tail stores. Even window display installations are 
assigned for after-store hours, except in those occa- 
sional situations when even the most successful store 
may have a “dead” day owing to unusually bad 
weather. 

During the average business day, however, there is 
no time to think out carefully and conclusively plans 
and ideas that will attract special attention and pro- 
duce real profits, because about the time the stationer, 
his store manager or head salesman gets an inspira- 
tion, customers or salesmen obtrude to interfere with 
such thinking and planning. 

Owen D. Young, when he was at his peak in indus- 
trial management in the electrical field, expressed his 
opinion of the importance of this principle of the time 
element in creative business planning in these words: 
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By VICTOR N. VETROMILE 


“There is a single reason why 99 out of 100 average 
business men never become leaders. That reason is 
their seeming unwillingness to pay the price of re- 
sponsibility. By the price of responsibility, I mean 
hard, driving work and concentration, the courage to 
make vital decisions, the ability to stand the gaff, the 
scourging honesty of never fooling yourself about 
yourself. You travel the road to leadership heavily 
laden. 

“While the nine to five o’clock worker takes his ease, 
you are ‘toiling upward through the night.’ Labori- 
ously you extend your mental frontiers. Any sustained 
new effort, the psychologists say, wears a new groove 
in the brain. And the grooves that lead to the heights 
are not made between nine and five o’clock. They 
are burned in by midnight oil.” 


Extra “Thinking Hours” Mean Profits 


The moral of this philosophy doesn’t mean that a 
stationer must be an all-night thinker, but simply 
that he will get out of his business investment just 
about what he puts into it along lines of intensive 
creative thinking about “sales engineering” his busi- 
ness premises for more profitable operation. 

If the stationer puts in only those hours between 
eight or nine o’clock in the morning and five or six 
o’clock in the evening, he will not be as successful 
as the fellow who puts in extra “thinking hours” while 
competitors are resting. 

Whatever the rent paid, whether $100, $300 or $500 
a month, each section of floor area has a definite cost 
percentage in the economics of overhead. There are 
also variable costs in every stationery business, but 
they are not concerned with rent which, together 
with wages, are the two major continuous costs in 
every retail establishment. 

It naturally follows that certain spots in the floor 
layout have much more merchandising value than 
other spots, but the space of each section should pay 
its own way. The stationer can be reasonably sure of 
accomplishing this purpose if he places the right mer- 
chandise in the most valuable locations, thereby 
increasing sales and causing those better units of 
selling space to be more profitable to the store than 
they could ever be if no judgment and planning were 
applied to the use of the space. 

Every stationer knows that the sales representatives 
of all wholesalers and jobbers in the trade are always 
urging the stationer to give their line or specialty 
adequate counter display space. Those salesmen know 
from experience that, if their products are given effec- 
tive display at the point of consumer supply, the goods 
will move out continually into the offices of business- 
men. And, if they can obtain this co-operation in 
50,000 stores, they know that the sales of their products 
will be multiplied enormously. 

Generally speaking, the front half of the salesfloor, 
counter display space of unobstructed visibility, and 
space directly in front of counters, as well as space 
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at the end of an aisle where the customer traffic must 
turn in one direction or another, are the most pro- 
ductive display positions. 

If the stationer thoughtlessly gives up such positions 
to unprofitable or slow-selling items, the average 
markup at the end of a year will be much less than 
if profitable goods had been displayed in those stra- 
tegic positions. 4 

Experience has demonstrated that there are certain 
locations, not the same in every store, where certain 
supplies and sundries will sell much more rapidly than 
anywhere else in the interior layout. No outsider can 
“spot” these locations without a careful study of the 
store and the tendencies of the customer traffic as it 
circulates throughout the establishment, but the intel- 
ligent and observant stationer should know them from 
experience. 

I do not believe, however, that the typical stationer 
needs to burden his brain with intricate so-called 
“scientific analyses” of the proportionate rent ratio 
for the area in square feet of this or that department 

Such extremes in technical analysis of departmental 
rent ratios are all right for the department store 
(really a group of stores under combined operation), 
because the metropolitan department store can afford 
the luxury of a statistics office, but they are not neces- 
sary in the business of the average stationer, whose 
success, I believe, is concerned more with correct basic 
policies and principles than with a maze of accounting 
detail that looks impressive on paper but doesn’t put 
any more money into the cash registers. 

The chief consideration in “sales-engineering” the 
store is that each important line of merchandise shall 
be placed, not only where those particular goods will 
sell best, but where the merchandising effect will tend 
to impel the constant rotation of customer traffic 
throughout the store. Each square foot of space will 
be used profitably when this general rule is practiced. 

There is no denying that engineering the plan of a 
stationery and appliance salesroom for maximum sell- 
ing power—that is, making the entire store a selling 
machine—is scientific to a large degree. It certainly 
cannot be accomplished by rule-of-thumb nor by the 
stationer who has no intuition whatever about the 
laws of cause and effect in merchandise displays. 


Study Traffic Habits of Customers 


For illustration, whereas a blind person walks 
straight “dead ahead” for a considerable distance after 
entering a salesroom (obviously needing guidance be- 
cause of lack of sight), experiments have proved that 
the average normal-sighted person seldom proceeds 
more than four or five feet within the main entrance 
without diverting both his eyes and his steps either 
to the right or to the left. 

Unlike the habit in England and the Continent, 
persons entering retail stores in this country turn 
habitually to the right. Therefore, important major 
lines of merchandise and all current “key” displays 
that have been planned to influence store traffic should 
be so arranged as to lead customers well into the sales- 
room by the right-hand route from the main entrance 
of the store. 

If the salesroom is large enough to have several 
departments positioned in the now-popular “island” 
formations or quadrangles, with wide roomy aisles the 
entire length of the store, such a physical plan is 
usually very efficient from a sales engineering stand- 
point, because it practically necessitates rotary move- 
ment of customer traffic with equal opportunity for 
the full visibility of all the other merchandise displayed 
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on all four sides of the establishment. 

With stock and fixture layouts thus planned along 
these general lines, store traffic should be even-moving 
and sales-producing. Another important consideration 
is this: Each section or department in the store layout 
should be sales-engineered so as to advertise itself. 
There is no reason why any stationer should forget 
about advertising principles after customers are al- 
ready in the store, for that is, in truth, the most 
advantageous time of all for telling customers more 
about the merchandise and making them more inter- 
ested in the general stock of the business. 

More and more stationers—even those who do not 
have the largest stores—are learning that depart- 
mentizing is an excellent way to advertise their entire 
stock after newspaper ads, handbills or window posters 
have induced customers to come inside. 

Departmentizing means simply grouping all similar 
or related-use articles or lines of goods in the same 
section of the store and then identifying the depart- 
ment or stock unit by a dominant sign over the whole 
section—a neatly lettered sign that will be prominent 
enough to be legible from one side of the salesfloor 
to the other. 

Such departmentizing makes it easy for a buyer to 
see the merchandise that he or she wants without 
exploration of the store, yet it does not interfere with 
exploration of the salesroom. Such departmentizing 
simply throws into stronger perspective the number of 
departments and the range of stock of the entire store. 


Basic Concepts of Departmentizing 


The general idea of departmentizing makes for a 
more orderly and businesslike store and, with up-to- 
date open shelving and island displays, expedites the 
customer’s buying as well as the work of the salesman 
who serves the buyer. The number of departments 
depends, naturally, upon the size of the establishment 
and the average size of the stock currently maintained. 

By the way, departmentizing never involves any 
fixture-cutting or partitioning, with the possible excep- 
tion that some stationers prefer, for rather logical and 
natural reasons, to have their repair and service facili- 
ties for typewriters separated from the main salesroom. 

Speaking of the size of the store itself, it is a fact 
that, even with less floor area, some stationery stores 
are really better “sales engineered” for maximum sell- 
ing than other stores having a larger floor area. There 
is no mystery to this observation, however. 

Sometimes the proprietor of a growing stationery 
business will say that he needs more floor space and 
laments the fact that there seems to be no way to 
obtain it in his present premises without stretching 
the walls. What he may be needing more than any- 
thing else, however, is simply a rearrangement of his 
stock setup for quicker service and better displays. 

The solution of his problem might well be found in 
what every housewife does so often—namely, changing 
the business furniture around occasionally. Even where 
there is no problem with regard to display space, this 
changing of the position of portable fixtures prevents 
the inside of the store from acquiring a stereotyped 
appearance as if everything had been cast into a mould 
to remain that way forever. 

Good window displays always invite attention, but 
it is the store itself, if it be the right kind, that really 
stimulates buying once the customers come inside. 
That is where the profit-building powers of an interior 
layout that has been sales-engineered for maximum 
selling extracts business from the daily store traffic 
and makes the entire store a selling machine. 
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Summer Fan Promotion Offsets 


‘Sales Doldrums”’ 


By BERT MERRILL 





SWIFTLY-GROWING FIELD for the office furni- 

ture dealer is circulating fans of all sizes, accord- 
ing to Comfort Printing and Stationery Company, St. 
Louis, Mo. 

For the past three years, the Comfort concern has 
offset the customer “sales doldrums” of the summer 
months with an aggressive promotion on circulating 
fans. These, Comfort has found, are still an “unknown 
quantity” with many office owners who are suffering 
excessively high heat in the summer months while 
awaiting air-conditioning equipment, or simply haven’t 
gotten around to looking into the possibilities of fans. 

The merchandising program gets under way early 
in April at the Comfort store in downtown St. Louis— 
to give salesmen and drop-in customers plenty of op- 
portunity to look over the fans in advance. On the 
furniture floor of the modern Comfort building, from 
eight to 12 circulating fans of all types are always 
kept on display and if the temperature permits, are 
kept operating. One of the most effective ways to 
indicate their efficiency, the store has found, is to tie 
long gay ribbon streamers on the fan housing—which, 
blowing out straight in the breeze created by the 
blades, suggest cooling comfort at a glance. 


Many Types of Fans Displayed 


The store carries all varieties of circulating fans up 
to 15,000 cubic feet-per-minute output. Included are 
types mounted on stands, which may be adjusted to 


create a cool stream of air at any elevation; airplane 
propeller cage-types which will give anything from 
a soft summer zephyr to a miniature tornado at the 
pull of a chain, and three types of floor models. In- 
cluded in the latter are one-direction fans enclosed 
in handsome embossed aluminum shields, and “per- 
pendicular” fans which resemble small end tables 
and distribute air currents equally in all directions. 
Each of these, according to the Comfort concern, has 
a specific application; where one fan will not work 
efficiently, another may fill the bill admirably. “In 
any case, our experience has shown that any fan 
which simply keeps the air moving around the office 
goes a long way toward creating comfort,” it was 
pointed out, “and many offices may be sold one or more 
fans simply by giving customers an opportunity to 
try them. Of course, it is true that eventually most 
business offices will be air-conditioned—either by 
package-type unit conditioners or by building cooling 
systems. Until then, however, there is plenty of mar- 
ket for circulating fans.” 

To put over the fan sales story effectively, the Com- 
fort Printing and Stationery Company builds up its 
promotion on exactly the same basis as in selling office 
furniture, which means that company salesmen or 
department heads will plan “air circulation design” in 
precisely the same way as they will lay out an efficient 
modern business office. In order to do this, each sales- 
man in the office furniture section has experimented 





Designed to stand on the floor 
where the air is coolest, this low 
shelf model is finished in two-tone 
gray to blend with modern ap- 
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SELLING FANS—This type of newspaper advertising is used by Comfort Printing 
and Stationery Co., St. Louis, Mo., in selling circulating fans for offices and homes. 
A definite comfort appeal and sufficient data is given to guide the purchaser. 
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with the various types of fans. They are thus able to 
accurately prescribe what type of fan will fit the small 
office, the large stenographic area in which many 
employees are working, or the odd-shaped office room. 


Own Offices Used as Laboratory 

“The easiest way to develop this type of knowledge,” 
an official pointed out,” is by experimenting in our 
own offices. This revealed, for one thing, that the 
elevated circulating fan, operating several feet off 
the floor, is not practical where a large amount of 
paper work is going on and stacks of typewriter paper, 
invoices and records are left lying on tables. This 
fan, naturally, will whisk all of these off the desk and 
cause quite a bit of confusion. On the other hand, the 
vertical type of circulating fan, set up between desks, 
will create a rising current of air which comfortably 
cools the atmosphere without disturbing papers in the 
least. When the salesman runs into either situation, he 
is ready to apply the proper design of fan.” 

The elevated type of fan is thus often suggested for 
the office in which not many people are occupied, 
and where paper work is at a minimum. The floor 
circulating fan, which creates a strong blast in one 
direction, is recommended for moderate-sized offices— 
by aiming the fan at the wall, and deflecting the cur- 
rent of air in several directions in this way. The ver- 
tical circulating fan, most versatile of the three, fits 
into almost any surroundings, particularly the small 
executive office. 

Prices and markup on these fans, particularly ultra- 
modern “streamline” designs, are highly acceptable 
summer income, according to the Comfort organiza- 
tion. A typical floor model encased in a handsome 
polished enamel guard sells for $67, while the same 
type on an elevated, easily-adjusted stand, is priced 
at $73. By getting under way early on this type of 
promotion, the St. Louis store has been able to do 
away with a substantial part of the average summer 
slump. 





KEEP FRIENDS NEAR 





WEEK FOR LETTERS 
—The Ninth Annual 
National Letter Writ- 
ing Week, the promo- 
tional event in the 
correspondence sta- 
tionery trade, will be 
observed during the 
week of October 13- 
19, it was recently an- 
nounced by the Paper 
Stationery & Tablet 
Manufacturers Ass‘n, 
Inc., 527 Fifth Ave., 
New York, N. Y. Thirty 
manufacturers are to 
sponsor this event, 
the theme of which is 
“Keep Friends Near 
With Letters.” These 
manufacturers are to 
shortly begin in the 
distribution of 10,000 
posters to the retail- 
ers in most of the 
cities of the nation. 
A window display contest, open to all retailers who will set 
up a window display of correspondence stationery and 
closely-allied products, will again be held this year, with 
50 per cent more prize money than last year to be awarded 
contestants. Twofold objective of the campaign is (1) to sell 
more writing paper and (2) to encourage the public to de- 
velop writing habit. 
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Do Workers Know 
Their “Rights” ? 


By GEORGE M. DODSON 


IHE OFFICE APPLIANCE DEALER has a point in 
his favor when he succeeds in holding employees 
through long periods of service. With experience 
steadily increasing, these workers should become more 
valuable to the store. Yet they often take an attitude 
toward their positions which results in a disturbing 
influence and counteracts their worth in other respects. 
Particularly difficult to handle is their habit of 
assuming they are entitled to certain liberties and 
privileges merely because they have worked in the 
office supply and equipment store for a longer time 
than some of the others. While the rights of seniority 
are too well established to need discussion here, they 
do not extend to self-management nor filling the posi- 
tion to suit oneself. 

Sometimes the dealer may see fit to be lenient with 
an old and faithful employee as he nears the age of re- 
tirement. Under present conditions, however, the oldest 
service record in a certain department may be only 
four or five years. If these workers are given too much 
individual choice in handling their duties, it can lead 
only to the breakup of efficiency in the years ahead. 


Seniority Regulations 


Seniority should carry with it some advantages, but 
they should (a) be scaled carefully to fit the length 
of service, and (b) be determined by the management. 
When nothing definite is done, employees are too likely 
to start making their own rules, until matters get out 
of control. Then the dealer can say good-by to some 
of his profits and probably to some of his personnel 
also. 

Whatever the advantages the office appliance store 
can offer those who stay, the list should be grouped 
for workers with three months, six months, one year, 
two years, and five years of service. Such a list proves 
an incentive to the younger employees, who now have 
something specific to look forward to in addition to 
the usual pay increases. At the same time, it shows 
the older workers to what rights and privileges they 
are entitled; any who continue to overstep the line 
may be brought into harmony with a specific seniority 
schedule. It can be done without ill will or loss of 
the worker’s confidence in management. But certainly 
it’s unfair to accuse a clerk or other worker of taking 
too many liberties when his rights and restrictions 
never have been definitely outlined to him. 


Many rules in the office supply and equipment store 
must be strict and must apply to all alike. However, 
in some other respects more allowances may be made, 
depending on the length of the employee’s service. But 
no amount of service should ever entitle him to dis- 
regard the regulations set up by the management to 
apply to his seniority rating. 

Undoubtedly we are in an era of expanding rights 
for all workers. The office appliance dealer who feels 
he has gone as far as he can in this respect will find 
himself mistaken—he must go much farther within 
the next year or two. Nevertheless, the problem must 
be kept orderly and under control if management is to 
continue to be efficient and profitable. 
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Developments in the Federal 


Wage and Hour Law 








By ROBLEY D. STEVENS 


District Business Engineer, The C. E. Sheppard Com- 
pany; Member of the Society for the Advancement 
of Management; Former Practicing Labor Relations 
Consultant, and Official Representative, Wage and 
Hour and Public Contracts Divisions, United States 


Department of Labor. 


NOTE —JIn this comprehensive presentation, Mr. 
Stevens analyzes a number of accounting problems 
which involve management in connection with the 
Fair Labor Standards Act of 1938 and Child Labor pro- 
visions thereto, as well as the Wage Stabilization Pro- 
gram. Wider coverage of the Federal Wage-Hour Law 
should interest every office appliance dealer, due to the 
fact that the pending Senator Pepper amendment in 
Congress will probably bring every such dealer within 
the purview and meaning of this Federal control. 


* * * 


ECTION 13(a)(2) of the Fair Labor Standards Act 

of 1938 (Federal Wage-Hour Law) states that the 
wage and hour provisions of the Act do not apply 
to any employee engaged in any retail or service 
establishment, the greater part of whose selling or 
servicing is in intrastate commerce. The U. S. Su- 
preme Court has from time to time been called upon 
to decide whether employees working in such estab- 
lishments are within the meaning of this section 
of the law so as to be exempt from the wage and 
hour provision. 

In some states, Federal courts have taken the 
position that if the employee’s work related in any 
way to the receiving of goods shipped from other 
states they were covered. Now hearings are in 
process before a subcommittee of the Senate C.m- 
mittee on Education and Labor on S. 1349, introduced 
by Senator Claude Pepper, Florida Democrat, and 
a half-dozen other senators, to amend the Fair 
Labor Standards Act of 1938 by increasing the 
minimum wage from its present rate of 40 cents per 
hour to 65 cents an hour for the first year, and 70 
cents and 75 cents thereafter. The bill has received 
complete support from the Truman administration, 
and especially from organized labor and the U.S. 
Department of Labor. They declare that the rise 
in the cost of living warrants a substantial increase 
in the hourly rate if workers are to be maintained 
above the bare subsistence level. 

In addition, organized labor is putting pressure on 
Congress to add coverage for retail stores and sev- 
eral other types of workers that heretofore have 
been considered exempt. Both Secretary of Labor 
Lewis P. Schwellenbach and Administrator L. Met- 
calfe Walling have fully endorsed the proposals 
submitted. 

In the light of these considerations, office: appli- 
ance dealers in America naturally have much con- 
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cern with this bill and, if passed (which is quite 
probable), many changes in their operations, em- 
ployee compensation and recordkeeping require- 
ments will become mandatory in order to avoid 
financial liability. 


Employers Pay Heavy Damages 


According to official releases, management here- 
tofore has paid nearly ONE HUNDRED MILLION 
DOLLARS in restitution for violations since the in- 
ception of the Federal Wage-Hour Law. That is 
merely the 100 per cent liquidated damages which 
are also required if the employee goes into court 
and sues the employer. Stripped of legal verbiage, 
what does it mean? Simply that if, for example, an 
employer owes an employee $100 under the Act, the 
employee can go into court, prove his case, and 
thereupon the employer will have to pay the em- 
ployee not $100, but $200. Also he will have to pay 
lawyers’ fees and all court costs. You will find it set 
forth in Section 16(b), and I believe every employer 
should read it. 

This is vitally important to retailers and office 
appliance dealers, for if they become covered under 
the Federal Wage-Hour Law, employees and ex- 
employees might be thinking in terms of wage suits 
and the court is going to require some pretty posi- 
tive evidence. Unless you are prepared, you might 
find it better not to go into court under an em- 
ployee’s wage suit. With so much unemployment 
prevailing, due to strikes, employees are looking 
around for angles to obtain money to carry them 
over, and some are resorting to such practices. The 
fact that an employee files his complaint or insti- 
tutes his proceeding after he left the employment 
of an employer would not render Section L5(a) (3) 
inapplicable in view of the broad purpose of the 
law and in view of the intent of Congress to give 
this protection to an employee who discloses vio- 
lation of the statute against the employer. 

In addition to the prohibition against penalizing 
employees for filing complaints or suits against 
employers for violation of the Fair Labor Standards 
Act, as provided in Section 15(a)(3) of the Act, 
protection to employees in such situations may be 
available under the Wagner Act. The interpretation 
of the Wagner Act under which this protection is 
available applies when suits or complaints are being 
filed by several employees acting together or through 
a union. Their action then becomes, under rulings 
of the National Labor Relations Board, “concerted 
activity for mutual aid and protection,” a right with 
respect to which employers are forbidden to restrain 
or coerce employees under Sections 8 and 8(1) of the 
Wagner Act. Under its remedial powers the Board 
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may order employees who have been discharged for 
engaging in such activity to be reinstated with back 
pay. The penalty under the Fair Labor Standards Act 
is a fine up to $10,000, with imprisonment for a second 
offense. 


Constant Revising of Program Essential 


Under the Wage Stabilization Control program, man- 
agement has been found in violation of nearly $10,- 
000,000. Unquestionably, these figures and amounts are 
a considerable sum of money and perhaps need some 
interpretation and explanation. To quote the office of 
the Administrator, Wage and Hour and Public Con- 
tracts Divisions, U.S. Department of Labor, in which 
I was a former agent, “Compliance with labor legis- 
lation, in so far as they are applicable, is mandatory 
and penalties are prescribed for violations. However, 
regardless of how enlightened and meritorious an 
employer’s labor policy may be, there would be no 
assurance that the employer could continue to operate 
in compliance due to the fact that court decisions, 
amendments to labor legislation and similar factors 
may require a revision of his program.” 

In other words, I believe it is good management to 
conduct surveys of operations and install proper 
accounting records to conform with all requirements. 
Many establishments are engaged in the distribution 
of stationery, school supplies, greeting cards, pens, 
pencils, typing and carbon paper, rubber bands, file 
baskets, desk blotters, calendars, novelties, desk lamps, 
loose leaf binders, and other goods of the type com- 
monly purchased by the general consuming public. 
These goods are sold to the general consuming public 
in small quantities for their own use and at regu- 
lar retail prices. In the opinion of management, such 
sales may be considered retail sales for purposes of 
Section L3(a)(2) and thus exempted. In the opinion 
the opinion of Wage-Hour people, 
some of these establishments may 


If a substantial portion of the selling of a particular 
establishment is non-retail, such establishment may 
not be considered a retail establishment for purposes 


of Section 13(a)(2). Stationers and office appliance 
dealers often operate printing plants which perform 
a variety of functions such as printing, engraving, 
bookbinding, die stamping, ruling, and lithographing. 
Such printing plants obviously cannot be considered 
retail establishments for purposes of the exemption, 
although the selling or distribution portion of the 
business might be exempt as a retail establishment, if 
segregated. Hence, employees working in such print- 
ing plants are not exempt. Moreover, delivery boys, 
office employees, maintenance employees and other 
employees whose work relates both to the retail estab- 
lishment and to the printing establishment are not 
exempt under Section 13(a) (2). 


The question has often arisen as to the taxable year 
for which employers should deduct amounts paid under 
the Wage-Hour Law as restitution for deficiencies in 
wages for prior years. A statement by the Commis- 
sioner of Internal Revenue (I. T. 3563) issued July, 
1942, held that amounts paid under the Fair Labor 
Standards Act of 1938 as restitution for deficiencies 
in wages for prior years should be accrued and de- 
ducted by employers who report income upon the 
accrual basis for the years in which the services were 
rendered. Reconsideration has been given to the above 
and in the light of the decision of the U.S. Supreme 
Court in Dixie Pine Products Company vs. Commis- 
sioner. This has been modified, and it has been held 
that where an employer, who keeps accounts and 
makes Federal income tax returns on the accrual basis, 
denies liability for deficiencies in wages for prior years 
under the Fair Labor Standards Act of 1938, such 
amounts should be accrued and deducted for the tax- 
able year in which liability is finally determined. 








be exempted and others may not. 
I happen to know of one case 
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where they had to pay a consider- 
able sum of money back to em- 
ployees for violations and to re- 
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establish and install a different r 
record-keeping system for their 
future protection. This firm sold 
at retail and wholesale and, of 
course, no segregation of records 
or employees in the _ respective 
classifications was available. 
Hence, it was embarrassing to 
learn their operating status. 

In addition, sales of such goods 
are made to business, commercial, 
and institutional purchasers. Such 
sales will also be considered retail 
if the quality of goods sold or the 
price charged is similar to thé 
quantity and price involved in 
sales to the general consuming pub- 
lic. Sales to such purchasers, 
which involve discounts from the 
regular retail price and quantities 
materially in excess of the quan- 
tities normally purchased by the 
general consuming public, may not 
be considered retail. Thus, sale of 
goods under a contract resulting 
from competitive bidding normally 
would not be a retail sale. 
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“Dick” Healy, past president of the NSA, 
came out of World I as an ex-Marine upon 
whom poison gas had left its imprint in the 
form of ill health. After spending nine 
months in the hospital, this native of Vir- 
ginia bowed to the lure of the Southwest, 
both for the sake of his health and business 
opportunity. That was the beginning of a 
successful career in the industry for a man 
whose personality has made him a leader 
in NSA and other circles. Establishing the 
Santa Fe Book and Stationery Company, 





Santa Fe, N. Mex., in September of 1922, with a stock valued at 
$1,500, he has seen this business grow until it is one of the largest of 
its kind in the Southwest. Associated with him is his brother, Stuart 
L. Healy. Industry activities have claimed much of Mr. Healy’s time. 
A former governor of NSA District No. 10 he has served the national 
association as member of the executive committee, vice-president 
for five years, and president, elected to the latter post in 1941. 
Santa Fe civic organizations such as Chamber of Commerce, Rotary, 
and even the volunteer fire department have claimed his attention 
to the detriment of his hobbies of fishing, hunting and gardening. 


1946 


OFFICE APPLIANCES, July, 


ular 
may 
OSes 
nce 
orm 
ing, 
ing. 
red 
ion, 
the 
t, if 
int- 
OySs, 
her 
ab- 
not 


ear 
der 
. in 
1is- 
uly, 
bor 
ies 
de- 
the 
ere 
ove 
me 
is - 
eld 


sis, 
ars 
ich 
1X- 


B. 


on 
he 
ne 
ir- 
st, 
SS 


Youngster vs. Oldster in the 


Stationery Field 





By ELIZABETH L. ROBERTS 


Manager, 
The Ohio Legal Blank Company, 
Cleveland, Ohio 


IME MARCHES ON, and so does business! The 

day will return when the stationery salesman will 
again be pounding pavements for orders. Are we de- 
veloping order-takers content with the influx of un- 
solicited business, or are we engaged in the constructive 
business of training qualified salesmen, prepared for 
the days when business may be hard to get? 

What is the problem of the average stationery dealer 
today in his needs for salesmen? How many retail 
stationers are giving close attention to sales training 
and are placing proper emphasis on fostering a “sales- 
minded” attitude in every employee? Is each employee 
viewed as a potential salesman? 

Does the stationer realize that the greatest of all 
of his problems today and forever is SALES? 

Most dealers today are so encumbered with the many 
problems of the industry in the way of restrictions, 
ceilings, scarcities, and qualities of merchandise that 
they have lost sight of the fact that now is the time 
when a force of alert salesmen should be educated to 
cope with the vast sales program which confronts 
the stationery trade. 

A well-known Canton, Ohio, stationer made this 
statement recently ...a master statement in all sin- 
cerity .. . “OUR ONLY EXCUSE FOR BEING IN BUSI- 
NESS IS TO GIVE SERVICE.” How many of us real- 
ize the importance of this truth, but its impossibility 
in actual practice under our present limited and dis- 
organized sales training program for the “youngster” 
in our field? How can we expect to render continued 
service throughout the years without bringing into 
action thoroughly trained sales representatives as our 
direct channels between inventories and customers? 


Training the “Youngster” Salesman 


We must consider, therefore, the position of the 
“youngster” in our field, and the training which he 
needs before he is able to venture forth into sales work 
in an intelligent manner. Our plan is brief, but spe- 
cific, and here it is: 

Consider all major industries which have definite 
parts in making up what we know as the stationery 
business: 


PENCILS * FOUNTAIN PENS « PAPERS - RUBBER 
PRODUCTS * FURNITURE * METAL PRODUCTS 
* FILING EQUIPMENT + LEATHER GOODS - 
LOOSE LEAF « BINDERS *» BUSINESS MACHINE 
EQUIPMENT * TYPEWRITERS AND THEIR SUP- 
PLIES * MARKING DEVICES + BLANK BOOKS * 
CALENDARS AND DESK SPECIALTY ITEMS - 
INKS « ALL OFFICE SPECIALTY ACCESSORIES + 
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Consider the myriad factors concerned in the manu- 
facture of the products and how foreign all of this 
information might be to a novice who has limitations 
in securing the education required for an intelligent 
understanding of the background of these many items. 
Think of the instruction time required in preparing 
the newcomer for his place in the stationery sales 
world. Realize, too, that while assigned reading and 
study of catalogs and trade journals is worth while, 
it is often tedious and not too profitable without the 
explanation and consultation of one experienced in 
the field. 

Now, let us assume that every manufacturer of sta- 
tionery products wishes to help in this training pro- 
gram and is willing to co-operate with dealers in the 
following manner: 

In most cases every manufacturer’s sales representa- 
tive is a trained specialist in his field, who understands 
not only the salable features of his products, but their 
production as well. Let us assume that the manufac- 
turer knows that our proposed plan will give him 
valuable advertising and undivided attention of groups 
of potential salesmen who will introduce his products 
directly to the consumer. The manufacturer will be 
willing, we are sure, to vest in his salesmen the au- 
thority to convey valuable selling points and explana- 
tory material of his products to these groups. 


Veteran Salesmen Should Talk to Trainees 


We suggest that each manufacturer permit his 
representatives during their sales trips to speak before 
groups of trainees, giving explanations of the use of 
the catalogs, price lists, sales helps, and all pertinent 
information useful to a stationery salesman in pushing 
his product. Each manufacturer would prepare his 
own program, which might consist of films, slides, 
charts, or just a lecture. 

A local stationer expressed the thought that this 
general meeting plan would be unwise from the stand- 
point of employees’ discussion which might lead to 
revealing confidential firm information as regards 
customers’ names, and the like. To preclude such pos- 
sibilities, we suggest that the course be a lecture-type 
meeting which is common to every college curriculum. 
The student is accompanied by his notebook and pen- 
cil and takes notes as he sees fit. Some knowledge he 
will forget . . . some he will retain. But he cannot 
fail to glean from the lectures helpful information 
which he could not obtain through hours of reading 
and study. No intercommunication of the audience 
would be invited. We assume, too, that in this con- 
nection each dealer would request attendance at the 
lectures of trustworthy, reliable employees, who would 
reveal no confidential material to the group at large. 

It would be the problem of each local group of 
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dealers to decide on a proper meeting place for the 
lectures, and to appoint a committee to decide on dates 
and subjects (to be contingent on the itineraries of 
the manufacturers’ salesmen). The expenses of these 
lectures would be those of the meeting place and 
postage in connection with mailing bulletins and 
notices. Each local group would work out the financial 
details of the project. 


Many Short-cuts Speed Training Process 


We have presented the problem of the “youngster” 
in the field today. Let us not be retrogressive in the 
matter of his training. Let us give consideration to 
the fact that while experience cannot be bought, there 
are many sales helps and short cuts to acquiring a 
good working knowledge of the stationery business. 
Let us get away from the “catch-as-catch-can” method 
of sales training peculiar to our field. 

And, to the “oldsters,” place yourself in the position 
of the “youngsters” ... think of conditions in your 


Building a Business 


Learned During the 





earliest experiences and consider the leaps and bounds, 
and present scope of the office accessory field today? 
Is there much similarity? Can a “youngster” be helped 
by education on the thousands of products of which 


the stationery business is a composite? Does your 
organization maintain current information accessible 
to all new employees in your store? Do you person- 
ally take time to instruct the newcomer? Do you main- 
tain a constant sales-training program? Is your or- 
ganization sufficiently large to warrant all sales 
training within itself? Shall we avail ourselves of 
manufacturers’ helps in schooling our salesmen? 

Let us get into the TRAINING WITHIN INDUSTRY 
trend, and make the program easier for the prospective 
stationery salesman, thereby attracting into our midst 
higher-type persons, with a resultant increase of sales 
volumes. 

In this way we can jusitfy our very existence on the 
basis of RENDERING STATIONERY SERVICE, to the 
greatest of all of our friends . . . our customers. 


on Lessons 


War 


By RUEL McDANIEL 





The Son Went to War and Came Back 
With a New Slant on Business, the Father 
Kept the Shop Going — Both Learned 
Things to Make the Cash Register Ring 


F. PATTERSON and his elder son, H. T. Patterson, 

e had built a nice office machine and supply busi- 
ness in Corpus Christi, Tex., prior to the outbreak of 
the war. In fact, they had been open just long enough 
to get into the swing of things. 

Then Uncle Sam pointed his finger at the son. After 
five months of training, he landed in the South Pacific. 
A younger son had come in to help to stop the gap 
left by the partner, but by the time he was getting 
the hang of the business, the same pointing finger 
spotted him. He landed in Europe in the thick of 
things. 

That left the senior Patterson partner to hold things 
together as best he could. Help was scarce and becom- 
ing even more critical, for in Corpus Christi war work 
was Offering glittering wages. 

Now the boys are back. The partner has taken up 
where he left off, and the younger son is fitting into 
the employee post he relinquished to carry out his 
“command performance” with Uncle Sam’s Army. 

“We're little the worse for wear and we’ve learned 
a lot!” declares the senior Mr. Patterson. 


Quantity Buying Keeps Volume Up 


In spite of merchandise shortages, the company is 
handling by far its greatest annual volume this year. 
April, 1946, was the biggest single month in the history 
of the concern—with office machines, the company’s 
main line, still nearly as scarce as snowshoes in Florida, 

The company was able to keep volume on the in- 
crease, in spite of merchandise scarcity, by concen- 
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trating strongly on buying and by buying in much 
larger quantities of available merchandise than for- 
merly. In spite of heavier buying in available goods, 
however, the company’s stock is turning now four times 
faster than in 1942, according to H. F. Patterson. But 
cost of doing business has increased materially over 
the same period. 

The store’s annual volume is something over $50,000. 
Both the firm’s owners are enthusiastic over the 





FATHER AND SON BUSINESS—Exterior and interior views of 

Business Machines Co., Corpus Christi, Tex., where H. F. 

Patterson and his elder son, H. T. Patterson have profited 

from lessons learned during the war. A younger son is also 
helping in the business. 
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nds, 


future and their knowledge of the business and how 


“T also have learned that customers and prospective 


lay? to handle it. customers are pretty nice and understanding people 
lped “As for me,” declares the younger Patterson, “being when you take the time to show them your side of the 
nich out of the business for three and one-half years may picture. I have found that courtesy is even a greater 
pour have dulled me somewhat as to what is going on in’ asset in business than I had thought it was.” 
ible our particular industry; but I learned a lot of other Another thing the father of this family combination 
— things to compensate for that. I learned things about has learned, and which he intends to profit by in the 
ain- human beings that will make a better businessman § future, is the real value of listening to people’s wants. 
_ of me in the future. Naturally, during normal times the company listened 
ales “When I returned to the States, I was disappointed, to people who asked for items not in stock, but it 
of and in some cases downright confused, at the attitude did not use these requests nearly as widely as. they 
. of so many business concerns toward the public. I could have been used, Mr. Patterson stresses. From 
"RY saw—and still see—clerks and owners of businesses now on, the requests of customers are going to be the 
tive themselves treating customers as though this sellers’ real foundation of all buying policies, he says. 
idst market is going to continue forever. They act as Furthermore, persons who have been coming to the 
ales though they’re doing the public a favor to sell them store during this critical period are going to be the 
something. backbone of a lot of extra sales effort. as soon as 
the “I suppose shortages, scarcity of help, high wages, merchandise is available again, Mr. Patterson empha- 
the Government regulations and the other things which _ sizes. 
have harassed businessmen have been hard on them. “We have the name and address of practically every- 
But conditions haven’t been rosy for the rest of the one who has come in to inquire about a typewriter, 
people, either. adding machine or some other piece of scarce equip- 
“I do know that things are so much better here, in ment. Whether or not he leaves an order with us, he 
spite of all the things which harass a businessman, js going to hear from us just as soon as equipment is 
than they were in the South Pacific, that I just natu- available. Of course, many of these prospects will have 
rally feel like being nice to people and making them bought elsewhere before we can get around to them. 
feel I appreciate their business. I don’t think I'll ever But the mere fact that we have remembered the pros- 
EL get into a rut, because when I find myself being any- pect and his needs is going to have a favorable effect 
thing but courteous and co-operative I’ll recall the on him. We can use this wartime connection to build 
South Pacific and the Orient and start feeling good him into an eventual customer. 
<a all over again!” “We have learned the value of saying ‘no’ in a nice 
The senior partner feels that he has learned a lot, way—in a way that sells the customer on the store, 
ich soo, Which will help the company in the future. even if we can’t sell him the merchandise he wants.” 
ais “For one thing,” he points out, “I've found a lot of The company managed to maintain its office ma- 
val merchandise lines to sell which I would not have con- chine service department right through the war, even 
so sidered stocking in normal times. I’ve found some of though Mr. Patterson had to do much of the repairing 
Sut our old stand-bys not as profitable as I had thought himself because of labor shortage. The department 
nae they were, and a lot of items we had ignored before has been expanded already, and plans are under way 
that are going to be permanent, profitable merchan- for a much greater expansion. A new panel delivery 
00. dise for us. truck has been added, primarily to serve the territory. 
he 





LITTLE BIOGRAPHIES OF MEN WHO WENT TO LAW 


“THE SOUTH DAKOTA 


NOTE” 


By Norris L. Hayward 
SOUTH DAKOTA customer had given a South Dakota office appli- 


ance dealer a note for three typewriters; the note called for “inter- 
est at the rate of 6 per cent per annum from date if paid when due; if 


not paid when due, at 8 per cent from date.” 


Then the Supreme Court 


of that state was called upon to decide whether this proviso rendered 


the note non-negotiable. 


“Until the note falls due nobody knows whether it will be paid at 


maturity or not; if you don’t know that, you don’t know what rate of 
interest to charge, and if you don’t know the rate of interest, how can 
you say that it calls for ‘a sum certain’ ?’’, the customer contended. 

“Whenever you pay the note, anyone with a stub pen and a common 
school education can figure up exactly what the note will call for, and 
that’s all the law requires,” the dealer retorted. 

“According to the weight of authority, neither a proviso that a note 
bearing no interest if paid at maturity shall bear interest from date if 
it is not sv paid, nor a proviso that it is to bear a higher rate from date 
if not paid at maturity, or a lower than that therein specified if paid at 
A maturity, renders it non-negotiable,” said the South Dakota court in 
= deciding in the dealer's favor. There are some cases, however, which 

take the opposite view. 
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Overbuying May be Dangerous 





EAVY BUYING for future delivery is reported by 

home and office furniture dealers who experi- 
enced severe shortages during the war, according to a 
recent bulletin of the Wood Office Furniture Insti- 
tute. Following is the text of the report: 

“Although most of this buying represents a sincere 
desire to obtain adequate supplies of merchandise to 
meet an accumulated demand, it is rumored that some 
of the buying is taking on a speculative character. 
Some merchants, it seems, believe that when deliveries 
of their orders are made, price ceilings will be in- 
creased. 

“Of course, if enough merchants turn speculators 
and through excessive buying sew up the sources of 
supply, then shortages will be prolonged and prices 
may be temporarily inflated, followed by chaotic and 
unstable trading conditions. The evils that can arise 
from excessive buying are apparent. Civic-minded and 
patriotic merchants will, of course, refrain from 
throwing such a monkey-wrench into the economic 
reconversion machine. 

“Desire for extra profit through speculative buying 
is not new. Under the old English common law, mer- 
chants who went out on the highways and attempted 
to sew up the market by buying up agricultural prod- 
ucts before they reached the city were guilty of fore- 
stalling and regrating. Thus, the evils of excessive 
buying that may cause artificial shortages and need- 
less confusion long have been recognized. 


Wood Office Furniture Institute Advises 
Dealers to Avoid Contributing to a Con- 
dition That May Prove Harmful to All 
in the Industry 


“It is hoped that price controls on wood office fur- 
niture may be lifted in the near future. Certainly, the 
Institute is working vigorously in every possible 
way to bring that about, knowing that office furniture 
dealers everywhere are eager to return to a free mar- 
ket. However, excessive buying now may tend to post- 
pone the date for the lifting of price controls by 
building up a superficial demand that apparently 
towers over the potential supply. Speculative buying 
also will have an unstabilizing influence after controls 
are lifted, so that any immediate advantages will be 
more than cancelled out in the long run. 

“Accordingly, it would appear that the best course 
for dealers in wood office furniture to follow is to place 
orders on a sound, constructive basis so that a weak, 
glutted and over-competitive market two or three 
years hence may be avoided. The present situation 
calls for long-range vision. Let each and every office 
furniture dealer plan soundly, buy wisely—not for 
today, but for tomorrow.” 


Urge Removal of Wood Price Curbs 


RGING EARLY REMOVAL of wood office furniture 

from price controls, a petition has been presented 

to the Office of Price Administration, according to 

John J. Reinecke, executive secretary of the Wood 

Office Furniture Institute. The petition was signed by 

virtually all manufacturers in the wood office furniture 
industry. 

The petition is based upon the provisions of the 
regulation under which the Office of Price Adminis- 
trator is authorized to suspend price control, or to 
exempt from price control any commodity which does 
not enter significantly into the cost of living, or in 
cases where control involves administrative difficulties 
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disproportionate to the effectiveness of the control, 
or where exemption presents no substantial threat of 
diversion of materials, facilities or manpower from 
other essential production. 

It is claimed that OPA has already recognized that 
products of this industry do not enter into the cost 
of living, since all of the increases granted to indi- 
vidual manufacturers have been under order A-3 to 
MPR-188, which says, in part: “In certain cases where 
the cost of living is not affected, this order provides 
for the adjustment of maximum prices.” About 17 
manufacturers, comprising one-third of the indus- 
try, were granted adjustments under this provision. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


OUBLE-BARRELED comes the 
suggestion from a St. Louis, 
Mo., stationer and office outfitter 
for our July, 1946, lead-off pepper- 
upper BUSINESS BUILDER. Both 
are from the pen of that eminent 
“Rust Craft Rustler” editor, Ernest 
Dudley Chase, according to our 
correspondent. We know you, too, 
will want them for your very own 
idea clip-file. Here they are: 
Number One: 
Complain? No; get busy! 
Deplore? No; give assistance! 
Accuse? No; amend! 
Number One—dAlternate (the 
other barrel): 

It is important to be pre- 
pared; it is more important 
to know how to wait; but the 
ability o recognize the right 
moment is everything. 

And our correspondent adds this 
comment: “I think the Number 
One—Alternate is truly a BUSI- 
NESS BUILDER for the times. For 
example, apply it to the steel fur- 
niture and wood furniture picture. 
Clever indeed is the office outfitter 
who will sense and cash in on 
these right moments. For in our 
city I venture to say that every 
office outfitter has duplication of 
orders for these scarce items and 
the ‘get-there-first’ delivery is 
going to count. This is evidenced 
already by those first shipments, 
and we make it a practice to ad- 
vise each customer at the moment 
of actual delivery to save delivery 
costs and returns where competi- 
tion has already made the delivery, 
and where we have not been ad- 
vised of this condition. In this way 
we can get the needed equipment 
items to our customers who really 
need them.” 


a * * - * x * * * 


Be Glad You Are an OFFICE 

OUTFITTER—Serving with 

Business Efficiency Tools! 
* * + . * * ok * * + * 


Twenty-six readers of this page 
thoughtfully accepted our invita- 
tion in the May, 1946, release to 
better caption the office furniture 
advertisement in the making that 
we were toying with, which tenta- 
tively bore this headline, “Use 


Our Office Equipment and Office 
Planning Service for Your Office 
Modernization.” 

Six of them were of the news 
announcement type and we illus- 
trate by quoting a typical example, 
this from an Indiana stationer: 
“S-c-0-0-p! Ready for Delivery— 
24 Steel Posture Stenographic 
Chairs— First Come, FIRST 
SERVED!” 

A dozen employed the attention- 
getting question way; here is one 
of the 12: “Is YOUR office as 
obsolete as the car you are driv- 
ing? If so, get on our better office- 
planning schedule!” 

The remaining six were combi- 
nations of types and all had their 
respective appeals that were truly 
stimulating. These, as well as the 
other 18, came from ali points of 
the compass, near and far, the 
most distant one coming from 
Mexico City. Translated, it read: 
“Your office is your business home 
—let us help recreate its attrac- 
tiveness.” Space permits one more 
reference; and this from another 
of these six stimulators referred to 
in this paragraph. This one came 
from a Texas dealer, who mailed 
in an actual advertisement that 
employed a smart line drawing 
depicting a well-appointed office, 
replete with everything up-to-the- 
minute-to-come and bearing this 
top-line story: “Soon, we will be 
able to put YOU into this OFFICE- 
EFFICIENCY picture—Come in or 
write in NOW—Let’s get into 
high-gear on the planning*“”’ 


« * > * * * . * * * * 


Be Glad You Are an OFFICE 
OUTFITTER — Planning Your 
Customers’ Straight-Line Effi- 
cient Offices of Tomorrow. 

* 7 * - a LJ . = - * - 


Another of our correspondents, 
prompted also by our May invita- 
tion, in addition to sending in one 
of the 26 headlines gave us a sug- 
gestion for this month’s query to 
our listening audience of OFFICE 
APPLIANCES. Remarked our first- 
time correspondent, “Let’s give a 
thought to better window displays; 
we all know that a lot of our win- 
dows contain too many items, too 
little thought!” 

And this prompts the obvious 
question of the month for vou and 
YOU to act upon and mail in to 
the co-ordinator of this page, care 
of: Shaw & Borden Company, 
Box 2153, Spokane 2, Wash. Here’s 
the question: 


“What spark idea have I 
to pass on for Better Office 
Outfitting Window Display 
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Themes for use right now?” 
... and if you have a BUSINESS 
BUILDER thought along other re- 
lating lines, relate THAT, TOO! 
T-h-a-n-k-s!!! 


* * * * * * * * * * * 


Be Glad You Are an OF- 
FICE OUTFITTER—With an 
Ever-Welcome Type of OPA: 
Office Planning Assistance! 


* « * * * * * * * * * 


THE PRICE CUTTER 

He admits his own failure as a 
salesman. 

He acknowledges that he can’t 
come out and win in the open. 

He allies himself to the boot- 
legger, the professional beggar, 
and the gangster. 

He reveals to everyone the fact 
that he cannot win by fighting 
fair. 

He brands himself as a hitter 
below the belt. 

He confesses that he has to have 
special “rules” made for his side. 

And, like all those who fight 
under cover, he eventually per- 
ishes by his own hand. 

Don’t overlook the fact that if 
the business world were dominated 
by price-cutters there would be no 
business at all. 

. ” a 

A lot of firms are using “institu- 
tional” advertising these days be- 
cause they do not have enough 
goods to sell. A lot more could 
better use “institutional” adver- 
tising IF they realized that the 
copy should talk more about the 
needs and interests of the people 
they hope to influence, less about 
themselves. 

. a * 

Out in our mail-box with un- 
failing regularity comes “SELL,” 
and from this pert monthly stimu- 
lator we observed this Terse- 
Trailer worthy of your considera- 
tion: 

“Your ‘Public Relations’ ar2, 
after all, merely your relations 
with your customers. These are at 
the mercy of the people behind 
your counters, your wrappers, ele- 
vator operators and delivery men, 
as well as your floor men, adjust- 
ment department and credit man- 
ager. Any of these can easily undo 
the work of your publicity, adver- 
tising and ‘public relations coun- 
selor’ (if you’ve achieved this last 
distinction) .” 


Office-efficiently yours, 
RALPH B. ORTEL. 


38, 38, 3 
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EDITORIAL 











The State of 
the Industry 


e OPA is temporarily out of business. 
Doubtless a compromise bill re-establishing 
the Office of Price Administration powers 
and controls will be passed. The extent of 
those powers and controls will depend to 
a considerable degree on what happens to 
prices during the non-control period. 
e The current situation affects all business 
and industry in much the same way that 
suspension of controls on a particular com- 
modity affected the producers and dis- 
tributors of that commodity. We are in a 
testing period. If business permits prices 
to skyrocket, return of restriction is inevita- 
ble. Feesienbate of the free enterprise sys- 
tem would do well to advise businessmen to 
exercise restraint in matters of price in- 
creases. 
e Earnings in the office equipment industry 
are in an upward trend, according to a sur- 
vey report issued by Standard & Poor's 
Corporation under date of June 26. Wider 
prot margins and lower tax rates offset 
a smaller business volume due to shortages 
in materials. Accumulated domestic needs 
are estimated at two to three years’ output 
at capacity. In addition, the prospective 
high level of business payrolls will mean 
larger than normal demand for time and 
labor-saving devices. 
e Like all merchandising fields, the office 
equipment industry is facing the imminent 
problem of training its salesmen to sell 
again. Many a salesman has lost the "know 
how" because selling was not necessary 
during the war and the months that have 
followed since. In a recent report of The 
Sales Managers’ Guild, sponsored by the 
Stevens-Davis Company, Chicago, profes- 
sionalizing of salesmenship is recommend- 
ed. A similar suggestion was made in a 
special article in OFFICE APPLIANCES 
some years ago. It indicates a college edu- 
cation with a major in salesmanship. Such 
training will not necessarily make a sales- 
man, but it will help greatly in the develop- 
ment of any native talent or capacity. In 
the meantime on-the-job training can and 
should be given members of sales staffs. It 
will help them to meet the new opportuni- 
ties and the renewed competition. 
e Before the war nearly one-third of the 
total output of the office machine industry 
was exported. When the causes of the pres- 
ent production lag have been removed, an 
even higher proportion may be expected 
if the indicated demand from other lands 
is maintained. 

—W. S. L. 
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Government Surplus Typewriters 


@¢ IN A BULLETIN ISSUED on July 3 by the Gov- 
ernment Surplus Committee of the National Office 
Machine Dealers Association a rather gloomy picture 
is painted anent surplus typewriters. The report 
states that the War Assets Administration has “al- 
ready issued certificates to veterans, giving them first 
priority on approximately 450,000 typewriters. At the 
time, there were only 35,000 typewriters available and 
considering the many Federal agencies, which have 
top priority, as well as the States, municipalities, 
schools, institutions, and so forth, it would possibly 
bring the total up to a million typewriters, before the 
dealers turn would come. 


“Furthermore, they have so many applications for 
typewriters from veterans that they have stopped ac- 
cepting any more. Also, orders have been issued to 
allot only one machine at a time to veterans, even 
though they may be going into the typewriting busi- 
ness. We were surprised to learn that the Army and 
Navy are also putting in priorities for additional ma- 
chines. As you know, this is a source from which 
we expected to obtain surplus machines. 


“NOMDA has left no stone unturned to procure sur- 
plus machines for dealers and will continue to work 
diligently—but, our advice to you is to forget all 
about Government surplus for ‘your immediate re- 
quirements and if you have not already done so, call 
on the war plants and other private sources, even 
schools, in your own locality to buy machines.” 


The committee’s advice is sound. We endorse it. 
Certainly, doing nothing while waiting for Govern- 
ment agencies to release machines is a futile process. 
Taking the initiative, as the committee suggests, may 
not bring an abundant supply of typewriters, but it 
will uncover some machines and help keep the busi- 
ness going. 


er 


The need of a good job for every man is not 
as great as the need of a good man for every job. 
—Hibbard Printing Company, South Bend, Ind. 





Brevity is the Soul of .. . 


#¢ IT IS OFTEN MORE EXPEDIENT, if not fash- 
ionable, to be brief in the written or spoken words. 
The volume and character of the oratory launched 
during the recent school graduation exercises indi- 
cate a lack of understanding of the value of brevity. 


In one instance, however, almost perfect brev- 
ity was achieved. We quote in the following 16 
lines which constitute the entire address S. De- 
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Witt Clough of Abbott Laboratories, Chicago, 
made to a fortunate graduating class: 

“It was good of you to ask me to be with you. 
I am glad to be here. You have all done well. I 
urge you to press on to the high goals you have 
in mind. Aim at the stars. You will hit some 
of them. Luck is just a bit of pluck. 

“Your thoughts, plus faith, will come true. 
You are what you think. You can be just what 


HERE AND THERE 


you will. Bear this in mind. Think well and you 
will do well. Think well and you will be well. 

“Let your aims in all your work be these: Be 
brief. Be clear. Be kind. Be true. 

“Bless all and God will bless you. 

“There can be no chance for you to fail as long 
as you think right. 

“This is my speech. 

“Thank you.” 





BATON ROUGE UNDERWOOD 
MANAGER NAMED CITY'S 
"OUTSTANDING CITIZEN" 
Lawrence P. Bahan, manager of 
Underwood Corporation in Baton 
Rouge, La., was named "'Outstand- 
ing Citizen of the Year" and 
awarded the Golden Deeds trophy 
at ceremonies in the Louisiana State 
University open-air Greek theater 
on May 23. 
The Golden Deeds award, spon- 














L. P. BAHAN 


sored by the Baton Rouge Inter- 
Civic Club Council, is presented 
annually to the outstanding Baton 
Rouge citizen of the year by the 
"State Times" and ''Morning Advo- 
cate." 

Charles Manship, Jr., assistant 
publisher of the Baton Rouge news- 
papers, in awarding the trophy to 
Mr. Bahan, stated that the purpose 
of the occasion was to honor. a pub- 
lic spirited co-operative citizen of 
the community who has been un- 
selfish in helping others with their 
problems. He pointed out that the 
recipient has been very active in 
civic work in the interest of organ- 
izations in the city, the parish and 
the nation for many years. 








FRANK PATTY, A VETERAN IN 
TYPEWRITER BUSINESS, NAMED 
SUPERVISOR AT CHICO, CALIF. 

Frank Patty, veteran in the type- 
writer business who operates a re- 


pair shop at Chico, Calif., was re- 
cently elected county supervisor, de- 
feating the incumbent, Pat O'Neill, 
b a 2-| majority. Mr. Patty at- 
tracted the attention of Chico vot- 
ers when he successfully reorgan- 
ized the Chico Golf Club and put 
it on a self-supporting basis. Upon 
his election as supervisor, he 
pledged efforts for greater co- 
operation in the conduct of county 
affairs. 





THAT "KINDRED SOUL" WAS 
N. J. LANGTRY OF BRISBANE 

An article on page 44 of the 
January issue of OFFICE APPLI- 
ANCES told of Sgt. Wayne Thorn- 
ton, Camden, Ark., typewriter dealer 
and returned veteran, finding a 
"kindred soul" if Australia. Editors 
of this trade journal are happy to 
have correspondence from the per- 
son referred to, N. J. Langtry, pro- 
prietor of MacDougall's, 303 Queen 
St., Brisbane, who says, ' | was very 
pleased to learn that Wayne was 
back on the job and | wish him 
every success.’ 

Introduced to OFFICE APPLI- 
ANCES by Sgt. Thornton, Mr. Lang- 
try has become a subscriber. 
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RUSSIAN WRITERS GIVEN 
PORTABLE TYPEWRITERS 


In the accompanying _ picture, 
Ilya Ehrenburg, Pravda foreign cor- 
respondent, records his last-minute 
impressions of the United States 
before returning to Russia. During 
an extended visit in this country, 
the Newspaper Guild presented 
two Royal Quiet De Luxe portable 





ILLYA EHRENBURG 


typewriters to Mr. Ehrenburg and 
his associates, Konstantin Simonov, 
Russian novelist and author of the 
former best-selling ‘Days and 
Nights,'’ and Gen. Mikhail R. Galak- 
tionov, "Pravda's" military editor. 
Keyboards on the portables were 
converted into Russian by the All 
Languages Typewriter Company. 





FORT SMITH, ARK., DEALER 
GIVES SITE FOR PARK TO 
CITY'S SALVATION ARMY 
Louis Cohen, owner of the Fort 
Smith Office Supply House, Fort 
Smith, Ark., recently presented a 
deed to the Salvation Army for a 
75 x 150-foot lot to be used as a 
park and playground for children. 
The lot, located near the Salva- 
tion Army citadel, was purchased 
for $3,000 by Mr. Cohen from 
C. C.. Calvert, president of the 
Calvert-McBride Printing Company. 
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REMINGTON OFFERS NEW MARGIN CONTROL 

Keynoted by the slogan, “Flick the Key—Set the 
Margin!”, Remington Rand, Inc., is introducing Key- 
board Margin Control as the latest improvement made 
on the Remington office typewriter. 

The manufacturers assert, “Keyboard Margin Con- 





KEYBOARD MARGIN CONTROL REMINGTON 


trol on the new Remington brings margin setting 
where it really belongs—to the keyboard ... Just 
position the carriage, flick the KMC keys to the right 
and left of the keyboard, and corresponding margins 
are set instantly ... and positively ... exactly where 
they are wanted.” 

Introduction of the Remington innovation is being 
made with an advertising campaign in periodicals of 
national circulation and office equipment trade jour- 
nals. Timed to follow closely on the heels of these 
initial announcements are a series of colorful broad- 
sides, folder and booklets. 


————— a —____ 


INTRODUCE EDISON MARGIN JUSTIFIER 


Typewritten matter with perfectly-aligned right- 
hand margins is now possible with your own type- 
writer, using the Edison margin justifier, claim the 
manufacturers, Edison Justifier Company, Burbank, 
Calif. Distribution is handled by the Justifier Sales 
Company, 2024 W. Sixth St., Los Angeles 5, Calif. 

Through this device, typewritten matter will simu- 
late the appearance of printed matter, the space 
between each character in the line of typing being 
either condensed or expanded unnoticeably, bringing 
the lines out to a perfectly straight margin. 

The manufacturer-inventor, John S. Edison, points 
out that use of an Edison justifier will assist in pre- 
paring more attractive catalogs, service manuals, book- 
lets, direct mail advertising, parts lists, house organs, 
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portfolios, sales manuals, price lists, office forms and 
masters for duplication. It is claimed that an Edison 
margin justifier can be supplied for all typewriters in 
general use. 
—_—_————-o ‘ 
NU VUE OFFERS NEW PAYROLL SYSTEM 

The Nu Vue Publishing Company, 29 Weybosset St., 
Providence, R. I., is offering the Nu Vue payroll system 
as a new payroll book, declaring that it is ideally 
suited for firms employing up to 40 employees and 
a system which simplifies adding of totals and pre- 
paring payroll reports. 

The manufacturers point out that this book shows 
social security numbers, employees’ names, tax ex- 
emptions, earnings and tax deductions in full view, 


without turning pages. 
owe 


WELLS OFFERS NEW TYPEWRITER TABLE 

The Wells Office Furniture Company, 725 S. LaSalle 
St., Chicago 5, Ill., are offering the trade a new hard- 
wood typewriter and office machine table, 25,000 of 
the units now being available. Ten thousand of the 
tables have walnut finish and 15,000 are made of 
golden oak. 

The table is 18 x 22 inches in size and 26 inches high, 





WELLS NEW TABLE FOR OFFICES 


with 112-inch square legs. The top, three-fourths of an 
inch thick, is made of hard alder wood. Known in the 
Wells line as No. 601, the table lists at $13 and is 
packed four to a carton, knocked down, shipping weight 
80 pounds. 

= > 


NEW ACCOUNTING SYSTEM INTRODUCED 


“How to Know Your Business Better” is a service 
offered by the National Retail Furniture Association, 
666 Lake Shore Dr., Chicago, as “a complete and 
simple answer to the problem of accounting for furni- 
ture stores.” 

The association says, “Compiled by a professional 
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The efficiency engineer earns his salary 
by devising better ways to do things 
more rapidly, more easily, and at lower 
cost. He must back up his recommenda- 
tions with actual improvements in busi- 
ness performance. 

That is one big reason why he is such 
a strong supporter of the Mimeograph 
duplicator. 

He knows his choice is right. The 
Mimeograph duplicator proves out his 
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efficiency engineer 
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professional judgment, and his associ- 
ates concur in his selection. 

If at four, the sales manager decides 
to get out a bulletin, the Mimeograph 
duplicator gives him the efficient, sure 
means of getting it out so quickly that 
it can go in the five o'clock mail! 

The president likes the clear, low-cost. 
easy-to-read copies—the kind he is proud 
to send out over his name—the kind 
that stay legible and non-smudging. 


COPYRIGHT, A. 8B. DICK COMPANY 


Girls in offices prefer to use it because 
it’s so clean, so fast, so simple. No 
technical skills necessary, no compli- 
cated adjustments to learn. 

There is a nationwide service setup 
to keep it running right, and trained 
duplicating experts to help solve paper 
work problems. For full details, get in 
touch with the Mimeograph distributor 
in your community, or write 

A. B. Dick Company, Chicago. 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office - A.B. DICK COMPANY, Chicago - The Mimeograph Company, Ltd., Toronte 
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consultant of many years’ experience with the special 
problems of small.and medium-sized furniture store 
bookkeeping and accounting, the simplified system 
outlined is flexible enough to be quickly adapted to 
individual requirements, whether or not the retailer 
employs a bookkeeper.” 

The system gives a picture of stock inventory and 
includes a free NRFA advisory accounting service for 
one year. Some of the subjects covered include book- 
keeping, cashier’s blotter, cash received record, bank 
record, petty cash, sales tickets, sales auditing, a daily 
statement of business, purchase record, journal, trial 
balance, handling customer accounts, accounts pay- 
able, merchandise stock ledger, inventory, and re- 
possessions and trade-ins. 

— oe 


SMEAD OFFERS NEW KWIK-TWST DRILL 

Smead Manufacturing Company, Hastings, Minn., 
has introduced the new Smead Kwik-Twst drill, which 
cuts one-quarter inch holes through a full half inch 
of paper with a twist of the user’s wrist. The new 
drill is also declared to be useful on cardboard, leather 
and fabrics. 

The drilled-out cuttings travel up into the trans- 
parent plastic handle, which is easily emptied. A cellu- 
loid template for drilling holes to fit all standard types 









SMEAD KWIK-TWST DRILL 


of binders is furnished with each drill. For safety in 
carrying, and to protect the cutting edge, the drill re- 
verses into the handle. The Kwik-Twst drill sells for 
$1.00 and extra bits are obtainable. 

a ee ’ 
FEDERAL FIBRE BROADENS FEBRO LINE 


The Federal Fibre Corporation, 3704 Tenth St., Long 


Island City, N. Y., has enlarged its line of post-war 
waste receptacles, including large and small baskets 
and hampers for industrial as well as home and office 


use. 
The Fiberok permanent baskets may be secured in 


Bs 


NEW FEDCO WASTE BASKET 


olive green, walnut brown, mahogany, red, apple green, 
blue, ivory and peach colors, with olive green and 
walnut brown as standard. Giant utility cans, steel- 
reinforced, of 30-inch height and in 12, 14, 16, 18 or 
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20-inch diameter, are available for industrial use. In 
the smaller basket sizes, either straight shape or 
tapered sides are available. Hampers and fit-together 
baskets are also offered. 

A complete catalog of Fedco products may be ob- 
tained by writing the manufacturer direct. 

———qoooro—_——— 
MAYER OFFERS DE LUXE ROLL MEMO PAD 

The Mayer Manufacturing Corporation, 3130 W. 51st 
St., Chicago 32, Ill., has announced the De Luxe roll 
memo pad as a convenience for writing memoranda. 
This pad comes equipped with a 250-foot roll of stand- 
ard 37/16-inche adding machine paper. A fresh writ- 
ing surface is continuously fed into position at will 

















NEW DE LUXE ROLL MEMO PAD 


by the simple turn of a convenient knob. This is 
achieved by a system of invisible rubber rollers in firm 
contact with the paper to provide smooth action and 
prevent jamming or sticking. 

A novel feature is the special compartment for filing 
memoranda, located below the writing service. 

The De Luxe memo pad is made of heavy-gauge 
steel, mounted on four rubber feet to prevent scratch- 
ing of a desk, and is finished in crackle green enamel 
or walnut brown. The pads are packed in individual 


boxes. 
2 ae 


BROWNIE INTRODUCES DRI-RITE BRUSH PEN 

The Brownie Manufacturing Company, 195 Williams 
St., New York 7, N. Y., has announced their new 
Brownie Dri-Rite brush pen, used for addressing, ship- 





BROWNIE DRI-RITE BRUSH PEN 


ping, art work, signs, and any other use requiring 
bold, clear writing. The pen has a felt tip, uses the 
special Brownie company ink which dries instantly, 
and writes on any surface including wood, metal, glass 
or plastic. It is all metal in construction. 

Five styles of nibs and five colors of ink are offered. 
An outfit consists of pen, ink, and a filler, all attrac- 
tively packaged. The Brownie Manufacturing Com- 
pany is seeking jobbers and distributors for this item. 

a 
INTRODUCE LINE OF OAK COSTUMERS 

The Gould Woodcraft Company, Spencer, Mass., 

makers of wood office products, are now introducing 
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a new line of oak costumers. These costumers are 
made of quartered oak in a light oak finish and weigh 
approximately 14 pounds. The pole is 2 x 2 inches and 
tapers to 134 inches, having an over-all height of 70 
inches. The hooks are made of metal and the base 
comes in two sections. Shipped two in a carton, the 
costumers are priced to retail at about $8.50. Informa- 
tion can be secured from the Gould Woodcraft Com- 


pany, 67 Mechanic St., Spencer, Mass. 
————“—= so —__—_ 


EVANS OFFERS NEW EQUIPMENT FOR OFFICE 


Claiming that gathering time can be cut in half and 
sorting costs lowered, Evans Specialty Company, 4201 
N. Mulberry St., Richmond 20, Va., is offering a new 
gathering rack in TU and DU models and the new 
Evans sorting unit. 

The TU model gathering rack, formerly made of 
wood, is now manufactured of all aluminum and is 
available in either 12 or 18-section size, each section 
holding 500 sheets. The rack is collapsible when not 
in use. The DU model rack can be operated from 
either a sitting or standing position, and in any num- 
ber of units. It consists of an aluminum stand on 
which rests a six-section aluminum unit, with sections 
readily collapsible. 

Folding away when not in use, the Evans sorting 






OFFICE AIDS—The new 
DU model Evans gather- 
ing rack is pictured in 
use at the left: at right, 
new Evans sorting unit. 
unit is expandable from a minimum opening of about 
25 inches to a full four feet. Any standard file index 
can be used, or own indexes can be made to suit a spe- 
cial classification. Made of all aluminum, the sorting 
unit has 12 compartments for housing folders, 100 or 
more of which can be accommodated. 
Oe 
VEET OFFERS SAFETTE FOR OFFICE, HOME 


Veet Manufacturing Company, East Detroit, Mich., 
has introduced Safette, a repository designed for home 
and office in safeguarding of papers, jewelry, stocks 
and bonds, and other valuables. 

The heavy steel case has an insulated interior and is 
12 x 12 x 24 inches in size, occupying only one square 
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VEET’S NEW SAFETTE 


foot of space. The Safette is equipped with sturdy 
locking top, convenient handles, and is A to Z indexed. 
It can be anchored to the floor in any closet. Retail 
price is $19.50. 
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INTRODUCES NEW LOOSE LEAF DEVICE 
A. Eugene Hawes, 106 E. 81st St., New York 28, N. Y., 
is introducing a new loose leaf device, known as the 
Fold Insert Strip, made of Vinylite sheet plastic. 
In operation, thin slits are made in the fold of any 
paper or booklet, through which the tabs of the strips 
are inserted (the tabs having holes to fit the rings of 



































FOLD INSERT STRIP—Left: Cut thin slits in folded crease for 
tabs. Right: close fold with insert strip in place. Put rings 
or posts through tab holder. 


a binder), or through which common staples may be 
inserted for paper folders. The odd sizes of pieces to 
be inserted are accommodated by putting one or more 
tabs through the fold. Fold Insert Strips can be made 
to fit any binder, says the manufacturer, “and are of 
sufficient strength to carry any weight of book. It is 
claimed that valuable papers, such as bonds and in- 
surance policies, can be put into binders without any 
permanent injury. Where desired, various-sized Fold 
Insert Strips can be made for indexing, by the use of 
color, or elongated to have special inscriptions marked 
on the protruding end. 
———q—- ee —__—_ 
DORMAN-RATTNER OFFERS NEW DESK TRAY 


Dorman-Rattner Corporation, 1532 S. Michigan Ave., 
Chicago 5, Ill., offers a desk tray featuring a new 
principle which allows trays to be stacked in a simple, 








DESK TRAY DESIGNED FOR STACKING 


foolproof fashion, according to the manufacturers. 
The trays merely slide in and out, with no special bolts 
or gadgets necessary. The device is made of heavy 
22-gauge steel, finished in gleaming baked green, office 
gray or walnut enamel. Special-built rubber grommets 
with self-threading screws prevent scratching or marr- 
ing of desk top. Inside dimensions are 3 inches deep, 
12% inches long and 834 inches wide. 
a I 

MARVEL OFFERS INTERCOMMUNICATION SYSTEM 

A telephone for intercommunication over distances 
of several hundred feet is now offered to the industry 
by the Century Chicago Company, Chicago. 

These phones operate on dry cell batteries and the 
manufacturers state that they will transmit conver- 
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-. Which portable? 














) dpe PORTABLE for you or your children 
ought to be the same kind an expert 
typist would choose. Just because you're a 
beginner doesn’t matter. You can quickly 
learn to type and then you'll appreciate such 
rers. things as speed, easy action, and Floating 
see we Shift. You'll be glad your machine has all 
fice the latest typing aids and is built to stand 
ne hard use... even abuse. 

leep, And if you choose a Smith-Corona, that’s 
the kind of portable you'll have... the kind 


* 
rEM that most nearly answers the requirements Smith-Corona 


nces of professional and amateur alike. They’re 





Makers also of 





stry still scarce, but keep asking —every day finds pan ante 
the more and more Smith-Coronas on store Office Machines 
ver=- counters. 
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sations with audible qualities comparable to standard 
telephones. A slight pressure on the button, located 
in the center of the dummy dial, produces a buzz on 
the other phone. 

The Marvel phone is declared to offer an efficient 
interoffice communication system at small cost, with 
a minimum of installation. Packaged in an attractive 
display box with 70 feet of single conductor wire, the 
phones are priced at $9.95 retail. 

These items are on permanent display at the Otis 
Lawson Company, Room 507, 200 Fifth Ave., New York, 
N. Y. Inquiries may be directed to the Century Chi- 
cago Company, 335 W. Madison St., Chicago, III. 





UNIPECO OFFERS NEW FOUNTAIN PEN SET 
Union Pencil Company, Inc., 385 Broadway, New 
York, N. Y., has introduced a new writing set designed 





UNION PENCIL CO. NEW DESK SET 


to retail at $1.25. The manufacturers state that this 
set comes complete with a quality fountain pen in 
streamline design, using stainless steel and incorporat- 
ing a gold-plated meridian point. The set is available 
in black, terra cotta, and green, and is individually 
boxed. —_———_—e—<—>-e—___—_ 
DON LINDSAY IS WEIS PLANT VISITOR 

Don Lindsay, son of Curtis Lindsay of Curtis Lindsay 
Company, San Jose, Calif., was a recent visitor at 
Weis Manufacturing Company plant, Monroe, Mich. 
Recently discharged from service, Mr. Lindsay wanted 
to see first hand how office supplies sold by his firm 





THIEVES ROUTED AT BOOK STORE IN KANSAS 


The Anderson Book Store, Newton, Kans., was 
robbed recently when burglars sawed a hole in the roof 
of the building through which they gained entrance. 
The total amount taken was around $1000. Police and 
Phillip Anderson recovered about $600 in the building, 
and on near-by and distant streets where the money 
had been blown by the wind. 

The burglars gained access to the roof by climbing 
up a telephone pole at the rear of the building. A 
rope was used to lower the men through the hole. 
The two safes were opened after the dials were knocked 
off with a light sledge or heavy hammer. 

Mr. Anderson and his wife entered the store at 
11:30 at night. When the robbers heard them, they 
departed hastily, scattering the money right and left. 
—GMH. 

—— = —___ 


STRATFORD PROMOTES REGENCY PEN 

A co-ordinated promotional program has been in- 
augurated by Stratford Pen Corporation, New York, 
N. Y., for the Stratford Regency pen. Point-of-sale 
displays, free advertising mats, and extensive national 
consumer advertising campaign are included. 

The full-color display combination comprises an 
impressive centerpiece, holding a dozen pens, and two 
striking single pen displays. These three units can be 
used in combination or separately. 

The Stratford free mat service is an additional mer- 
chandising aid, including special gift and holiday sug- 
gestions for advertising. 

The national advertising campaign features Kate 
Smith, Joan Fontaine, Bing Crosby and Arturo Tos- 
canini in dramatizing the Stratford Regency pen “de- 
pendability.” 

a oe 


NEW ADDRESS FOR HARRY HENKEL FIRM 

Harry Henkel, manufacturers’ representative and 
distributor, has announced his change to a larger 
office at Room 302, 171 Second St., San Francisco 5, 
Calif., from 163 Second St. The change was prompted 
by the firm’s expansion program in co-operation with 
manufacturers in assigning additional territory. 

The Henkel company covers an area of 11 western 
states, with the exception of New Mexico, and repre- 
sents the Eraser Company, Inc., Syracuse, N. Y., the 
Perfect Rubber Seat Cushion Company, Philadelphia, 
Pa., and Photo Materials Company, Chicago. 

———_—=- oo —____ 


DI TORO BACK WITH WELDON ROBERTS 


Frank Di Toro, sales representative of the Weldon 
Roberts Rubber Company, Newark, N. J., is back on 
the job again after 38 months of service in the armed 
forces. 

During the war, Mr. Di Toro was a member of the 
Army Air Forces, Weather Service, and was stationed 
in the Yukon territory. He will now cover the middle 
Atlantic district from New Jersey to Virginia. 





oo a\ 


WEN, 


a 


NEW SCHOOL—This Hurlbut W. Smith 
Technical-Industrial School was recent- 
ly named by the City of Syracuse, N. 
Y.. in honor of Hurlbut W. Smith, presi- 
dent of L. C. Smith & Corona Type- 
writers, Inc., in recognition of his civic 
assistance. Story appeared on page 
35 of June issue, OFFICE APPLIANCES. 


are produced. 


36 


mF 
M4 


De 
be” 





OFFICE APPLIANCES, July, 1946 





and 
rger 
0 +5, 
pted 
with 


tern 
pre- 

the 
hia, 


don 
on 
ned 


the 
ned 
idle 





946 


SH 


OFFICE APPLIANCES, July, 1946 





Never anything like these before ...A flip of 
the thumb and Fineline’s New Package is open— 
a flip of the finger and it's closed! Cap can’t be 
lost or fall off—leads are less likely to be spilled. 

Get set for the tremendous lead market millions 
of new mechanical pencils are creating —feature the 
truly modern lead package —Fineline’s New FLIP- 
TOP in the 25c package. The 15c regular size pack- 
age still has the push-top. 

W. A. Sheaffer Pen Co., Fort Madison, lowa 
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Phil Garn of Salt Lake City paid us a visit on June 6. 
Long established in the Utah city as proprietor of All 
Steel Office Supply Company, he sold out some months 
ago. After a season of retirement he is thinking of 
new activities, that being the reason for his trip to 
Chicago. He found opportunity to visit with several 
stationery manufacturers. 


Mario A. Costa, Costa & Haesbaert, Porto Alegre, and 
Antonio Brito, Jr., Brito, Louro & Cia. Ltda., Sao Paulo, 
favored us with a visit on June 10 and again on the 
eleventh. The two businesses are not related, but Mr. 
Costa and Mr. Brito were traveling together. They 
operate in different states in Brazil. Entering the 
United States at New York, they spent some time in 
the East, to which they intended to return after two 
weeks in Chicago. Most of their time was consumed 
contacting manufacturers of office equipment and 
supplies and their export representatives. They are 
proud of their respective cities, as they have good 
reason to be, both having experienced remarkable de- 
velopment in the construction of modern buildings, 
beautiful thoroughfares and other projects that make 
a community attractive to business and to visitors. 


Harry L. Nichols, Columbus, Ohio, Fifth District rep- 
resentative for Weis Manufacturing Company, signed 
the Guest Book on June 11. He had been in his terri- 
tory up to the evening preceding and then took ad- 
vantage of the proximity to Chicago to spend a half 
day visiting a few of his friends in the big city before 
picking up his regular trail again at South Bend. 
Harry is a great one for sticking to the job and doing 
a good turn for a friend whenever the opportunity is 
presented. 


A. Q. de Flines of Blikman & Sartorious, Amsterdam, 
Netherlands, probably the oldest company in the world 
in the stationery and office equipment field, provided 
us with a pleasant hour of visiting on June 13. This 
was Mr. de Flines’ second call at O. A. headquarters, 
the first having occurred eight years earlier. He was 
in the United States as one of a group of ten men on 
an official mission investigating progress in the print- 
ing trades during the war. He arrived in New York 
by plane, visited Washington, D. C., on the way west, 
and had several stops planned for his return journey 
to the East, including a side trip to Holland, Mich. 

The firm of Blikman & Sartorious was established in 
1734. It has been in continuous operation in times of 
war as well as in peace. While the company is old, 
its personnel and its ideas are modern. Among the 
agencies it holds for Holland are Royal Typewriter 
Company, Inc., Victor Adding Machine Company, Elli- 
ott Addressing Machine Company, Eversharp, Inc., Art 
Metal Construction Company, Rotaprint Company 
(London) and the Odhner Caluculator (Sweden). In 
the June, 1929, issue of OFFICE APPLIANCES, Jan de 
Flines, father of A. Q. de Flines, said in an article on 
development of the office equipment business in Hol- 
land, “The trade is almost entirely a product of the 
period during which your magazine has been pub- 
lished. Indeed, I would not be misrepresenting the 
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facts if I stated that Orrice APPLIANCEs has been a big 
factor in creating in Holland the profession of selling 
modern office equipment.” 

Mr. de Flines had with him interesting papers of 
various sorts such as the Dutch used to advantage in 
overcoming their German restrictions during the war. 
One was a type of identification card which enabled 
many allied airmen who were forced down in Holland 
to become Belgians long enough to enter Belgium, 
from where they had better opportunity to escape to 
England. He found time on his trip to call upon a 
number of American manufacurers. 


K. B. Peters, old-time calculating machine salesman 
in Chicago, and now resident of Niles, Mich., walked 
in and favored us with his hearty handgrasp on June 
14. He signed our guest book as “farmer” and spoke 
in glowing terms of his cultivated fields and growing 
crops. He and his son recently suffered injury in a pre- 
mature explosion of a stump blasting charge, but he 
is still very much on the move and vigorous in body 
and mind, calling to mind the pleasant life described 
in Alexander Pope’s verse: 

“Happy the man whose wish and care 
A few paternal acres bound, 

Content to breathe his native air 

In his own ground.” 


M. S. Thomas, Los Angeles Stamp and Stationery 
Company, Los Angeles, Calif., registered by telephone 
on Saturday, June 15. A former resident of Indiana, 
Mr. Thomas had been vacationing in that state and 
was spending just a short time in Chicago between 
trains. He thinks California is a great place, but he 
still retains a love for the Hoosier state in which he 
lived for many years. 


Mrs. Allan McCrae, who with her husband was in 
Chicago calling on manufacturers of office equipment, 
hardware and giftwares, in the interest of A. J. Mc- 
Crae & Son of Toronto, visited with us between rain- 
storms on June 21. The McCraes had many contacts 
and much business to attend to in a limited time and 
effectively demonstrated that fine energy and efficiency 
that is typical of members of the office equipment 
trade in Canada. 


W. E. Zimmerman of Justifier Sales Company, Los 
Angeles, dropped in at this journal’s offices for a visit 
June 21. He was on a trip which included Detroit, 
Cleveland, Philadelphia, Washington and New York, 
the purpose being to introduce east of the Rockies the 
Edison margin justifier, a mechanical device for mak- 
ing possible even margins on both sides of copied ma- 
terial. The justifier is described elsewhere in this 
issue. 


P. E. Wenander, of Rosendahls Fabriker, Filipstad, 
Sweden, favored OFFICE APPLIANCES with a call June 
21. He had been in this country several weeks, mostly 
in the East, and was en route to Los Angeles to call 
upon Gregory Fount-O-Ink Company. His company 
is Fount-O-Ink representative. Mr. Wenander’s busi- 
ness includes manufacturing of stationery products 
as well as selling goods made outside of Sweden. His 
operations in some lines extend throughout the Scan- 
dinavian countries. 


B. E. Gomperts, of Establissements Gomperts, Neuilly 
/Seine, France, called at the offices of this journal 
June 25, having flown to Chicago with Mrs. Gomperts 
from Baltimore a day or two earlier. On his trip to the 
United States Mr. Gomperts is representing his own 


business and the Chambre Syndicale de la Mecano--: 


graphie, an organization of French office machine 

dealers. After calling upon business houses in Chicago, 

he expected to return to the East and visit with manu- 
(Turn to page 113, please) 
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Karly NSA Hotel Reservations Urged 





ORTLAND B. HORR, chairman of the hotel com- 
mittee for the National Stationers Association 
fortieth annual convention, September 30 to October 3 
at the Palmer House, Chicago, urges all members of 
the industry who plan to attend the convention to 
make immediate provision for hotel accommodations. 
The procedure recommended is to write to the Palmer 
House, specifically stating that the reservation re- 
quested is in connection with the NSA convention. 

The Palmer House management has reserved a 
number of rooms for NSA visitors. In writing for these 
rooms, NSA conventioneers are urged to state the day 
of arrival and request a letter of confirmation from 
the hotel. The overflow traffic which cannot be ac- 
commodated at the Palmer House will need to find 
quarters at some of the other Chicago hotels. Although 
there are a number of large hotels in Chicago, traffic 
has been at a peak for several years. During the 
period of the NSA convention, several other large con- 
ventions will be running in Chicago, this fact empha- 
sizing the necessity of early reservations. 

The first scheduled activities of the convention will 
begin on Sunday afternoon, September 29. The com- 
mittee points out that chances of securing reserva- 
tions are increased by arrival on Sunday or Saturday 
preceding the official opening of the convention on 
Monday morning, September 30. 

The committee states that those not able fo secure 
rooms through their own efforts are invited to write 
or wire the chairman of the hotel committee, Cortland 
B. Horr, c/o Associated Stationers Supply Company, 
229 S. Jefferson St., Chicago 6, Ill. The committee 
will make every effort to secure suitable accommoda- 
tions. 

During the early part of the convention, the hotel 
committee will operate a booth at the Palmer House 
to assist in every way possible the dealers arriving at 
the convention. The hotel committee includes Cortland 
B. Horr, chairman, Ear] Collins, Rockwell-Barnes Com- 
pany, Chicago, co-chairman; Brewster Towne, National 
Blank Book Company, Chicago; and W. J. Becker, 
Joseph Dixon Crucible Company, Chicago. 

Parle Cooley, chairman of the convention entertain- 
ment committee, has announced the appointment of 
additional committee members to serve as out-of-state 
members of the committee. The new members include 
J. Kip Edwards of Joseph Dixon Crucible Company; 
Stanley Woodruff, Weis Manufacturing Company; 





GORDON KICKELS PARLE COOLEY 
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Elmer Krol, Buckeye Office Supply Company, Cleve- 
land, Ohio; and Charles Evans, Sanford Ink Company. 
A well-balanced program of diversified entertainment 
is being organized for the 1946 convention. Many 
novel entertainment features are being worked out 
by the committee for the social hours of this con- 
vention. 

The convention golf and dinner party, it was re- 
cently announced, will be held at Olympia Fields 
Country Club on Thursday, October 3. This is one 
of the finest golf courses in the nation and has com- 
plete facilities for tournament activities. 

The 1946 convention golf committee is headed by 
Gordon Kickels, C. L. Barkley Company, 517 S. Jeffer- 
son St., Chicago, chairman, with Clark Roland, Mar- 
shall-Jackson Company, 26 S. Clark St., Chicago, as co- 
chairman. Other committee members include Ray 
Eichenlaub, William C. Lipner, and G. O. Stevens. 


Plan Entertainment for Ladies 


Plans are being developed for a complete and novel 
program of entertainment for the ladies attending 
the NSA convention. Chairman of ladies entertain- 
ment committee, Russell E. Ragan, American Pad & 
Paper Company, announces that his committee has 
thus far scheduled entertainment features for each 
afternoon of the convention, and additional events are 
being mapped. 

On Monday afternoon, the ladies will have a choice 
of three entertainment programs, the details of each 
to be announced later. 

Following the Tuesday luncheon, a novel style show 
will be staged under the sponsorship of United Air 
Lines. Miss Helen Olson, director of the women’s 
division of United Air Lines, will direct the production 
of the show and will also address the convention 
group. Many surprise features are planned for this 
afternoon, and a bridge party is scheduled. 

On Wednesday afternoon, a theater party will be 
held, the ladies attending one of the popular stage 
shows then playing in Chicago. The annual conven- 
tion banquet is set for the evening. 

Assisting Mr. Ragan as co-chairman is David B. 
Sterrett, Louis Melind Company. On their committee 
are Robert W. Heck, Frank Mashek Company, Albert 
H. Baugher, Carter’s Ink Company, and Glenn Cham- 
bers, Weis Manufacturing Company. 

The personnel of the ladies hospitality committee for 

the convention includes 








Mrs. Robert Latsch, honor- 
ary chairman; Mrs. Russell 
E. Ragan, chairman; Mrs. 
John Henn, Mrs. Edward R. 
Manning, Mrs. Albert H. 
Baugher, Mrs. Robert W. 
Heck, Mrs. David B. Ster- 
rett, Mrs. Ralph V. Mane- 
val, Mrs. Gordon Kickels, 
Mrs. Herbert J. Walsh, Mrs. 
Cortland B. Horr, Mrs. Ed- 
ward C. Rohrs, Mrs. Wil- 
liam J. Dalton, Mrs. Parle 
Cooley, Mrs. Edward Con- 

. lon, Mrs. Clark Roland, and 
CORTLAND B. HORR Mrs. Richard B. Gingland. 
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CAN EASILY PAY FOR 
A YEAR’S SUPPLY OF 
COLUMBIA CZ2ssic RIBBONS 


FAULTLESS APPEARANCE 
Always Attracts Attention — 
CLASSIC Written Letters Command It! 


Dignified, impressive, ‘Classic’ typ- 
ing puts them at the top of the file 
Jolot-}.<-b aun io) WbesBsel-loblota-Metad-sebuloyell 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





“NOMDA Gives You More Than 


You Give It’ 





HE PLACE OF NOMDA in the office appliance pic- 

ture is not hard to paint. The NOMDA will give to 
any dealer, distributor or branch manager far more in 
the way of information .and benefits than his invest- 
ment or the value of the time he puts in. I believe 
that the dealers who belong are well aware of this fact. 
Those who do not belong are usually the type of dealer 
who considers his competitor a lousy bum and a rat, 
and who doesn’t want to have anything to do with him 
anyway. However, these are just the dealers who 
should belong to the NOMDA. We can help those 
weaker dealers by bringing them into the Association 
and showing them its benefits. By becoming a mem- 
ver of this organization and associating with us they 
will learn that we are competitors, but not bums and 
rats. I have seen this happen numerous times at our 
Indiana association meetings. I have one of the most 
bitter competitors in Evansville who is a member of 
the Indiana association and, believe it or not, this 
man happens to be one of the best friends that I have 
among all of the dealers in Evansville. We go back 
and forth to meetings together; we even share the 
same hotel room. We haven’t cut each other’s throats 
yet. The truth is that he has done numerous favors 
for me since he has joined the Association. 


Branch Managers Should Join Association 


After dealers, I think that an important source for 
membership in NOMDA are branch managers, who 
often hold themselves aloof from the Association 
thinking that they do not need the Association. The, 
fact is, however, that if they belonged to the Associa- 
tion they would become acquainted with their competi- 
tors and with other dealers who are not even com- 
petitors, but who, in many instances, would be only 
too glad to give them leads that would result in sales. 
I believe that if branch managers only knew of the 
benefits resulting from NOMDA membership they 
would become interested in the Association. 

These men should be encouraged to join by dealer 
members. I think it is a mistake for the Association 
to limit its membership to dealers by name, intent or 
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By ALLEN B. CONNOLLY 


NOMDAA Treasurer, 


Reliable Office Equipment Company, 
Evansville, Ind. 


purpose. After all, the branch managers have limita- 
tions on what they can do. The factory tells them how 
they can work, prices at which they can sell, trade-in 
allowances, rental rates, and often require that higher 
prices be charged than the average dealer gets for 
the same thing. I do not find branch managers quite 
so hard to get along with, as far as competitive prac- 
tices are concerned, as I do dealers because the branch 
manager, by the factory’s close connection, is largely 
controlled by them as to what he can or cannot do. 


I find that a branch manager in most cases charges 3, 


little bit more for things that are of equal value than 
does the dealer. He has to do it. Since this is the 
case the branch managers should belong to the Asso- 
ciation, especially a local one, so that they could 
encourage the dealers to avoid cut-throat practices 
such as renting typewriters for three months for $5.00 
when a branch manager must rent his for, say, $9.00 
or $3.00 per month flat. The branch managers, by 
their connection with the local Association, would ve 
able to bring dealers up to the point where their 
prices would be pretty much in line with what they 
charge. And in cases where a difference of some kind 
arose, it could be worked out before a costly mistake 
was made rather than afterwards. 


More Profits Through Association Teamwork 


I might cite an example. In Evansville it has been 
the practice for years for the typewriter companies 
to bid against each other for business from the schools 
and the city of Evansville. I myself have been success- 
ful in selling hundreds of typewriters to the schools 
in Evansville, even to the point of having 100 per cent 


(Turn to page 98, please) 
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IDEA #33 the Automatic Paper Lock 


No matter how good a portable is, if it doesn’t hold the paper securely, 
you can’t work with it. 

That’s why your De Luxe Royal Portable has a special and exclusive 
feature—the Automatic Paper Lock—which handles the paper fast . . . holds 
it more securely . . . and permits better, neater typing. 

Once you demonstrate its superiority, selling a Royal Portable is easy. 
Here’s how: 


STEP A: As you point out the Automatic Paper Lock, 
explain that it has three positions. 

In the first position, pulled forward, it permits the paper 
to feed freely under the bar. In the second position, snapped 
against the roller, it locks the paper into place. In the third 
position, swung above the carriage, it is out of the way when 
you make erasures. 


- 


MANLY , 





ita- 
how 
e-j71 STEP B: Roll a sheet of paper into your Royal and 
her snap the Automatic Paper Lock against it. 

for Then show how the rollers on the bar first strike the 
uite paper below the writing line... then roll upward... 
rac- smoothing away any bulges. These rollers are under tension, 
neh lock the paper firmly into place, help you make clearer 
zely carbons, sharper stencils. 

do. 
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sSO- 
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9.00 
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o PORTABLE 


nd THE Standard Typewriter in 
ake Portable Size 
Step C: Now for the acid test! Roll a business card into your Royal. 
The tension of the rollers on the Automatic Paper Lock will permit you to 
type down to the very last line—without slipping! And there are no clumsy 
een “paper fingers” on a Royal; thus, you can type to extreme left and right 
1ies margins, too. 
ols 
>SS- 





ROYAL 





ols ; : ; 

int P.S. Why not spend a few minutes trying out the Automatic Paper Lock? 
You'll find it makes the Royal De Luxe a better portable to use . . . an 
easier portable to sell! 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, June 20, 1946. 


The service department of Powers-Samas Account- 
ing Machines, Ltd., has completed the calculation and 
tabulation of some four million values representing 
about one half of the pay-as-you-earn tax tables that 
came into use on April 5, 1946. The values in question 
are those that will ultimately form the basis for the 
income tax deductions of practically the whole of 
the manual and clerical workers of this country, the 
tables comprising as they do the entries for each of 
the 52 weeks of the year and for each of the code 
numbers from 1-60 inclusive, for all persons earning 
up to an average of £12 per week. 

In pracice, each table had to be calcualted twice 
because the Inland Revenue department produces them 
in two distinct layouts, one for the convenience of 
the small employer, the other for the benefit of the 
larger employer. The layout of the tables will show a 
marked improvement over those in use hitherto. It is 
interesting to note that to assist the printers in insert- 
ing the printers’ rules or spaces at the correct points, 
the Powers tabulators automatically put in an extra 
space after every fourth computation for these par- 
ticular tables, or after every tenth computation for the 
tables printed in the other format where all weeks are 
included in one booklet for a given code. 

The utility of the Powers tabulator was thus not 
confined merely to calculating the amounts of tax 
relative to each step of pay in the tables, but, since 
the tabulator printed its answers in a form suitable 
for use as copy by the Government printers, the ma- 
chines, by preparing the two layouts, were able to save 
the Inland Revenue Department the otherwise enor- 
mous task of transcribing the whole of the computa- 
tions from one layout to the other. 


No Special Machines Used 


The time allowed by the Inland Revenue department 
for the completion of this task was ten weeks, and 
in order to accomplish it on the equipment available, 
it was necessary to work the tabulators day and night 
for this period. Owing to the need for secrecy in re- 
gard to budget arrangements it was not possible, of 
course, to build special machines, and the tabulators 
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used were standard Powers-Four (36 column) equip- 
ment, modified in minor respects only. 

In order to assemble the necessary staff, recourse 
was had to the Ministry of Labour and other sources 
of labour supply and, with three exceptions, the 
entire staff used on this work was unfamiliar with 
punched-card machines or technique. Indeed, the 
night staff, which had to be all-male, was comprised 
of ex-servicemen, two of whom were, bvt.a few days 
before the commencement of the work, in Germany. 

This use of standard equipment and unskilled staff 
was rendered possible by the formulation of an ex- 
tremely simple technique, coupled with the well-known 
automatic character of Powers machines. 

In order to calculate the four million entries com- 
prised in the 6240 tabulations it was necessary to 
punch specially only some 15,000 cards to deal with 
commencing value and with the three changes of rate 
of tax in each table. The remainder of the cards 
(which were of different colours for different rates 
of tax and pay steps) were able to be used over and 
over again, and in practice it was found that the en- 
tire installation could run day and night on a total 
supply of about 150,000 of these basic cards, which 
in producing the four million totals thus passed 
through the machines from 80 to 100 times each dur- 
ing the course of the whole work. 


Careful Planning Was Necessary 


This work represented a most happy combination 
of the efforts of the officials of the Inland Revenue 
department, the Powers technicians and the Powers 
operators to produce on Powers machines at very 
short notice, an important piece of national work. 


* * * 


S. C. Downs, a pioneer of the punched card indus- 
try in Great Britain, retired from the service of 
Powers Accounting Machines, Ltd., on May 31. As a 
founder member of the O.A.T.A. and a past chairman, 
his contribution to the general welfare of the Office 
Appliance industry has been of no mean value. His 
many friends can now contact him at “Hurdlegates,” 
Warren Road, Worthing, Sussex, England. 

S. S. E. 


OFFICE APPLIANCES, July, 1946 








mn 
1€ 
rs 
ry 








Brooklyn 








Oxford 


made only by 


ENDAFLEX: 


*REG. U. 





The most important development in filing 


since the invention of file folders 


OXFORD FILING SUPPLY CO., INC. | 


St. Louis 


8S. PAT. OFF, 








OFFICE APPLIANCES, July, 1946 





45 








STATIONERS 12:30 CLUB HAS ANNUAL OUTING 

More than 160 members and guests attended the 
annual outing of the Stationers 12:30 Club of New 
York, held on Thursday, June 13, at the Engineers 
Golf Club, Roslyn Harbor, Roslyn, Long Island, N. Y. 

Most of the golfers began early and played till late 
in the afternoon, taking full advantage of the splendid 
course. Clock golf was enjoyed by some on the putting 
green, while the “knights of the round table,” the card 
players, were comfortably accommodated in spacious 
card rooms on the porch. As the demand increased, 
tables were set up on the grounds. 

Did they play baseball? They sure did, and what a 
game! Everyone agreed it was the best game ever 
staged by the club. The teams were Dealers versus 
Manufacturers, but somehow they became so mixed up 
that the only way to identify each team was by the 
captains—Harry Sills, Commercial Stationery, New 
York City, for the dealers, and Ed Healy, Wilson Jones 


Company, for the manufacturers. Yes, there were 
umpires, too—Bernie Lietz, Boorum & Pease Company, 
for the first half and Harry Bennett, Bloomberg and 
Saron, New York City, for the second half, while 
Dwight N. Briggs, Sun Rubber Company, acted as um- 
pire on bases. Well, anyway, the dealers won, 7 to 3, 
in a game that was really the highlight of the outing. 

Of course, there were liquid refreshments, located in 
the vicinity of home plate, where a congenial group of 
story tellers gathered amidst a group of shade trees. 


Treasurer Has a Busy Day 


Treasurer Dwight N. Briggs, busy as usual, was here 
and there most of the day, helping members with 
their tickets and other numerous details. 

Outing Chairman Jerry Savage, Carter’s Ink Com- 
pany, when not playing ball, was all over the club see- 
ing that all were comfortable and well privided for. 

Editor Jerry White, Acco Products, Inc., that intrepid 








THROUGH THE CAMERA LENS AT STATIONERS 12:30 CLUB GOLF TOURNAMENT 


1. Gerard D. White, Acco Products, Inc.; William Crangle, Eberhard 
Faber Pencil Co.; Louis Caracci, The Nor Wood Co., New York 
City: Ben Simon, S.N.A. Stationery Co., New York City; I. Mon- 
heimer, Boorum & Pease Co. 

2. David Kupersmith, Dalah Stationery Co., New York City: Charles 
Shelly, Eberhard Faber Pencil Co.; Harry Sills, Commercial Sta- 
tionery. New York City; Albert Drate, David Kahn, Inc.; A. L. 
Sloan, Goldsmith Brothers. New York City. 

3. David Pomeranz, A. I. Goldberg & Bro., New York City: Nat Drate, 
S. Rubin & Co., New York City: Walter T. Harrison. Sakville Co.; 
Alex Burkhardt, Victor Safe & Equipment Co. 

4. Oscar Weisenborn, General Pencil Co.; Louis Tavernier, Fulton 
Specialty Co.; Ray Urmston, J. S. Staedtler, Inc.; Julius Kahn, 
David Kahn, Inc. 

5. Edward Golde, Golde’s Stationers, 
R. A. Stewart & Co.; Leonard A. Mathews, Weis 
Leonard, Joseph Leonard Stationers, Perth Amboy, N. 
Moore, Binney & Smith. 

6. Dan F. Negro and A. A. Huth. Victor Safe & Equipment Co.; G 
Fred Griffiths, Noesting Pin Ticket Co.; Jose Wirner, Com- 
mercial Stationery Co., New York City; Harry Beunett, Blumberg 
& Saron, Jamaica, L. I 


New York City; Si Donnelly. 
Mig. oy all a 
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Bainbridge, Kimpton & Haupt. Inc., New York 
City; Charles Epifano, Automatic Pencil Sharpener Co.; Louis 
Wachtel, American Lead Pencil Co.; Ben Simon, S.N.A Stationery 
Co., New York City: Harry Fensterheim, S. E. & M. Vernon, Inc.; 
Arthur Gottlieb, L. Gottlieb & Sons, New York City; Fred Stein- 
hilber, Geyer’s Publications. 

8. J. A. Burns, Frank A. Weeks Mig. Co.; Arthur W. Mott, Oxford 
Filing Supply Co.; Al Collins, Jaques & Co., New York City: 
Charles Trown, Bell Stationery Co., New York City; John S. Gale. 
Commercial Stationery Co., New York City. 

9. Edward Leventhal, Biddle Purchasing; Emil Contreras. Joseph 
Dixon Crucible Co.; Arthur Edelhoff, General Pencil Co.; Charles 
McArdle, Joseph Dixon Crucible Co.; Martin M. Moldon, manu- 
facturers’ representative. 

10. Irving O. Lasner, Goldsmith Bros., New York City: Dwight N. 
Briggs, Sun Rubber Co.; Ferd Hosselet, Swan Pencil Co.; J. W. R. 
Merckle, manufacturers’ representative; Charles W. Sehringer, 
A. L. Salomon & Co., New York City. 

1l. Leo Kirstel, Slid-O-Matic Mig. Co.; Harry Letkowitz, 
& Supply Co.; Jerome J. Savage, Carter's Ink Co., 
Jr.. Swan Pencil Co.; Al Wax. Bell Stationery Co., 


7. George J. Burns, 


Guide System 
Ferd Hosselet. 
New York City. 
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DONT GUESS/ 





ONT GAMBLE/ 


NO NEED FOR COSTLY GUESS-WORK NOW. HERE’S 
A 5-POINT SALES PLAN GEARED TO MORE SALES 


This sure-fire M&V sales plan was prepared from 
facts obtained from hundreds of successful adver- 
tising and sales promotion plans used in many differ- 
ent lines of business. 

The plan was “field tested” and proved in actual 
operation during the war by carbon paper and 
ribbon distributors in all parts of the country. 

The entire idea was designed to be used in times 
like these, when ambitious sales personnel once more 


are becoming available to follow up existing sales 
opportunities opened up by this “tested” sales plan. 

Now you too can have detailed facts about this 
M&YV 5-Point Sales Plan that shows how you can 
profit from the experience of other distributors who 
already have used the plan successfully. 

Send for full details about this easy-to-operate 
sales promotion plan* that will make more sales for 
you and uncover many new customers too. 


% Specialized plans will be prepared to meet local conditions. 





¢ MITTAG AND VOLGER, INC. 


oes: ESTABLISHED !I881 


cy, | FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 
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scribe, was on the job with pencil and paper, looking 
for news items for the club’s bulletin. 

A high-noon breakfast was served, augmented by 
refreshments during the day. A delicious turkey 
dinner was the feature of the evening, to which tired 
golfers, baseball players, card players and story tellers 
did full justice. 


Chairmen Thanked for Efforts 


At the close of dinner, Secretary Mort Libien, Libien 
Press, called for order, and President Jim Hurley, 
Oxford Filing Supply Company, on behalf of the club, 
thanked Chairman Jerry Savage and his outing com- 
mittee and Chairman Louis Tavernier, Fulton Spe- 
cialty Company, and his golf committee, for the fine 
job they had done to make the outing the largest and 
most successful ever run by the club. 

After dinner, the golf winners were announced, first 
prize being awarded to Oscar Weissenborn, General 
Pencil Company; second to George Grumbach, Ameri- 
can Lead Pencil Company; and third to George Rose- 
nau, Powers Paper Company. 





GLTC GOLF OUTING AT ROLLING 


1. George Maines, A. C. McClurg & Co.: Rudy Janovsky, Wilson Jones 


Co.; Harry Pinch, University of Chicago Bookstore. 
2. The GLTC golf committee: George <n eg my | Mig. 
Co.; Ray Eichenlaub, Service Steel Products Corp.; Rus Ragan, 


American Pad & Paper Co.; GLTC President Gordon Kickels, C. L. 
Barkley & Co.; George Tapner, Industrial Tape Corp.; Harry Balch, 
Quality Park Envelope Co. 

3. Clarence Balliett, manufacturers’ representative: Joe Pritchard, 
Wells Office Furniture Co.; Bill Dano, Pritchard Stationery Co. 

4. R. G. Stephens, E. J. Martin, Art Mueller and Dr. J. B. Krom, all 

uests of Hy Linden. Ace Fastener Corp. 

Seana Weygant. Engineering Mig. Co.:; Tom Gillice and Earl 

Collins, both of Rockwell-Barnes Co.; Ray Eichenlaub. Service 

Steel Products Corp. 

6. Ernie Lund, Englewood Blueprint Co.: Roscoe Benge, Codo Mfg. 
Co.; = Cordick, guest; Gil Almusin. University Co-op. Madi- 
son, Wis. 

7. Kneeling: R. G. Milne, Art Metal Construction Co.; Benny Allen, 
American Lead Pencil Co. Rear: John Jarrett, Postindex: Lud 
Singer, Standard Visible File Co., Inc., Chicago: Bill Dalton, 
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GLTC CROWD ENJOYS GOLF, OVERSIZE STEAKS 


Near-perfect weather, greens as fast as a table-top, 
the hospitality for which Pro Matt Jans and his staff 
are noted, and last, but not least, huge steaks. These 
factors all rolled together tell of another successful 
golf outing for members and guests of the Great Lakes 
Travelers Club at Rolling Green Country Club near 
Arlington, Ill., on June 20. The course, the fun and 
the day were mecca for 70 golfers dining on the be- 
fore-mentioned steaks( and at a time when the meat 
shortage, instead of knighthood, was in flower). 

Battling hole for hole to annex the sundry prizes, 
ranging from scarce shirts to stationery, the GLTC 
crowd topped the day with a dinner and the card 
pastimes usually associated with such gatherings. 
Praise was profuse for the efforts of the GLTC golf 
committee which included George Tapner, Industrial 
Tape Corporation; Ray Eichenlaub, Service Steel Prod- 
ucts Corporation; Rus Ragan, American Pad & Paper 
Company; George Weygant, Engineering Manufactur- 








2 
GREEN. COUNTRY CLUB, JUNE 20 


Dalton Advertising; Joe Domanski, Horder’s, Inc., Chicago; Len 
Rose, Rockwell-Barnes Co.; John Smythe, Geyer’s Publications. 

8. John Robinson and Elmer Krumwiede. Elmer Krumwiede and Asso- 
ciates; Ray Yord, Service Products Co.; Ed Williamson, Elmer 
Krumwiede & Associates. 

9. Gordon Kickels, C. L. Barkley & Co.; W. J. Glassman, Graver- 
Dearborn Corp., Chicago; Ralph Maneval, A. W. Faber, Inc.; 
Benny Allen, America Lead Pencil Co.; Joe Domanski, Horder's, 
Inc., Chicago; Herb Walsh, Ace Fastener Corp. 

10. C. Hinkle, Englewood Blueprint Co., Chicago; Ben Powell, A. W. 
Faber, Inc.; Rus Ragan, American Pad & Paper Co.; Robert Rey- 
nell, Oxford Filing upply Co. 

ll. Players and caddies ready for the tee-off: Elmer Long, Stevens- 
Maloney & Co., Chicago; Bill Boyd, Acco Products, Inc., and 
Art Steel Co.; Harry Balch, Quality Park Envelope Co.; W. J. 
Saunders, W. J. Saunders & Co., Inc., Chicago. 

12. Ray Achtner, Office Stationery & Equipment Co., Inc., Chicago; 
C. Kucera, guest; J. J. Bennison and R. L. Sheppard, both of 
Minnesota Mining & Mfg. Co. 
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FOR EVERY RECORD—A WAY TO KEEP IT 


GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
i BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. 
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ing Company, and Harry Balch, Quality Park Envelope 
Company. 

Even the non-golfers were not forgotten by the com- 
mittee as John Bugess, guest, and Stan Golan, Ameri- 
can Pad & Paper Company, can testify. The former 
carried home a ham and the latter some “Old Grand- 
dad” as special offerings from the group in charge. 

Success of the event augurs well for the next tourna- 
ment of GLTC, announced for August 21 at Olympia 
Fields, Course No. 1. 

After a morning of threatening weather, the skies 
cleared and Ol’ Sol mixed up his skin-tanning rays 
with a brisk wind which did nothing more than put 
a premium on accuracy in tee shots. If wishes could 
have been translated into action there would have 
been plenty of holes in one, but none were chalked 
up. Closest to an ace was H. Johnstone, Ace Fastener 
Corporation, who placed his tee shot but one-sixteenth 
of an inch from the pin and received a special prize 
for his gallant effort. 

Gil Almusin, who traveled down from the University 
Co-op at Madison, Wis., was winner of the blind bogey 
contest, shooting a 95 with 13 handicap to hit the 
82 “blind” figure right on the barrel head. Next in 
line was E. Cordick, a guest, who had 12 off from his 
95 for 83 net. John Robinson of Elmer Krumwiede and 
Associates and Walt Waldvogel of National Blank Book 
Company finished next in order with 80 and 84 net, 
respectively. 

In the day’s competition for GLTC prizes, Clark Ro- 
land, Marshall-Jackson Company, Chicago, suave gen- 
tleman of the links and a former champion of Rolling 
Green, felt right at home on the course and picked 
up the honors with 83 low gross. Len Rose, Rockwell- 
Barnes Company, won low net prize, having 99 grass, 
minus 29 handicap for a 70 figure. Art Mueller, a guest 
of Hy Linden, Ace Fastener Corporation, turned in a 
72 net for second honors. Joe Pritchard, Wells Office 
Furniture Company, snagged a third place tie with 
Ray Achtner, Office Stationery & Equipment Company, 
and R. G. Stephens, another guest of Hy Linden. 

Twelve golfers figured in the blind bogey prize dis- 
tribution and 22 in the GLTC split of the prize melon. 

President Gordon Kickels presided at the micro- 
phone after the dinner, spearheading the distribution 
of the golf loot, and proved as affable a host in the 
banquet room as he did in the locker rooms. 

The steaks were really something to behold and even 
the latecomers found them juicy, generous in size. 


CHICAGO OFFICE MACHINE DEALERS OPEN 
SUMMER SEASON AT BELMONT HOTEL 


At the first of the noon-day luncheon 
meetings of the Chicago Office Machine 





Hotel on June 11, well over 30 were in 
attendance. 

Following the serving of a tasty Swiss steak repast, 
the group was called to order for the business meeting 
by President Jack Weiner, Belmont Typewriter Service, 
Secretary Louis M. Wolf, The Pruitt Company, then 
announced that the secretary’s report would be dis- 
pensed with, due to the fact that he had neglected to 
bring the minutes of the last meeting with him. This 
was followed by a summarization of the organization’s 
financial affairs by Treasurer Jack Carter. 

After a number of newcomers had introduced them- 
selves, Jim Ward, Shipman-Ward Manufacturing Com- 
pany, took the floor to deliver a word of caution to 
the dealers present anent the buying of surplus type- 
writers from ex-service men. Penalty for this act, he 
emphasized, is both fine and imprisonment. This 
possibility, he said, has now been minimized by the 
fact that veterans, to whom surplus typewriters have 
been frozen, have now been limited to one machine at 
a time. He also announced that 200 surplus duplicators 
would be offered to dealers in the near future. 

One of the most important steps taken at the meet- 
ing came as a result of the announcement that the 
Indiana association had asked for a 25 per cent in- 
crease in the prices of rebuilt and reconditioned type- 
writers, as well as an increase on rentals. Jack Macon, 
Macon Office Machines Company then moved, the 
motion being seconded by Tom Stack, Stack Type- 
writer and Supply Company, that the Chicago Office 
Machine Dealers Association ask for a 25 per cent 
increase in the price of repairing, rebuilding and re- 
conditioning of office machines. 

A letter from the Community Fund which was read 
by the secretary was held over for future considera- 
tion. Because of the fact that some members of the 
Chicago staff of Allen Calculators, Inc., were unable 
to be present, it was decided to hold R. C. Allen night 
when the fall evening meetings are resumed. Several 
of the members of the Allen organization were present 
at the meeting. 

Burns Marvil, Ames Supply Company, then an- 
nounced that a combined Illinois-Indiana NOMDA 
regional meeting would be held in Indianapolis in July, 
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NATIONAL ASSOCIATION OF COLLEGE STORES CONVENTION BANQUET AT CHICAGO 





(Story of meeting appeared on page 202 of June issue.) 
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The manufacture of GF Metal Furniture is 
reaching higher levels each month, and a pro- 
gram for still further increasing production is 
well under way, in order to meet the needs of 
our dealers and customers. 

Again we thank you for your continued coopera- 
tion. We want you to know that we are bending 
every effort to supply you with steel files, desks, 
shelving and Goodform Aluminum Chairs in the 
quantities you want, fully up to the high stand- 
ards of quality that you expect from us. 


THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


e@eeeee G-F STEEL SHELVING + FILING EQUIPMENT, SYSTEMS AND SUPPLIES eeeeeee 
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Just 3 top-sellers from the 


brilliant, varied Unipeco line 


of quality creations, All dis- 


tinctive, original, eye-catch- 
ing! 

Yes, you're getting top value 
when you feature UNIPECO 
—the name your customers 


know! 


SUNT PECons 


390 - 30/ broadway, New York 13, N.Y. 
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Harter Posture Chairs increase efficiency by pro- 
viding greater comfort. Their special design in- 
sures the correct, comfortable posture which 
reduces fatigue. Different models are available 
for all office occupations, from clerk to chief 
executive. Every model is fully adjustable—by 
hand-wheel controls—to the individual require- 
ments of its user. 


Handsomely finished in baked enamel, Harter 
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OFFICE POSTURE CHAIRS 


Harter Posture Chair E-15D 


Posture Chairs are upholstered and designed in 
modern good taste. Solid steel construction and 
foolproof adjustments guarantee years of trou- 
ble-free service and satisfaction. 


Ask your office equipment dealer about Harter 
Posture Chairs. If you’d like to see our current 
line, write for illustrated folder. Harter Corpo- 


ration, Sturgis, Michigan. 
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OXFORD FILING SUPPLY CO., INC., ANNUAL OLD-TIMERS’ DINNER AT BROOKLYN 


probably on the 14th and 15th. Closing action of the 
June business meeting was the passing of a motion 
that the Chicago association defray the cost of the 
general Red Book advertisement, each individual 
member being responsible for paying for his own list- 
ing. 
a I 
SALESMEN CONVENE AT ROCHESTER, N. Y. 

A one-day sales clinic of the Wholesale Stationers 
Salesmen’s League was held in Hotel Seneca, Roches- 
ter, N. Y., June 22 with office supply and stationery 
men from all over the country attending. 

Lawson Long of Dallas, Tex., presided, assisted by 
Harold Whittemore of New York City, executive secre- 
tary. Max A. Goldstein, president of the Rochester 
Stationery Company and chairman of the board of 
control of the league, directed the convention activ- 
ities of the wholesale division. 

Stationery supplies are being replenished, represen- 
tatives of numerous companies reported, and it won’t 
be long before colored papers and various other sta- 
tionery items become available. Steel items are still 
scarce, however, it was reported.—GET. 

rr 


WABASH MAN NAMED OMDA DIRECTOR 


L. R. Addington, of Wabash Filing Supplies, Inc., 
Wabash, Ind., has been elected a director of the recent- 
ly-organized Fort Wayne chapter of the National 
Office Management Association. Cardinal Mitchell, 
Dictaphone Corporation, and James A. Turney, Mar- 
chant Calculating Machine Company, comprised two 
of the three members of the nominating committee. 


—AK. 
re 


ROSSELL ELECTED ORGANIZATION SECRETARY 

Clarence E. Rossell of the Monroe Calculating Ma- 
chine Company has been elected secretary of the Fort 
Wayne, Ind., chapter of the National Association of Cost 
Accountants.—AK. 


OXFORD HOLDS OLD-TIMERS’ DINNER 

Seventy-four employees of the Oxford Filing Suppl 
Company, Inc., New York, N. Y., all in the service o 
the company for ten years or more, met in May at th 
annual Oxford old-timers’ dinner in the Mirror Roon 
at the Hotel St. George, Brooklyn, N. Y. 

The dinner marked the retirement of Bernie Bun 
ten, shipping department manager, after 25 years o 
service. It was the sixty-fourth year of active servic 
for Richard A. Jonas, Sr., founder of the company. 

The number of years of service of those present add 
ed up to over thirteen centuries—1355 years. 


—$_e— > —___ 


STANDARD DUPLICATOR HOLDS TRAINING CLAS 
The Standard Duplicating Machines Corporation 
Everett, Mass., on May 6-11 held a comprehensivs 
training course for a record class of 27 salesmen, rep. 
resenting practically every section of the country. 

The problem of where to house and conduct the train. 
ing school was settled with the choice of the Universit} 
Club, Boston, Mass., where rooms, meals, sports anc 
lecture hall were provided under one roof for the ful 
week of training. 

The daily activities of the school were planned anc 
directed by A. E. Bruce, general sales manager ol 
Standard, who presided at all meetings. 

The school began with a trip on the first day to the 
Standard factory where the new salesmen, guided bj 
D. P. Hoover, the production manager, were shown 
every step in the manufacture of Standard duplicators 

The course trained the men in the proper methods 
of making sales demonstrations and, more specifi- 
cally, gave them thorough grounding in the many 
applications of Standard duplicators in business sys- 
tems. The heads of Standard’s New York distributing 
point, Joseph Gowa and Mark Weisberg, explained suc- 
cessful systems in current use. Another day’s activity 
of the school was taken over by R. P. Alexander, Hart- 
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1. Jack Schwander, Desk, Inc.; Tim Pooley and Don McCree, Lacka- 
wanna Leather Co.; John Mossman, Desks, Inc. 


2. Dave Fisch, Simon H. Nemlich and Bernard H. Nemlich of Regan 
Office Furniture Corp., New York City: Leonard Rosenblatt, Regan 
Carpet Co.. New York City. 

3. M. Werfel, Hercules Seating Co.; Joe Brenner, Brenner Desk Co., 
Newark, N. J.; Guy Rentsler, Remington Rand. Inc.; Irving M. 
Levy. Art Steel Co., Inc. 


4. George J. Belzel, Blanchard Bros. & Lane: James M. Wray. guest 
and brother of George Wray: Herman Lakow. Samuel Lakow & 
Sons, New York City: George B. 
sentative: H. G. Tough. Security Steel 
C. Gunterberg, Blanchard Bros. & Lane. 


5. Front: Stuart Goldsmith, Quincy Mfg. Co.: Charles Grubstein, 
American Leather Mig. Co.; rear: Angus L. Gordon, Charles J 
Lane Co., New York City: a Dames, Security Steel Equip- 
ment Corp.; ur T. Orr and Charles J. Lane, Phasiee J. Lane 
Co., New York City. 


6. Ed Golden, Kalmus-Golden. Inc., New York City; Ben Levin, B. & 
L. Office Equipment Co., New York City: Sam Katz and Harry 


Wray. manufacturers’ repre- 
quipment Corp.; Charles 
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Lipshutz, Art Steel Sales Corp.; Jack Werfel, Colonial Office Fur- 
niture Co., Newark, N. J . 
7. Sam Bernstein, Dallek Desk Co., New York City; Bill Allen, Harold 


B. Allen Co., Paterson, N. J.; Seymour Nathan, Charles S. Nathan, 
Inc., New York City; Godrey Dallek and Nathan Dallek, Dallek 
Desk Co., New York City. 

8. R. G. Drinkuth, R. R. Davis, Phil Dames, H. G. Tough, and Norris 
Fay, all of Security Steel Equipment Corp. 

9. weg 4 Hoth, Macey-Fowler, Inc., New York City: Joe Galen, Peer- 
less Steel Equipment Co.; Alex Burkhardt, Victor Safe & Equip- 
ment Co.; R. B. Booth, The Leopold Co.; R. J. 
facturers’ representative. 

10. R. G. Drinkuth, H. G. Tough. Security Steel Equipment Corp.; 
James M. Glen, Manhattan Desk Co., New York City. 

ll. Dale McKnight, Lackawanna Leather Co.; Dick Houghton, Regan 
Office Furniture Corp., New York City: L. Kammerer, Clark & 
Gibby, Inc., New York City: F. C. Sorensen, Regan Office Fur- 
niture Corp., New York City. 

12. Bert Stilson, guest: Larry Lane, guest of Itkin Bros.; Ben Itkin, 
Itkin — New York City; and Norris Fay. Security Steel Equip- 
ment Corp. 


Freeman, manu- 





ford, Conn., agent, and J. A. Mesmer, Boston, Mass., 
agent. The new salesmen heard an inspiring message 
from one of the company’s most successful salesmen, 
Cliff Wright, of the Boston agency. Immediately after- 
wards, Ray Chartier, also of the Boston agency, a for- 
mer bomber pilot and a new salesman who made good 
in a few months, told of his experiences in selling 
Standard duplicators. 

The class later had an opportunity to visit the Bos- 
ton agency, which had just recently moved into model 
offices. 

Among the home office personnel participating in 
class instructions were D. L. Bassett, advertising man- 
ager; Earle Coke and T. E. Killeen, advertising de- 
partment: and C. E. Frey, D. A. Lounsbury and D. C. 
Stiles, executives of the supplies division. 

In an election of class officers, the following were 
chosen: president, G. William Campbell, Cincinnati, 
Ohio; vice-president, Robert B. Arnold, St. Louis, Mo.; 
salesman most likely to succeed, John A. Mesmer, 
Boston; most expert demonstrator, Roy Parsons, Bos- 
ton: and salesman with most sparkling personality, 
Dallas A. Tickle, Charleston, W. Va. 

Bill Campbell, class president, acted as toastmaster 
for the banquet on the closing night. Vice-president 
A. W. Vanderhoof, who also serves as general manager 
of Standard Duplicating Machines Corporation, 
praised the men for their spirit and close attention 
throughout the school program. 
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NEW YORK GROUP HOLDS ANNUAL GOLF MEET 

Members and guests of the Office Equipment Dinner 
Club, 65 strong, attended their seventh annual golf 
tournament Tuesday, June 18, at the Colonia Country 
Club, Colonia, N. J. 

Founded in 1899, the Colonia Country Club, said to 
be the sixth oldest club in the Metropolitan area, and 
second oldest in the state of New Jersey, boasts a 
well-appointed old club house, surrounded by beautiful 
shade trees and looks out over gently rolling ground 
on all sides. 

A large number of ardent golfers arrived early to 
enjoy a day’s golfing on this splendid course and to 
compete for prizes, of which there were a goodly num- 
ber. Those who did not participate in the golf tour- 
nament either played clock golf on the putting green, 
or cards on the spacious veranda. 

‘Security Steel Equipment Corporation, whose plant 
lies close by at Avenel, N. J., served refreshments at 
the eleventh tee and later in the afternoon provided 
refreshments at the club house. President Ralph P. 
Davies, Vice-president and Treasurer Rudolph G. 
Drinkuth, and Sales Manager Hal G. Tough were on 
hand to act as hosts to the group. 

Winners of the golf tournament were: low gross, 
Phil Dameo, Security Steel Equipment Corporation; 
runner-up, Bert Stilson, McCann-Erickson; low net, 
Don McCree, Lackawanna Leather Company; runner- 
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YOU’RE THE ONLY PEBBLE 
ON THE BEACH 
WITH AN OLD TOWN 
EXCLUSIVE* FRANCHISE 


Stand out from the crowd. In your entire trading area, 
you are the only distributor to whom OLD TOWN users 
can turn for their carbons, ribbons and duplicating supplies. 


The EXCLUSIVE FRANCHISE unifies your sales program be- 
hind a single, all-inclusive line. Factory trained representa- 
tives pitch in shoulder-to-shoulder with your salesmen in the 
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1d promotion of OLD TOWN products . . . bringing with them 
ok a tested kit of merchandising tools. While back in our 


laboratory, a staff of engineers is ever ready to crack your 
customers’ technical problems. 


The OLD TOWN line consists of superior ribbons and carbons 
for every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Dot Master Units, Copy Paper, Dupliforms, Duplicating Fluids, 
Stencil Duplicating Inks. 
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‘.. A limited number of territories are still available. Write 
. for full particulars. 
ip- 
*An Old Town Exclusive Franchise Means: 
PROTECTION: You are the only Old Town dealer in your 
c area. All orders go through YOU. 
er 
If PRODUCTS: A more complete line, 
ry simplified, grade-marked and 
trade-marked. 
o PROMOTION: Hard-hitting dealer 
ns helps. Local selling aids. Consistent 
‘ul magazine advertising 
id PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
- turnover of compact stock. 
n- 
r- 
n, 
nt 
at 
ed 
gs 
G. 
on 
RIBBON & CARBON CO. Inc. 
SS, Foremost makers of Ribbons and Carbons for Every Use 
n; 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
om -— Salés and Service Everywhere 





r- 
We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
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Ne MOM! MULTIPLY 
YOUR SALES WITH 
OMAN-A INOEX 
TABS... 


PACKED IN NEW 
AY CARTON 















NEW CARTON HOLDS 20 handy-size boxes. In each box are 5 glass- 
ine envelopes containing two 6-inch lengths of strip type U-MAK-A 
Index Tabs, both same color. Total carton contents: 100 feet . . . all Easy to Handle in Your 
same color or 7 colors assorted. Store... 


1 On Shelves 

2 On Counter 

3 In Window 

4 In Stock Room 

5 In Taking Inventory 





















COLORS SHOW 
THROUGH WINDOW 
cuT-ouTs! 







CUSTOMERS CAN 
SEE... HANDLE... 
SELL THEMSELVES ! 







EASEL BACK 
for Best 












~*~ > 


e- Wernicke | 














-MAK-A INDEX TABS 
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Puts Facts at Fingertips 


Fast-selling U-MAK-A Strip Type 
Index Tabs have top quality— 
beaded edge for easy grip—7 con- 
trasting colors— 
self-measuring 
scale printed’ on 
skirt . . . every- 
thing for steady 
growth of popu- 
larity. Full range 
of U-MAK-A Tab 
Types (strip, 
shield and index) 
meets every busi- 
ness need. 
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- Filing Equipment & Systems 
Visible Record Systems 
6) Q = ? r 1) 1c Q Office Furniture 


Bookcases 


U-MAK-A ; ND 4 TABS Stationers’ Supplies 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


IN EVERY DIVISION OF THE 


MISCELLANY 





INDUSTRY 





TWO APPOINTMENTS BY REMINGTON RAND 


The appointments of Sam L. Hooper as sales man- 
ager of noiseless typewriters and T. E. Gray as sales 
manager for Remington typewriters were announced 
recently by L. A. Newman, general sales manager of 
the commercial typewriter division of Remington 
Rand, Inc. 

Mr. Hooper, who started as a salesman in the San 
Francisco branch in 1914, has spent his entire career 
in the typewriter industry. He has served in various 

















T. E. GRAY 


SAM: L. HOOPER 


sales and executive capacities in the home office. 
In 1941, because of his specialized knowledge in 
the application and procurement of typewriters, he 
was appointed sales manager of the company’s Wash- 
ington, D. C., typewriter headquarters—a position held 
until his recent appointment. 

Mr. Gray became associated with Remington Rand, 
Inc., in 1934 when he joined the company as a port- 
able typewriter representative on the West Coast. He 
later became national sales manager of the Reming- 
ton portable division. In 1944, Mr. Gray was appointed 
director of the agency and dealer department for the 
commercial typewriter division, an assignment which 
continues to be his responsibility, in addition to his 
new duties as sales manager. 

SS ee 
FRIDEN APPOINTS TWELVE DISTRIBUTORS 

Appointment of twelve new distributors of Fridén 
calculators in foreign markets was recently announced 
by Stanley M. Fridén, export sales manager, Fridén 
Calculating Machine Company, Inc., San Leandro, 
Calif. 

The appointments, which cover scattered markets, 
reflect the renewal of selling activity in Europe. Ap- 
pointed in Europe are General Import Company, Rue 
d’ arenberg 14, Belgium; Pindborg & Petersen, Lars- 
bjrnsstraede 23, Copenhagen K, Denmark; O. Y. Merso 
A. B., P. Esplanaadikatu 33, Helsinki, Finland, and 
Casar Muggli, Lintheschergasse 15, Zurich, Switzer- 


land. 
Other appointments include Henk van der Voet, 
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Kerkplein 1, P.O. Box 129, Paramaribo, Surinam; A. 
Leonard Moses, 92 Harbour Street, Kingston, Jamaica, 
B.W.I.; Organizacion Tecnica (Carlos C. Stani), Chile 
394, Asuncion, Paraguay; D. Spanos, Sucrs. Ltda., Ruas 
Consiglieri Pedroso 82 e, Dr. Salazar 29, Caixa Postal 
434, Lourenco Marques, Portuguese East Africa; Lines 
Brothers, First St., P.O. Box 1377, Salisbury, Southern 
Rhodesia; Granby Stores, Ltd., (sub-agent for Pereira 
& Co., Trinidad), St. George’s, Grenada, B.W.I., Serafin 
Ferrufino, S.A., Casilla 197, La Paz, Bolivia; and for 
Korea and Manchukuo, Peter Gould, c/o Howard Nov- 
elty Company, 251 Post St., San Francisco, Calif. 
OO et 


HIGGINS ADVANCES TEHAN AND CHOLET 

Harry Tehan, sales manager of Higgins Ink Com- 
pany, Inc., Brooklyn, N. Y., was advanced from assist- 
ant vice-president to second vice-president by action 
of the directors of the company at their recent annual 
meeting. At the same time, Bert Cholet, advertising 
manager, was advanced from assistant secretary to 
assistant vice-president. 

Tracy Higgins, president, announced that sales for 
the first six months of 1946 will undoubtedly reach 

















HARRY TEHAN 











BERTRAM CHOLET 


the highest level of any similar period of the company’s 
66-year history. He stated that much of the credit for 
Higgins’ steady sales growth is due to the efforts of 
the hard-hitting team of Tehan and Cholet. 
ee 
ROYAL OPENS SUPPLY PLANT AT HARTFORD 


President E. C. Faustmann recently announced that 
the Royal Typewriter Company, Inc., in line with 
general expansion to meet current demands, has 
opened a 50,000 square-foot plant for the production 
of carbon papers, ribbons and other supplies at 1429 
Park St., Hartford, Conn. 

Seeking to develop even higher grade carbon papers 
and ribbons and more efficient manufacturing meth- 
ods, Royal’s new Roytype factory will at the same 


time permit greater expansion of typewriter produc- © 
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tion by affording additional space in the new Park 
Ave. factory for the manufacture of typewriters. 

After transferring Roytype production to the new 
location, C. B. Cook, vice-president in charge of pro- 
duction, announces that all equipment, much of it 
new and improved, has been moved into the light, 
clean building and is operating. The direct supervision 
of the new plant is under C. B. Cook, Jr., who has 
directed the production of Royal’s line of business 
machine supplies since 1939. 

Despite Royal’s 90 per cent war production during 
the war years, the company concentrated a good deal 
of energy on Roytype supplies, the one peacetime 
article which could be produced. 

ee 


L. E. WATERMAN ANNOUNCES APPOINTMENTS 


Changes in the higher management of the L. E. 
Waterman Pen Company, New York, N. Y., providing 
for greater expansion of production and research facil- 
ities, were recently announced by Fred S. Waterman, 
vice-president in charge of manufacturing. 

Edward R. Wagenhals, formerly assistant manager 
of the radio receiving tube division at RCA’s Harrison, 
N. J., plant, has been appointed to the newly-created 
post of production manager, while Henry N. Briechle, 
formerly plant superintendent, has been named chief 
engineer in charge of plant engineering, research and 
new product development, Mr. Waterman disclosed. 

Under this new setup, the title of plant superin- 
tendent has been abolished and the operations for- 
merly combined under his jurisdiction have been split 
up, with the production manager and chief engineer 
taking over these duties. 

Mr. Wagenhals, who will supervise all factory pro- 




























duction, is a graduate of Dennison University in} 
Ohio, where he received his B. S. in chemistry in 1927. 
Shortly after graduating from college, he got a job 
at the Harrison RCA plant, at that time part of Gen- 
eral Electric, and had been with the company until he 
left to accept the position at Waterman’s. 

Mr. Briechle, a graduate of Rutgers University, came 
to the company in 1923, starting as a draftsman in the 
plant. During his 23 years at Waterman’s he person- } 
ally designed and developed many of the tools and 
dies which are used in the manufacture of the pens. 
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REMINGTON PRODUCTION HITS NEW PEAK 


Howard V. Widdoes, vice-president and general 
manager of the typewriter division of Remington 
Rand, Inc., recently announced, in connection with 
the introduction of Remington Rand’s new keyboard 
margin control typewriter, that commercial typewriter 
production at the company’s Elmira, N. Y., plant has 
reached the highest point of all time. 

Plans for reconversion established before the war’s 
end have been put into effect and carried out with 
such dispatch, Mr. Widdoes said, that the company 
will be in a position to make deliveries of new type- 
writers in quantities against its large backlog of orders 
much sooner than was previously anticipated. Ship- 
ments of post-war Remington typewriters featuring 
keyboard margin control, as well as such pre-war Rem- 
ington developments as accelerated typebar action, 
personal touch regulator, finger-fitted composition 
keys, key trip, and longer writing line, have already | 
been made to all Remington Rand branch and district 
sales offices and to Remington typewriter dealers 
throughout the country. 











EFFECTIVE WINDOW —This window 
display at A. Pomerantz & Co., Phila- 
delphia, Pa., proved a traffic-stopper 
and also was effective in merchandis- 
ing the fans made by W. W. Welch 
Company, Cincinnati Ohio. 














BUCKEYE DISPLAY—This dis- © 
play booth was used by the 
Buckeye Ribbon & Carbon Co,, 
Cleveland, Ohio, to advance 
sale of their products at the 
Mid-America Exposition held 
in Cleveland, May 24 to June 
2. Several new items of the | 
Buckeye line were on display. 
The company also demon- 
strated its typewriter ribbon 
inking method and reported 
unusual interest in this par- 
ticular phase of manufacture. 
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FEEL BETTER - WORK BETTER- LIVE BETTER 
IN AN AIR FLIGHT CONDITIONED HOME - 
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MIDWEST-BEACH HAS OPENING 





Merrill D. Hasty, Northwest Travelers Club 





The beautiful new store of the Midwest-Beach 
Company, Sioux Falls, S. Dak., was visited by over 
3,000 persons during the grand opening on June 14 
and 15. 

Located at 222 S. Phillips Ave., in the center of the 
city and in the heart of the shopping district, the 
store is housed in a building 25 x 135 feet, with two 
floors and basement for display of office machines and 
sporting goods. 

Two large windows set off the lower section of the 
store front, providing one display space for showing of 
office furniture and accessories and another designed 
to display miscellaneous office supplies and social 
stationery. White rift paneled oak backgrounds are 
used. 


3,750. Square Feet of Space 


The main floor has about 3,750 square feet of two- 
colored square rubber tiling. Located at the right of 
the entrance in a large display case is the pen depart- 
ment. Miscellaneous office supplies are so arranged 
that one item leads the shopper to the next for sup- 
plies sueh as file folders, guides and cards, type- 
writer paper, carbons, and ribbons, loose leaf binders, 
ledger sheets, forms and indexes. The center of the 
store has seven two-faced open display movable islands 
with stock underneath. On the left are great card 
display cases, which are .fluorescent-lighted. These 
cases run back 45 feet and are adjacent to 30 feet of 
open display for social stationery and gifts, and 20 
feet of open display for leather goods. 

The second floor is easily approached by a front 
stairway, which leads to the sample floor for office 
steel and wood desks, files, safes, and card cabinets. 


FC er ae 

















Left—Exterior of the new store with extremely modern {ront, 
designed without windows in the upper portion. Full-view 
windows below provide attractive exterior display space. 
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EXTERIOR AND INTERIOR VIEWS OF NEW MIDWEST-BEACH CO. STORE AT SIOUX FALLS 


Upper right—Stationery department of new store, includin 
fountain pen case. A special feature is the elimination 
counters and the providing of help-yourself display cas 








Near by are the executive and general office chairs. 
On this floor are located the private offices of the 
Midwest Beach Company officials and general staff. 
Walls, similar to those on the main floor, are in fluor- 
escent green tint and the ceilings are off white. 


Air conditioning affords seasonable comfort to the 
entire store and offices. The general offices are sound 
conditioned. 


Purchase W. A. Beach Firm 


Just recently, the Midwest Press and Supply Com- 
pany purchased the business of the Will A. Beach Com- 
pany of Sioux Falls, and the firm now operates as the 
Midwest-Beach Company. Officers are J. Nelson Shep- 
herd, president; Lyle Espe, vice-president and mer- 
chandise manager; Clifford Halverson, vice-president 
and sales manager; and Norril Rogness, secretary and 
salesman. 

Salesmen of the Northwest Travelers Club and others § 
assisting at the grand opening were Roy C. Clarke, § 
F. S. Webster Company; George Lazier, Boorum &§ 
Pease Company; J. L. Jackson, Whiting Paper Com- 
pany; Al Nordstrom, Smead Manufacturing Company; 
Matt Dillon, Associated Stationers Supply Company; 
Jack Guntrum, Carter’s Ink Company; Charles ‘Hick, 
Art Metal Construction Company; Claude Feet, Eber- 
hard Faber Pencil Company; Russell Okerstrom, W. A. 
Sheaffer Pen Company; Pete Masterson, Acco Products, 
Inc.; Warren Carlson, Wilson Jones Co.; Einar Soder- 
ling, John Leslie Paper Company; and Merrill Hasty, 
Sengbush Self-Closing Inkstand Company. 


Officers of the company invited in all their city and 
out-of-town salesmen to assist in the grand opening. 
These include Norril Rogness, Warren Young, George 
Greenough, Al J. Even, Marion Musgrave, Claude 
Stockwell, Joe Kraft, Jerry Schermerhorn, Gene 
Schlichting, Gardner Thompson, superintendent of the 


(Turn to page 100, please) 
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is the principa Y The secret? Sikes Patented Fixed-Float- 


Sikes X-77 Executive Office Chair has ing Seat (U. S. Pat. No. 1909018). When 
P j f the occupant tilts back, ihe rear of the 
become nationally known for seat gradually lowers while the front of the 


seat remains stationary. Therefore, 


1. The comfortable and correct sitting 
position is maintained (no sliding for- 
ward on the seat when chair is tilted 


back). 


Since front of seat does not raise up 
when chair is tilted, the feet do not 
leave the floor and there is no nerve- 
pinching, muscle-cramping pressure 
under the knees,—often a contribut- 
ing factor in creating fatigue. 


Despite material shortages, we have in- 
creased our production of X-77 so that 
all Sikes dealers are receiving some of 
these chairs——not as many as they can 
sell but we hope to do better soon. 


PLEASE CONTACT THE SIKES 
REPRESENTATIVE IN YOUR AREA 


Metropolitan New York, Northern New Jersey 
and New England 
F. J. BLOEMPOT, 1 Park Ave., New York, N. Y. 
ee ee 
Virginia, W. Virginia, North Carolina and 
Eastern Ohio 
WALTER H. GERWiG, P. O. Box 976 
Parkersburg, W. Va. 





Middle West 


H. WRIGHT JOHNSTON, 1716 Merchandise 
Mart, Chicago, Ill. 


South 


R. T. MALONE, Route 1, Box 596 
Dallas 8, Texas 


Pacific Coast 


ROSS R. WEST, 115 Front St., 
San Francisco, Calif. 


All Other Territories 


The SIKES Company, Inc., 20 Churchill St. 
Buffalo, N. Y. 


20 CHURCHILL ST. BUFFALO 7, N. Y. 








UARCO APPOINTS DIVISION MANAGER 

The appointment of J. J. Kral as western division 
manager for UARCO Incorporated, Chicago, manufac- 
turers of continuous business forms, was announced 
recently by W. R. Barker, president. Mr. Kral will be 
in charge of all company operations in the western 
division, with offices in Oakland, Calif. Besides the 
Oakland plant, the company operates plants in Chi- 
cago and Cleveland, Ohio. 

Mr. Kral started with UARCO in 1921 as an ac- 
countant, later becoming chief accountant and office 
manager for the Chicago plant. He became succes- 
sively superintendent of the Chicago plant, manager 
of the Cleveland plant, and in 1943 was transferred 
to Oakland as plant manager. 

At the same time, Mr. Kral announced the appoint- 
ment of T. A. Hynsen as western division sales man- 
ager. Mr. Hynsen began to work for UARCO in 1916 
as a Salesman in St. Louis, Mo., and served in several 
districts as sales manager. For the past year, he has 


been district sales manager for the West Coast area. 


rr 0 


ACME OFFICE FIXTURE INCORPORATES 
Ohio secretary of state’s office has announced the in- 
corporation under Ohio laws of the Acme Office Fixture 
Company, Cleveland, with 300 shares of no par value 
common stock, principals being Louis Polatsek, Jerry 
Polatsek, and L. Beaumont Parks.—AK. 

















M. L. OBER C. S. OBER 





BUY BUILDING—Stationers, Inc., Indianapolis, Ind., a firm of 
which M. L. Ober is president and C. S. Ober secretary. 
has purchased the building occupied by the firm for the past 
ten years. The story appeared on page 99 of the June issue. 
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STELLA PAJUNAS WINS TYPEWRITING HONORS 

Miss Stella Pajunas, 25, of Cleveland, Ohio, won the 
grand slam championship in the typewriter event 
sponsored by the International Commercial Schools 
at the Hotel Sherman, Chicago, on June 19. It was the 
first time in the history of competition sponsored by 
this organization that one person won all three events. 

Using an IBM Electromatic machine, Miss Pajunas 
won the one-hour professional speed contst with 140 
net words a minute, the 30-minute amateur contest 
with 140 words, and the 20-minute novice contest with 
137 words. In winning the professional championship, 
Miss Pajunas defeated the reigning champion, Miss 
Margaret Hamma (Mrs. Donald Dilmore) of Brooklyn, 
N. Y., who placed second with 138 words a minute. 
Third place in the. professional event went to Corez 
Peters of Washington, D. C., who used a manually- 
operated keyboard in typing 133 words a minute. Miss 
Pajunas’ sister, Mary, placed second in the amateur 
contest. 

The world record of 149 words a minute, made by 
Miss Hamma in 1941 with an electrically-operated key- 
board, still stands. 

The official report by the contest committee listed 
the other winners besides Miss Pajunas, Miss Hanna, 
and Mr. Peters as follows: 

First year high school—Carol Jean Radcliff, Dan- 
vers High School, Danvers, Ill., 61 net, Royal machine. 

Second year high school—Alberta Zylstra, Pullman 
Tech High, Chicago, 79 net, Royal machine. 

First year business college—Grace Wagner, Jean 
Summers Business School, Buffalo, N. Y., 47 net, Elec- 
tromatic. 


Second year university—Thelma Jean Sutherlin, 





STELLA PAJUNAS, THE CHAMP 


(Chicago Sun Photo) 


Central Normal, Danville, Ind., 73 net, Electromatic. 
Open school event—Alberta Zylstra, Pullman Tech 
High, Chicago, 79 net, Royal machine. 


—_—————_¢—= 9 —__—____—_. 


ROY BUCHOZ JOINS ALLEN ORGANIZATION 

Roy A. Buchoz, well-known in the business machine 
industry, on June 1 joined the Allen Calculators, Inc., 
organization, Grand Rapids, Mich., as vice-president in 
charge of sales promotion ad company relations. Mr. 
Buchoz will also supervise sales in the cash register 
and bookkeeping machines divisions. 

For 26 years, Mr. Buchoz was associated with the 
Burroughs Adding Machine Company and comes to 
Grand Rapids from Detroit, where he managed Bur- 
roughs cash register and bookkeeping machines di- 


visions. He was Henry Ford’s first office boy in 1907, © 
and since that beginning has covered many fields of ~ 
interest. He’s a golfer, likes hunting, fishing and sail- © 
ing, dabbles in public speaking and helped edit the 7 


Landers, Frary and Clark book, Systemeering, which 
was published last year. 
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SAM FRANCISCO 


SIZE 11 x 8% INCHES 


NOW BEING DISTRIBUTED TO THE TRADE 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 







A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 







Upper compartment with lift cover for current records 
and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 















SIZES AND PRICES 






No. 854—LETTER SIZE No. 858—LEGAL SIZE 
Wide ig Deep Wide High Deep 

Upper Compartment 13” 10%, a ae 16” 10%,” 24” 
File Drawer 124,” 1094" 243," 15844” 1034,” 243," 
Utility Dawer 124,” 3 Ae 243," 1544” 354° 243," 
Overall Height 30142.” Overall Height 301,” 





LETTER SIZE 


These prices do not include indexes. 


STEEL CARD CABINETS 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of 
best grade extra heavy cold rolled furniture steel, electrically 

at welded throughout. Rubber legs are provided but can easily be 
ONE DRAWER UNITS removed when the units are stacked. 





No. CardSize Capacity Depth Price 
C335 3x5 = 1500 cards = 16" $3.25 Drawers are equipped with bail suspension, to prevent accidental 
C3580 5x8 1500 “ 16” 5.50 withdrawal from cabinet. Also, newly improv itiv . 
C369 6x9 1500 “ 16” 8.00 cab . 1 Newly improved positive lock com 

pressor to keep cards in place. 
TWO DRAWER UNITS 

No. CardSize Capacity Depth Price Finished in Cole Gray and Olive Green. 
C3352 3x5 = 3000cards «= 16” $6.00 
Sees rot | ro a + a os LOCKS—Cabinets equipped with lock and 
C3692 6x9 3000 “” 16” 12.75 key add $1.75 per drawer to prices below. 


HEAVY STEEL 
SECURITY BOXES 


For the safe keeping of bonds, 


policies, books and other valua- 





bles for home or office. 





No. C1505 Made of finest grade of extra No. C1303 
16” x 12” x 734” 134" x 104" x 5/2” 


$13.50 COLE GRAY CRINKLE FINISH GREEN CRINKLE FINISH $11 00 
Equipped with combination lock. ly welded throughout. Equipped with disc tumbler lock. ; 


COLE STEEL EQUIPMENT Co., INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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Operators who know prefer Monroe 


World-wide leadership of Monroe has been main- 
tained because Monroe machines produce more useful 
answers with less effort day in and day out. These 
results are achieved through the simplicity, flexibility, 
speed and easy operation of the machines; and methods 
applied by highly-trained Monroe representatives. 

The calculating machine illustrated is equipped with 
the famous exclusive Monroe 3-Series Dials. Through the 
use of this feature, the Monroe representative can apply 
startling short-cut methods and in many cases eliminate 
entire operations. 

Monroe Listing Machines and Accounting Machines are 
products of the same engineering skill and precision of 
manufacture — and all Monroes have the incomparable oF 
“Velvet Touch” keyboard, a prime factor in eliminating 












operator fatigue. i ge 
Phone your local Monroe representative today. He will be ( 5 oa 
glad to discuss our complete line of office machines with you. tgs was 
Send for your copy of the new Payroll Booklet and 1946 w 
Withholding Charts. Monroe Calculating Machine Company, 
Inc., Orange, N. J. — 
Monroe maintenance and service available through Monroe-owned branches in principal cities. oo 
)95 Monroe Calculator Model MA7-173-W-3 | “ 
SIZE r 
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209-685-191 
Monroe Accounting Machine 
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= MONROE 


N.Y. CALCULATING « LISTING - BOOKKEEPING MACHINES 
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Mice wala: 


Theis HIGH-WAY for Gary Filing! 





QUICK ACCESSIBILITY 


NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
length chrome finish metal hangers which 
rest on two guide rails. 

All metal file, caster equipped, finished 
in olive green enamel. Width 131%, in., 
depth 18 in., height 27 in. 

Shipping weight 33 Ibs. Packed 2 to 
carton. Shipped K.D., easily assembled. 


\e 


This is a COMPLETE filing unit. It includes the 
steel cabinet PLUS 25 HANG-A-FILE folders and 
inserts. Here is a complete filing unit ready to go 
to work. Recommended for countless uses: cor- 
respondence, shipping orders, shop ticket, bills, 
orders, invoices, etc. An unprecedented sales 
opportunity for dealers everywhere because there 
is a tremendous need for HANG-A-FILE equip- 
ment. Write—Telephone—Wire. Don't miss this 
opportunity to boost your filing department sales 
and profits. Complete information on request. 


Louis H. Farber 
OFFICE AND SCHOOL FURNITURE 


31° E. CONGRESS ST., WEB. 3217, CHICAGO 5, ILLINOIS 
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“BOTTOMS UP” 


Securing Location, Measuring Initial Capital, 
Finding Merchandise All Provide Trials and 
Tribulations in Starting New Business 





By J. H. MEYER 


(Partner in Las Vegas Office Equipment Company, 
Las Vegas, N. Mex.) 





ES, SIR! Like most people going into business, 

we had read numerous articles on the correct pro- 
cedure to be followed in getting established in the Big 
Bad Business World. Magazine articles, hints to GI’s, 
and trade magazines were devoured till we suffered 
from acute paper-itis. To be sure, some of these 
articles were excellently written, and were most con- 
vincing. Some contained hints of value. Others, how- 


ever, left the impression a persen would be much bet- | 


ter off to stick to the old job, ahd let the boss do the 


worrying when the inevitable depression comes rolling 


along. 


Our business is still in the experimental stage, so to | 


speak, but I become more convinced each day that 
a going business is always in the experimental stage. 


I am equally convinced that there is no such thing © 


as a set rule to be followed in getting started. Gen- 
eralities are no substitute for experience. As in book- 
keeping, there are certain accepted forms, but every 
minute detail must be flexible enough to bend to the 
particular need of each business enterprise. 

My partner and I had two important decisions to 
reach before starting on our venture—first, the type 
business from which we would realize the most over a 
period of years, and second, the place to establish 
this particular business. By way of explanation, both 
of us were qualified, more or less, to start either in 
aviation or in the office supply business. How we de- 
cided on the latter is still another story, longer and 
more complicated than the one I’m now telling. 


It Doesn’t Hurt to Aim High 


So, we were going to establish an office supply store. 
Our ideas were, and remain, big. Perhaps too big for 
our coin purses, but it never hurts to aim high, espe- 
cially when you’re suffering from buck fever. Perhaps 
I do myself an injustice when I call it buck fever, but 
I do know that my wife had to tie my shoestrings 


| to keep me from ending up with a half-hitch that 


delayed my retiring each night. Our first decision, the 
selection of a name, was also our first mistake. As it 
turned out, we have here another business concern 
with a name so similar that it often seems we get his 
bills and he gets our checks. No doubt he thinks the 
same thing. Our second decision, and incidentally our 
second mistake, was our estimated allowance for 


capital and reserve. Our percentage looked wonderful | 


on a ledger sheet, but fell far short on the small 
capital investment involved. Our monthly overhead 
didn’t miss $1,000.00 per month by much more than 
the price of a five-cent candy bar. Roughly, that 
meant at least $3,500.00 in gross sales, which we didn’t 
have. “Courtesy drop-in trade” leaves much to be 
desired when it comes to meeting such expenses but 
of course it helps, and fortunately we had our share 
of this business. We are overcoming this oversight in 
various ways, and I still bear some of the scars. Try 
sitting on an inverted metal waste basket eight hours 
per day and you’ll see what I mean. Still we managed 
to get out our orders, and answer the volume of mail 
that jammed our small lock box. 

Location was our next big decision. A few of the 
pitfalls we encountered may be in order, for we 
wasted three months in the Battle of New Mexico 
trying to find what we were looking for. Don’t ever 
fool yourself with the idea that you can find a good 
location and hold on to your old job at the same time. 


All you gain is inefficiency, the risk of losing your 
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Visit our new streamlined 


showrooms ...in.our 
efficiently-equipped plant 
at 4242 West Filimore St.. 


Chicago 





Pre-view... \ow! 


ee Briel Cases 


and luggage 








Quality...Production stepped up 


We’re eager to shew you the proof 


Come see for yourself when next in Chicago 


And we'll open your eyes with a long line of examples of Stebco 
superiority in handling fine leathers and textiles. If you have time, we'd 
like to take you behind the scenes—show you how Stebco “know-how,” 
workmanship and design combines to bring you this line of lasting de- 
pendability and beauty. Stebco products are increasingly available—for 


your profit — your customers’ satisfaction. 


we look forward to your visit 
 Stebeo Meets sixce ive 


STEIN BROS. MFG. CO. * 4242 WEST FILLMORE, CHICAGO 24, ILLINOIS 
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Typewriter lle fion 


REDUCE STENOGRAPHER 
FATIGUE BY USING THE NEW 


REXON 


VIBRATION MOUNT 





We have been searching for years for a type- 
writer mount that would actually absorb the 
shock and vibration of typewriters. AT LAST 
WE HAVE FOUND ONE. These Rexon Mounts 
will do the job. The principle of this new type- 
writer mount design is a radical departure 


from conventional practice. It combines the 
high vibration dampening properties of rubber- 
in-shear, with the safety, durability, and ease 
of installation of a simple compression mount. 
This set of four mounts will absorb approxi- 
mately 95% of the typewriter vibrations and 
deadens approximately 50°. of the typewriter 
noise. They are permanently fastened on the 
typewriter stand in the proper position. Re- 
move the machine feet screws and place the 
typewriter squarely on the studs that are fur- 
nished with the mount. It is optional whether 
the feet be removed as the mounts are satis- 
factory either way. The feet, if left on, add 
height if it is required. 

For complete details, contact your typewriter 
dealer. 


Ames Supply Company 


EXCLUSIVE DISTRIBUTORS TO THE OFFICE MACHINE TRADE 
564 W. Randolph St., Chicago 6 


583 Market St., 





37 Murray St. 








New York 7 AGENCIES San Francisco 5 
19131 Commerce St.,; PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atlanta 3 
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job, and mental confusion to a point where you may 
decide on a town where you couldn’t even retire, let 
alone make a living. Local Chambers of Commerce 
were always prompt and considerate, but they seemed 
to approach the matter more from a tourists’ stand- 
point than from that of a desperate soul planning to 
invest his last nickel. However, and I say this in all 
sincerity, if the business pans out O.K., I plan to visit 
some of the places shown in the colored folders. 
Frankly, I never before realized that every town in 
the U.S.A. is the best for health, wealth, drinking 
water, pretty girls, and scenic beauty. Surely the 
“Travel America First” campaign has a good reason 
for existence. Getting back to the story, we finally 
decided on a small town which we believed had a 
future and in which there seemed to be a definite need 
for this type of business. 
Compromise Made on Location 


Store location was definitely a compromise. We had 
two available locations. One, a grand store with ex- 
cellent display windows, was a mile and a half off 
the beaten path. The other, which we selected, was 
centrally located but very small and without a back 
entrance for loading and trash disposal. We still move 
all the counters to the right side of the store each time 
a freight shipment arrives, but it affords an excellent 
opportunity to sweep in those hard-to-get places. 
Frankly, I suspect that is the reason for the several 
compliments we’ve had on being one of the cleanest 
stores in town. Anyway, it hasn’t hurt our reputation 
one iota. 

And so it was, that after four months we had a 
store and a name. But, and there’s always a con- 
junction in our way, we had no stock or fixtures. I 
had thought our headaches would be relieved with 
the aspirin-like effect of a location, but they were just 
starting. Only after sizzling phone calls (an expensive 
proposition), fiery telegrams, and hot letters written 
on asbestos, did we resign ourselves to the fact that 
we’d either have to have our fixtures tailor-made or 


sell from the floor. And I do mean the floor. I’d have: 


given $25.00 to have been a Chinaman under these 
circumstances, but that was merely wishful thinking. 
So we called in the local cabinet maker, and he, being 
a good Joe, contracted to take care of our needs. Our 
first piece of furniture arrived seven weeks later and 
we polished it until I was ashamed to place mer- 
chandise in its lily-white shelves. Piece followed piece, 
however, and soon we had our fixtures in place. (An- 
other six weeks to be more exact.) 
Patience Brings Merchandise 


Meanwhile we were not standing nor SITTING idly 
by. We were still using the waste baskets for chairs, 
remember? Instead we wrote to dozens of manufac- 
turers, jobbing houses and salesmen, with whom my 
partner had more than a mere acquaintance. This 
was another place where the experience angle defi- 


nitely came into play. Contacts are hard to “buy” dur-~ 
I personally look forward to the | 
time when salesmen try to sell me something instead © 


ing post-war days. 


of me trying to sell the salesmen on the idea of sell- 
ing to me. 


and these references called for financial statements. 


How a man just going into business can give business © 


references remains a mystery to me, but there must 


be a way as everyone requests them. Maybe everyone © 


does like we did. Eventually, orders were placed and 
acknowledgments received. Merchandise? 


few small items after about 30 days, but the larger 
money-making items took and are taking from four 
to six months. Yep, we needed a six months’ reserve 
instead of four months’. 


Things were beginning to shape up now, and the ; 
vision in our minds’ eye was starting to materialize. 7 






That’s an involved statement, and the © 
procedure is no less complicated. Anyway, we started © 
getting replies, and these replies called for references, © 


Hum. We 
were lucky (several salesmen told me so) and got 4a) 
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We were desperate for merchandise though, so we ~ 
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THE NEW, DIFFERENT AND 
IMPROVED FILING FOLDER 


“ (wspond 0 Folder 


was 
back 
cs a e gue = 9 Ee 

ove PERSONAL DE SK FILE 
time 
llent 
aces. This new . . . different . . . and improved 
pare Suspend-O-Folder Personal Desk File fits 
ution into the double drawer of the desk—a per- 
ad a sonal file at his finger tips. An olive-green, 
a heavy gauge steel box with 25 (all positions 
2S. 

with 5th cut) Suspend-O-Folder and assortment 
oe of easy-to-insert guides, such as A to Z, Days, 
itten Weeks; special classifications as Advertising 


that 
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Contracts, Sales, and blanks for writing or 


PERMANENT ANGULAR METAL TABS - 
read because they are tilted 
PERMANENT METAL HOOKS - 


idly 4 DA // é a folder so they cannot pull c 

alrs, - 25 POINT GREEN PRESSBOARD — W 

a : all the abuse you can give it 

This .. 1’ CLOTH GUSSET EXPANSION — As folde: 
defi- being’ filled, expansion gusset 
dur- . gracefully 
Bee 5... EASY-TO-INSERT TABS, CELLOPHANE PROTECTEL 
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VAN DYKE 
PRICES UNCHANGED 


Van Dyke Industries will maintain present 
prices, despite expiration of O.P.A. Our 
responsibility of supplying quality Van Dyke 
Fluorescent at the lowest possible cost is 
more important than ever. We shall do 
everything in our power to continue that 
policy and combat inflationary tendencies. 


PRODUCTION SHOWS GAIN 


We are pleased to announce satisfying in- 
creases in the number of Van Dyke lamps 
being turned out each month. As materials 
and conditions grow more favorable, we will 
bend every effort to constantly step up the 
tempo of production. It is our desire to fill 
the tremendous demand for VAN DYKE 
FLUORESCENT as rapidly as possible. 


A NEW VAN DYKE 
“ADJUSTA-LITE’ MODEL 


ALL METAL 






No. 1222 
SINGLE TUBE 


Patented Arm— 
Offers any Height 
Adjustment. 


Patented Flexible arm permits easy adjustment to 
any height desired. Finished in Morocco Brown. 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. Chicago, Illinois 





os 





decided on a buying trip. This turned out to be an 
excellent idea. We both needed a vacation anyway. 
The merchandise? Fortunately we had our orders on 
file. There were a few exceptions. Ready cash seems 
to have a buying power all its own, and out-of-stock 


items sometimes appeared from nowhere. We made 
a few such purchases, all of which fit on a 12-foot 
shelf. 

And so it went. And so it is still going. A shipment 
today, a fixture tomorrow. Acknowledgments every 
day, invoices once in a while. Checks to write each 
day, deposits to make each week. 

Pessimistic? Who said so? We’re getting our busi- 
ness going and the future looks bright even through 
the haze. There’s just two things I want to get 
straight. I’m not telling anyone how to open a busi- 
ness, and I wish someone would send me a chair. This 
waste basket is killing me. The bottom’s up. 


———_2——9 


EAGLE PENCIL MAN ADDRESSES ACCOUNTANTS 

“Red ink will be back in strong demand if industry 
cannot squirm out of the ever-tightening squeeze be- 
tween ceiling prices and steadily increasing wage and 
material costs,” said L. Clayton Hill, works manager 
of Eagle Pencil Company, New York, N. Y., addressing 
3,000 participants at the twenty-seventh annual cost 
conference of the National Association of Cost Ac- 
countants on June 18 at the Waldorf-Astoria Hotel. 

“Inordinately high volume has held off the day of 
reckoning temporarily, but the price-cost squeeze com- 
pels most concerns to operate at full capacity in order 
to keep their heads above the break-even point where 
profits end and losses start. Objective cost reduction 
programs paralleling vigilant cost control activity look 
like industry’s best bet to avoid financial strangula- 
tion. 

“Productivity must increase and waste be minimized. 
This is a job for staff accountants and industrial en- 
gineers, since most operating men are preoccupied 
solving urgent day-to-day labor, material and produc- 
tion problems.” 

Mr. Hill pointed out that these technical experts 
must approach their job with inquisitiveness, open- 
mindedness and determination. He suggested typical 
points of attack on products, process and procedure 
in a cost reduction program and stressed the impor- 
tance in all this of current, well-compiled account- 


ing information. 
mange ae 


AMA ELECTS I. 0. ROYSE AS VICE-PRESIDENT 


The re-election of I. O. Royse, general office man- 
ager of Ralston Purina Company, St. Louis, Mo., as 
vice-president of the American Management Associa- 
tion Was announced recently by Alvin E. Dodd, AMA 
president. 

As an AMA vice-president, Mr. Royse will be in 
charge of the Association’s office management divi- 
sion. The American Management Association is a 
national group of more than 9,000 industrial companies 
and executives interested in scientific management in 
the production, financial, personnel, marketing, pack- 
aging, insurance and office management fields. 

Each year it selects outstanding executives from the 
various business fields to assist in the planning of 
AMA meetings, publications, and research designed 
to further a broad exchange of information and ex- 


. perience in the interest of advancement of the pro- 


fession of management. 

Mr. Royse has been chairman of the Executive 
Training Forum, St. Louis; a member of the Interna- 
tional Council on- Religious Education, Chicago; sec- 
retary, board of managers, Downtown YMCA, St. 
Louis; president of the Industrial Relations Club, St. 
Louis; director of the Majestic Manufacturing Com- 
pany, St. Louis; and a lecturer on office and general 
management, Washington University. He has been 
with the Ralston Purina Company since 1920. 
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Stratford is putting these “stars” to work for 
you. By an unusual advertising technique 
employing association—rather than the 
over-worked testimonial—leading “depend- 
able performers” dramatize Stratford 
dependability in a convincing, profit-boost- 
ing national advertising campaign. These 
well-known headliners act as sales-magnets 
to readers of Life, The Saturday Evening 
Post, Liberty, Collier’s, Sunday roto sec- 
tions in key cities and of many other 
important publications. 

Capture your share of the pre-sold audi- 
ence by featuring Stratford Regency — the 
Dependable Pen—in your windows and on 
your counters now. 


AT THE MAGIC () 0 
RETAIL PRICE 


DEPENDABLE PENS and PENCILS 
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PROMPT DELIVERY? 


\ Df (write or draw) § PRI N | c 
ON STENCIL NA IT ON.. THEN : 











pile draw ot hace on the stencil. = 1 pestearde, hipping tags, bores. ete, 


tps Hon Mattstamp Quick,automatic ouch no ink Pm 


Ji if type 


THE COMPLETE ALL-PURPOSE PRINTING OUTFIT...NO TYPE TO SET! 


PRINTS ON WOODEN BOXES, CARTONS, 
SHIPPING TAGS AND LABELS, CLOTH 


oe AS WELL AS ON CARDS, PAPER, ON OR INSIDE BOOKS OR FILES, ETC. 


Post Card Size 
for Larger Tags, 
Labels, Notices, etc. 


The No. 3 MULTISTAMP is 
the “Rocker Type” Duplicator 
that prints on practically any- 
thing. Size 5% in. long by 3% 
in. wide. A single stencil can 
contain up to 32 lines of type. 
No experience required to op- 
erate MULTISTAMP. 


Complete with supplies in 
sturdy case. Weight: 4 Ibs. 


Non-Mechanical 
Outfit, F.O.B. Fac- 
00 tory: 


1 )) 3 


Rubber Stamp Size 
for Shipping Tags, 
Labels, Cards, etc. a e.. 


The No. 1 MULTISTAMP is a 1 I TAMp |F 


flexible rubberless hand =< | 


























stamp that takes the place 
of rubber stamps. Prints up to 
5 lines of type, 3 in. long. 
Eliminates retyping and slow 
hand-addressing — it has a 
thousand uses around any 
office or shipping department. 


Complete with supplfes in 
compact case. Weight: 2 Ibs. 


Non-Mechanical 
50 Outfit, F.O.B. Fac- 










tory. 


















Established 1921 ( 

Reg. U. S. Pat Off. 
*Every MULTISTAMP Outfit is Guaranteed for 5 Years! Write for Illustrated Folder Showing Other Complete Outfits for $25 to $82.50.* A] 
co 


DEALERS: 


UTISTAMD = 


new, liberal 
Dealer Plan - 
é 
MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 
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STENOGRAPHER’S CHAIRS... 


Just get an office manager to try one of these postwar Stenographer’s 
Chairs and you’ll find yourself equipping his entire office. 

And it’s easy to get approval because the working comfort and style of 
ves. ee, these chairs please the stenographer—their durability, efficiency-promoting 
design, and moderate price please the office manager. 

To keep orders coming in, sell Gunlocke Stenographer’s Chairs for office 


standardization. 
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572 588P 682 USB 
All wood chair. Attractive, The most popular stenogra- The last word in modern design 
comfortable and economical. pher’s chair ever offered. and efficient working comfort. 





. _H. GUNLOCKE CHAIR COMPANY 











Send for these 
DEALER HELPS: 


e Stuffers eBlotters 
eNewspaper Mats 
eShowcards and 
ePocket Demonstraters 
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NNOUNCING 
THE NEW 







SLAB, LATEX 


~ FOAM RUBBER | 


CHAIR 
CUSHIONS 






Fairfoam 


a contribution of science to 
luxurious comfort 


@ Prevents fatigue 








® Prevents wear (and shine) 
on clothing 
@ It breathes; it cools 
@ Dust-proof; lint-proof 
® Moth-proof; vermin-proof 
© Sag-proof 
® Lasts a lifetime 
1” CUSHIONS 1%” CUSHIONS 2” CUSHIONS 
Fairfoam line Fairfoam line Fairfoam line 
(slab, latex foam rybber) (slab, latex foam rubber) (slab, latex foam rubber) 
No. 10 §, Steno size, No. 20 S, Steno size, 

Nit BOCH ees. cis.. $4.50 Ne: TP aaa sty $5.50 list each .... lcdic i ccccace $6.50 
No; 10 E, Exécufive size, © ks ee. ee 3 No. 20 E, Executive size, Pa 
list @GCN (Gags. bccn... 5.00 No. 15 E, Executive size, Hist @Chchh 0: ceeded scenes eas 7.00.3 

lst ech ....26k6e Sia 6.00 - 


De luxe line De luxe line 
(50% flaked, latex foam rubber — All cushions are covered with [50% flaked, latex foam rubber 
and 50% cotton felt) ; and 50% cotton felt) a 
No. 62, Steno size, bre matting tom caeaee ane No. 45, Steno size, 


Net OC ik $2.70 gabardine (on the other) and are list eG oni) dhe ..$4.50 
No. 64, Executive size, available in brown, green and No. 46, Executive size, 
ee 60h. 3.20 maroon. list wach . sisscs hc os ue ae 








Above list prices subject to liberal trade discounts. 


FAl FURNITURE COMPANY 






1197 McCarter Highway * Newark 2, N. J. 
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FOR 
LITTLE 
GIRLS 






but not for 


CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 





handling. 
" * " Ve 
The famous patented "Carbon Gripper LUC 
in every box of Codo Super-Treated, ~S 
: => 
Super Kote and Keen Rite. Sf 
= 


ae 


270 Lafayette St., 
New York 


529 South Franklin St., 
Chicago 
Factory: Coraopolis, Pa. 
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ROYAL APPOINTS OKLAHOMA CITY MANAGER 

A. W. Barlow, western division sales manager of 
Royal Typewriter Company, Inc., New York, N. Y., re- 
cently announced the appointment of Max D. Brown 





MAX D. BROWN 


as branch manager at Oklahoma City, Okla., to suc- 
ceed F. H. Fromming, effective May 6. 

Up from the ranks, Mr. Brown started with Royal 
as a salesman in Little Rock, Ark., eight years ago. 
Transferred to Oklahoma City in 1940, he entered the 
service a year later and supervised typewriter main- 
tenance at Fort Sill, Okla. After receiving his dis- 
charge from the Army last January, he returned to the 
Royal sales staff in Oklahoma City in his former ca- 
pacity. 

ee 

YAWMAN AND ERBE MAKES APPOINTMENT 

Harvey P. Rockwell, vice-president in charge of 
wholesale division for Yawman and Erbe Manufactur- 
ing Company, Rochester, N. Y., recently announced the 











DONALD C. SWAN 


appointment of Donald C. Swan as district manager in 
the states of Ohio, Michigan, and western West Vir- 
ginia. 

Mr. Swan was connected for two years with the 
Rockford Printing and Supply Company, Rockford, 
Ill., for seven years with Coe Brothers, Springfield, 
Ill., and for the past four years has been with the 
armed forces. 

a 


NEW OFFICE SUPPLIES BUSINESS IN CHICAGO 


On or about August 1, the Ravenswood Office Sup- 
plies Company, Chicago, will open a store at 1922 Irv- 
ing Park Road. All types of office utilities will be 
handled, with furniture and equipment lines added as 
they become available. Fred J. Meyer, proprietor of the 
new business, is a comparative newcomer in the office 
supply field, his many years of business experience 
having been in another industry. He will be assisted 
in his sales work by Edward Wreath, who has had 20 
years experience retailing office supplies in the Chi- 
cago area and certain parts of Michigan. 

1946 
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House Cleaning .... 


N THE TIME OF OUR YOUTH every mother and aunt and 

good housekeeper celebrated the Spring Season with a gen- 
eral house cleaning. Every room, every closet and every cup- 
board was emptied, their contents thoroly cleaned and the 
unnecessary accumulation of cast-off clothing and worn out 
utensils were discarded. It was a laborious back breaking job 
but remember how happy every one was when it was finished? 


Today, in our opinion, the U.S. A. needs a good old-fashioned 
house cleaning—politically, spiritually and economically. Im- 
mediately we hear choruses of ‘‘That’s right, vote the rascals 
out’’. To vote one set of politicians out and another one in isn’t ~, 
our idea of house cleaning. Simple change is not necessarily 
improvement. We must exterminate the political racketeering ( 
that has overgrown both our National Parties. 





We must recognize the fact that there is a powerful movement in this country to sab- 
otage our National Defense and degrade our International Prestige. In time of war we 
were unceasingly on watch for sabotage. In time of peace we must continue to watch 
for sabotage but of a different kind. We must prevent sabotage of our nation thru the 
disclosure of our military secrets and scientific processes to every foreign ally or potential 
enemy. Our house cleaning should include removal of the Apostles of International Free- 
Love from all positions of importance. 


Our newspapers and periodicals constantly decry the wave of violence that is sweeping 
America. Juvenile delinquency and crime are increasing at an alarming rate. The FBI 
reports that 4} percent of the population has been arrested and fingerprinted, two-thirds 
of these have been convicted of felonies. Apparently our systems of public welfare and 
education need a thoro house cleaning, for this crime wave is the result of improper 
training and education of our youth. 


Our system of taxation has become so complicated and involved that not even the legis- 
lators themselves know the score. Another spot for the house cleaning broom to go to 
work. 


We could continue to list flagrant inefficiencies and muddled conditions, local, statewide 
and nationwide, but the main thought is to start the house cleaning. Let us apply the 
same efficiency, the same industry and the famous American ‘‘know-how’’ to correct the 
deficiencies that do exist. By so doing we can bring the the American Way of Life and 
Freedom to a higher pinnacle than ever reached before. 


Let us start a good old-fashioned house cleaning. 


Reprinted through the court- 
esy of “The Right Hand” 





MONROE MICHIGAN 









Ask for Our June, 1946, Supply Price List 2 
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Did You Receive our June, 1946, Supply Price List? | 
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Divisions 
All Printed 
Direct on Tabs 











The Dependable source of supply 


Pe ; ’ 
Celluloided for Card Size printed indexes and 


blank guides. Buff, Blue, Salmon 


and Pressboard 








Plain 























Plain Cell-U-Sealed 
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TA CELINER $6 * 


ACE PILOT P 
$4 * @ To build a permanent, 


profitable business a merchant must 
depend on regular, satisfied customers. 
Quality merchandise and courteous 
treatment will invariably bring them 
back for other stationery needs. Ace 
Dealers know, from long experience, 
that when they sell an Ace Stapler or 
Ace Staples they have won the customer’s 
lasting confidence and goodwill. Quite 
naturally when in need of other supplies 
the store which recommended Ace Sta- 
pling Equipment is the one that will get 
his future stationery business. An Ace 
Stapler on a customer’s desk serves as 
a daily reminder of the good service you 
have rendered him. 


SOLD THROUGH DEALERS EXCLUSIVELY 








Stapling Machines fin Pring Purse and Purpose 


ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
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A Man 
with Guts 
and a Horse 


Monk Anderson, a typical cowboy of the range 
country, roped and wrestled to the ground steers 
that outweighed him six times. He risked his life 
whenever he tangled with the wild range-critter. 
On one occasion, when night guard for a herd of 
2000 longhorns, unassisted he pulled the cattle out 
of a stampede which might have been its ruin. 


His eternal alertness kept him alive. 


In these unusual times the life of your business 
and all business depends upon alertness to cus- 
tomer demand and supply. Supplies constitute one 
of the major problems of all industries whether 
the products be filing cabinets, automobiles or 


bread. 


We are looking forward to the day when we again 
can serve you with "Andy Units of Steel." You 
may be assured that we are alert to every oppor- 
tunity in order that we may offer you our wares at 
the first opportune occasion. When that time 
comes you will find us operating in high gear in 
order to co-operate with you to the fullest extent. 





ERSON-HiIcKEY Go. 
INC. = 














GENEVA 
ILLINOIS 


sandy i 
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BRAND NAME SYSTEM ADVANTAGES EXTOLLED 

The brand name system of distribution, such as is 
widely used in this industry, is the last sure bulwark 
of free enterprise, members of the Pacific Advertising 
Association were told at their convention recently in 
Spokane, Wash. 

Big labor and big government bureaucracy, engaged 
in a mighty struggle for control of the nation’s eco- 
nomic processes, have left production management 
standing groggily on the sidelines, Henry E. Abt, man- 
aging director of the Brand Names Research Founda- 
tion, declared in addressing the meeting. His remarks 





BFE 


MBI RG 


are of interest to the office equipment and appliances © 


industry, replete with many brand names which are 
decades old. 

The average American consumer, who was “sovereign 
referee of the free competitive enterprise system as it 
once operated”, still has control over standards of 
quality and technological improvement of manufac- 
tured goods through the operation of the brand name 
system, Mr. Abt said. 

“The system by which responsible manufacturers 


PS TNH NEN oF OES 


identify their products with brand names and trade- | 
marks in competition for consumers’ favor makes it © 


| possible for Mr. and Mrs. America to be sure, confident, 


efficient, breezy in their shopping, as they like to be | 


in every phase of their lives’, he declared. “They 
can run into a store, at home or 3,000 miles away 
from home, and buy a precisely-kKnown quantity with- 
out delay, hesitation, or uncertainty.” 

“The public reads a free press, enjoys good radio 
entertainment and many other privileges of a free 
society, only because competition between brands pro- 
vide an independent source of revenue for these chan- 
nels of information,” Mr. Abt said. “Government sub- 


sidy and domination would follow as inevitably as the | 


sun rises and sets if publishers and radio stations did 
not have the alternative of advertising revenue.” 


He predicted that when labor leaders have reached ~ 
the peak of their demands and the supply of goods © 
begins once more to approximate existing require- © 


ments there will be a fresh attack on our system of 
distribution. 
Warns Against False Security 

Warning his listeners against a false sense of se- 
curity because the wartime attempts to substitute 
grade labeling for brand name identification failed, 
he said, “Don’t let the lull in the firing deceive us. 
Whether or not we should choose it to be so, we of 
product distribution are likely to be called to hold the 
line of the final battle for the perpetuation of the 
free enterprise system, of individual liberty itself.” 

Mr. Abt listed seven points as a strong case for the 
brand system of distribution. They are: 

1. Brand identification practices form a link be- 
tween producer and consumer. The manufacturer 


freely and voluntarily assumes responsibility for the | 
product he makes and guarantees to stand back of it. © 


2. The forces of manufacturing are marshalled to 
produce products conforming to the exact combina- 
tion of tastes and likes of specific markets. 

3. With markets at stake, manufacturers vie with 
each other in research and technological improve- 
ment to add new, desirable attributes to the brand 
name products they sponsor. 


Efficient Shopping Made Possible 

4. The consumer, learning the vocabulary of brand 
names (we sometimes call it the “brand names lan- 
guage”) can shop efficiently and quickly. 

5. The system is economically efficient, lessening 
production risk, encouraging mass production, and” 
lowering selling costs. All this means better shopping 
values. 

6. Employment stability and opportunity for ad- 
vancement are at stake. Genuine labor aspirations are | 
best realized in productive enterprise based on ac-/ 
cepted brand names. E 

7. Freedom is at stake—freedom of buyer’s choice; 7 


g 
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ADDS EXTRA WORKING 
SURFACE AND STEP- 
SAVING STORAGE SPACE 


Here is truly modern convenience for your office duplicat- 
ing—a Cabinet Base that provides a sturdy, solid base, 
extra working surface, plus plenty of storage space for 
fluid, carbon, paper, system forms and other supplies 
you want close at hand for time and step-saving. Modern 
Streamlined design, sturdily built of steel, with handy 
drop shelf and adjustable interior shelf, the new REX-O- 
Graph Cabinet is conveniently desk-high—and a fitting 
companion for REX-O-Graph Duplicators. Top has durable 
fluid-resistant finish. 


(Shown on the Cabinet—REX-O-Graph Model 
FM with Quick-Change Master Guide. One 
of several models for all types of duplicating 
and systems work). 


Ask your REX-O-Graph Dealer about the new 
REX-O-Graph Duplicator Cabinet 


IMMEDIATE DELIVERY 


REX-O-Graph Fluid Type Duplicators, the new Duplicator 
Cabinet, and Supplies can be SHIPPED IMMEDIATELY. 
Modernize YOUR Office Duplicating NOW. Ask your 
REX-O-Graph Dealer for details, or write for name of 
nearest dealer. 


REX-O-gra¢4, Inc. 


3729 N. PALMER ST., MILWAUKEE 12, WISCONSIN 





MANUFACTURERS OF SUPERIOR 
DUPLICATORS AND SUPPLIES 








enterprisers’ opportunity for new ventures; and free- 
dom of press, radio and other media that maintain 


| through advertising revenues independence of Govern- 


ment domination.: 

The Brand Names Research Foundation is a non- 
profit membership organization incorporated in 1943. 
It is made up of advertisers, advertising agencies and 
all categories of advertising media. Its principal func- 
tion is to supply information to the publié relative to 
the merits of the brand name system of free competi- 
tive distribution and to encourage the highest stand- 
ards in the manufacture of consumer goods. 

i ee 
COURT TO RULE ON OHIO BOOK’S DISPUTE 
Mahoning County commissioners in Youngstown, 


| Ohio, have appealed to the Ohio Supreme Court to 


decide whether they, or Clerk of Courts William F. 


| Quinlan, have the right to choose legal books for Quin- 
| lan’s department. The question is being raised in an 


appeal by the commissioners for review of a decision 


| by the Ninth District Appellate Court in a suit orig- 


inally brought by Mr. Quinlan last December. 

Although the clerk of courts had requisitioned one 
type of records with a patented binder, the commis- 
sioners awarded the contract to the F. J. Heer Print- 
ing Company, Columbus, Ohio, for a different type of 
binder. The Heer bid was $1,492 as against an un- 
official bid of $1,838 by the Dayton Blank Book Com- 
pany, Dayton, Ohio, for the type requisitioned by Mr. 
Quinlan. 

The official brought suit for injunction to restrain 
payment by the commissioners to the Columbus com- 


| pany and to have the contract declared invalid. Com- 
| mon Pleas Judge John W. Ford ruled for the com- 


missioners and upheld the contract, but the appellate 
court reversed the decision, declared the contract void, 
and allowed the injunction—AK. 
———~7—-e—____ 
TOLEDO DESK FIRM CITED BY NLRB 

National Labor Relations Board on June 7 asked the 
Sixth District U. S. Circuit Court in Cincinnati to en- 
force a NLRB order against the Toledo Desk & File 
Co., Toledo, O. Petition said the NLRB on Feb. 18 
ordered the company to stop discouraging membership 
in Local 363, International Wholesale, Warehouse and 
Delivery Employes, C.I.0., and to offer reinstatement 


to nine persons.—AK. 
————r7>—= > __ 


| EQUIPMENT SHORTAGE DELAYS PLANT PROJECT 


Shortages of manufacturing equipment will delay 


| indefinitely operation of the former Government- 


owned Westover propellor plant by Remington Rand, 
Inc. 

This was indicated by Rand officials following an- 
nouncement of the purchase of the plant at Bingham- 
ton, N. Y., by Remington Rand from the Government 


| for $2,250,000. 


The corporation, which operated the plant during 
the war for manufacture of propellors for the Army 
Air Forces, plans to manufacture calculating machines 
and “items being developed.” 

Rem-Rand officials said they had experienced diffi- 
culty in getting equipment for other surplus Govern- 
ment plants they had purchased. They pointed out 
that machinery “is extremely hard to get.” 

The plant, which has 588,500 square feet of floor 


| space, still is equipped to manufacture propellors. 


Some of this Government-owned equipment will have 


| to be stored elsewhere, sold or scrapped. Rand will 
| be unable to move into the plant until this equipment 
| is disposed of. 


The Government appraisal of the value of the fac- 


| tory is $2,336,106. It cost $5,060,134 to construct. An 


additional $15,000,000 was spent to equip it—GET 
9 


WEEKS & STONE SUCCEED MONTICELLO SHOP 

Weeks & Stone, stationers, 140614 North St., Endi- 
cott, N. Y., has succeeded the Monticello Shop, formerly 
located on Washington Ave.—RCS. 
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DESIGNED FOR AMERICA’S 


America's physicians have done an 
outstanding job during the war 
era. Those who stayed at home to 
administer to the civilian popula- 
tion as well as those who went 
overseas, worked tirelessly. Yes 
... the doctor's consultation room 
has been and is a busy place. This 
vast army of professional men who 
do such important work across of- 


fice desks, make a great contribu- 











aeasihes aise: Spi. 





EVANSVILLE 7, 


PROFESSIONAL LEADERS 


tion to the nation's health and 
welfare. We in the office furniture 
industry can well be proud of the 
service we perform. Good working 
tools are as indispensable to the 
physician as they are to every 
other group of individuals. Is it 
any wonder therefore, that Amer- 


ica's leaders enjoy the measure of 
efficient cooperation IMPERIAL 
DESKS provide. 




















INDIANA 


member WOOD office furniture institute 
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THERE’S SATISFACTION 
IN A D-C 





One of the “top flight” minstrel teams of 
the early nineties was composed of Vic. 
Richards and Hughie Dougherty. 


Hughie used to perform sans lower and 
upper dentures, while Vic. would exaggerate 
the size of his mouth until it resembled the 
opening of the Mammoth Cave. 


One of the sallies of this team ran like this: 


Hughie—“Vic. have you used one of them 
telephones yet?” 


Vic.—‘‘Oh yes, yes siree, I used one yester- 
day and talked to my sweetie.” 


Hughie—“They tell we that in a little while 
you'll be able to kiss your girl over one of 
them things, when she is twenty miles 
away.” 

Vic.—‘‘Not for me brother. When I kiss my 
girl I want my electricity direct from the 
battery.” 


There is a lot of satisfaction in having a 
“direct contact” with headquarters, and 
you are having that direct contact when 
you deal with Shipman-Ward. Since 1892 
we have been recognized as “the Dealers 
Quality Supply House”’ for typewriter parts. 


“Direct Contact” with a house like Shipman- 
Ward, translated into the tangible things 
you are working for, means more profit and 
more business satisfaction. 


Thousands of dealers who have made direct 
contact with us, will testify to the complete 
satisfaction they have received. 


WE WILL BE GLAD TO SERVE YOU 


Send .for Shipman-Ward catalogs giving 
price and data on parts for every make 


of typewriter. 


SHIPMAN-WARD MFG. CO. 
325 N. Wells St. Chicago, 10, Ill. 


PLATENS PARTS SUPPLIES 
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ALL-STEEL EQUIP APPOINTS T. J. FOX 
The All-Steel Equip Company, Aurora, Ill., recently 


| announced the appointment of Thomas J. Fox as dis- 


trict manager in charge of all dealer, clothing lockers, 





THOMAS J. FOX 


and shop equipment sales for the state of New York, 

outside of the New York City metropolitan area. Mr. 

Fox has been associated: with the Chicago office of 

All-Steel Equip Company for over 18 years. His home 

and office location have not yet been determined. 
Oe 


STENCIL DUPLICATED MONTHLY BULLETIN 
IS EFFECTIVE ADVERTISING MEDIUM 

Just what is the best advertising medium for an of- 
fice supply firm is hard to say. Every dealer who has 
tried different forms of advertising has a different 
answer to the question. Roy M. Hopko, owner of the 
Badger Office Supplies, Madison, Wis., has his answer, 
too. It is a monthly mimeographed bulletin that he 
uses and has found to be the best and cheapest form 
of advertising. 

He started it before the war, illustrating the various 
items offered with a little sketch of the article. He calls 


| the bulletin the Badgergram. The stencil from which 
| the bulletin is run off is made by him or his wife 
| which keeps the cost way down. It goes to his entire 


mailing list every month, which covers Madison and 
the near-by territory. 

When Mr. Hopko was called into the service and 
joined the Navy, Mrs. Hopko kept up the bulletin and 
so kept the name of the firm before the public while 
her husband was with Uncle Sam. 

Now that Mr. Hopko is back on the job, the bulletin 
goes out regularly every month with seasonable offer- 
ings in the office supply line. 

“I find the bulletin an excellent producer of busi- 
ness, far better than newspaper advertising, and much 
less costly,” says Mr. Hopko. “Not only does it keep 
the name of the firm before the people but it has 
actually brought in new business from firms that did 


| not trade with us but whom I put on the mailing list.” 


| —RRV. 








CONTEST WINNERS—In Roytype sales contest prize presen- 


tation scene at Royal Typewriter Company, Inc., New York ~ 


| office are (left to right) Joseph Bergen, third prize winner: 


F. S. Korwan, Metropolitan Roytype sales manager; James 
Vreeland, Roytype sales manager; Benjamin Kurfirst, first 
prize winner; J. 
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H. Forshay, Metropolitan sales manager. ~ 
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Man! What Speedy Deliveries! 


and what a struggle to make a dime 


Here at Schollhorn we emphasize forward-looking rather than backward. 
But sometimes, in these hectic days, it helps a bit to "remember when.” 


For example, we remember when, only a few years ago, manufacturers 
could get steel, almost at the drop of a hat. A new drill press, ordered today, 
might not come tomorrow, but it was almost as good as that. Raw materia! 








EY suppliers said “Yes sir! When would you like it?” instead of, “Are you 
VY, kidding? We'll take your order.” Box makers were able to make boxes. 








“, Printers were able to print. Coal dealers had coal. Industry could know 
what each item cost to make. 























Hc} 
I 


Jobbers were well stocked. Dealers’ shelves were bulging. Sales man- 
of. agers needed no asbestos gloves to handle their morning mail. No retailer 
ever grew irate and hoarse saying, ‘Sorry. They’re on order.” 
Ah! Those happy days in the 30’s; what wonderful times they werel 
Or were they? 

No. There was a hitch. In the midst of all 
that plenty nobody seemed to want anything. 
Merchants had everything except customers 

.. and all up and down the line, from manufacturer to jobber 
to dealer, it was a struggle to make a dime. 








So now ... when all of us occasionally get out of patience with 
a consumer demand that’s somewhat out of hand... it helps a 
bit to look back for a moment at those not-too-happy days when 
customers could be served promptly ... if only there were some 
customers! Would many of us trade these times for those? 











SHIPPI NG We're going full tilt at the Schollhorn plant in an effort to enable our trade to 

cash in on today’s enormous demand for BERNARD tools. We're making 
every effort to fill orders equitably and promptly . . . And of this, too, 
you can be sure — even in these times, there will be no compromise with 
the quality for which this line has been famous for three quarters of a century. 











Paper Punches 
Staple Removers 





Eyelet Punches BERNARD 
and Pliers NS ee 


Wim. Schollhorn Company 





QUALITY TOOLS SINCE 1870 ° NEW HAVEN 9, CONN. 
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Be Meu Office STYLED to fit you 





COMFORTABLE, EFFICIENT, 
BEAUTIFUL, Long Lasting... 


Since 1876 the Leopold Company has maintained a 
reputation for handcrafting fine woods into articles 
of beauty, distinction and efficiency. 


Leopold dealers offer a complete office planning serv- 
ice .. . they create individual offices into personalized 
rooms where the busy executive can do his work more 
easily and quickly amid surroundings typical of 
‘gracious living” . . . keep your eye on Leopold for 
all that’s new and practical in wood office furniture. 


The Leopold Company 


BURLINGTON, IOWA 
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J. H. HARTMAN N. L. PEARSON 








CHANGES MADE—Repre- 
sented in appointments and 
changes made for the All- 
Steel-Equip Company, Auro- 
ra, Ill., are A. E. Malmer, J. H. 
Hartman, and N. L. Pearson. 
A story regarding their change 
of status appeared on page 
A. E. MALME 86 of the June issue. 


——___—_ 9-9 


AUBURN PARK STATIONERS TO NEW ADDRESS 

The Auburn Park Stationers, Chicago, recently an- 
nounced that on or before August 1 they will be lo- 
cated at a new address, 7739 S. Halsted St. 











WEDDIM @ § 





Miss Naomi Jean Bohn, who has been employed by 
the Adams Brothers Salesbook Company, Topeka, 
Kans., was married recently to William H. Mick, also of 
Topeka. The marriage was solemnized by the Rev. 
Henry Cooper at the Holy Name parish house at 2 
o’clock in the afternoon. The bride wore a light blue 
jersey dress with black accessories and a corsage of 
orange sweet peas. Mrs. Mick is the daughter of Mr. 
and Mrs. Matt Bohn of Alma, Kans., and her husband 
is engaged in fire insurance business at Topeka.— 
GMH. 


Roy Hull, who is in the typewriter business at Wichita, 
Kans., was married recently to Miss Florence Esser, 
daughter of Mr. and Mrs. B. M. Esser, of McPherson, 
Kans. The ceremony was performed by the Rev. Ray- 
mond E. Dewey in the First Methodist Church at Mc- 
Pherson. Mr. Hull graduated from Salina High School 
and has been in the Army for the past five years.— 
GMH. 


Alan L. Fouts, Western Typewriter Company, Topeka, 
Kans., was married June 15 to Miss Elizabeth 
Challacomb, daughter of Mrs. Richard:Challacomb of 
Scranton, Kans. The wedding took place at the home 
of the Rev. Claude J. Utley in Topeka. It was a double 
ring ceremony. 

After a short wedding trip, the young couple are 
now at home at 1119 Monroe St., Topeka.—GMH. 

Harry Tehan, Jr., of 293 Beacon St., Boston 16, Mass., 
was wed to Dotty Maynard on July 2 at Washington, 
D. C. Mr. Tehan recently joined the H.:°O. Atwood 
Associates, New York, N. Y., working the New England 
territory. 
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IDEA THAT SELLS AND SELLS! 


THE MODERN way fo sell... 
or buy Ledger Cards conveniently boxed 
with sample form on top. No wrapping 
necessary. 250 in a dispenser box. More 
convenient to use in the office .. . save 
time and avoid waste or spoilage. 
Stamped card addressed to dealer in 
each box assures you of reorders. Many 
ledger forms available in three popular 
sizes. Write for more facts, now! 
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Office Appliances 
INFORMATION SERVICE 


<r 


UNDER THE EMERGENCY 








(Note—OPA controls ceased on June 30, 1946. At the 
time of going to press new legislation had not been 


| enacted. If temporary or permanent measures are not 


passed, the following regulations will not be in effect.) 


PERMIT RAISE IN SERVICE CHARGES 


Effective June 24, manufacturers of business ma- 
chines were provided with a formula that will auto- 


| matically increase their ceiling prices for repair and 


maintenance services where the cost of supplying 


these services has increased, the Office of Price Ad- : 


| ministration recently announced. 


This action will give ceiling price relief for those : 
whose March, 1942, freeze ceilings have heretofore re-~ 
mained unchanged despite increases in wages and in ~ 


other operating expenses. 


To avoid the administrative burden and delay in ~ 
| processing numerous individual applications, an auto- 7 
matic adjustment formula was worked out. Generally, — 
| the formula allows manufacturers to recapture their | 
| March, 1942, gross dollar margin between their cus- ~ 
tomers’ hourly rate and the average hourly rate paid 7 
to mechanics. The average increase under this for- | 


mula will not exceed seven per cent. 


The national OPA office must be notified in each | 
case where a manufacturer increases his ceilings for 7 
his repair and maintenance services. The adjusted ~ 
ceiling will be considered approved 20 days after re- 7 
ceipt unless the manufacturer is otherwise notified. 7 

Repair and maintenance services are affected that | 
are performed by manufacturers on accounting ma- 7 
chines, adding and calculating machines, addressing” 
machines, autographic registers, cash registers, check ™ 


handling machines, coin handling machines, dictating 


machines, duplicating machines, fare machines, mail- | 
ng machines, tabulating machines, time recorders and | 


| stamps, typewriters, and writing machines. 


The provisions are set up in Supplementary Service : 
| Regulation 71 to Revised Maximum Price Regulation ~ 


165—Repair Services on Business Machines. 
6 
CHANGE PERCENTAGE IN FIGURING CEILINGS 


Store and office machine manufacturers applying for 


individual firm reconversion adjustments hereafter will 
take 7.5 per cent over adjusted costs to arrive at a re- 
conversion ceiling, instead of the 8.9 per cent allowed 
since last fall, the Office of Price Administration an- 


| nounced in Amendment 11 to Revised Supplementary 
Order 119, effective June 15. 


This is the second profit factor reduction OPA has 


| made since the reconversion orders were issued. The 


other affected metal office furniture. In both cases, 


| the original factor was determined on the basis of cost 
and profit data covering an industry group of which 





the particular industry concerned was only a part, 
OPA said. Afterwards, more particularized figures were 
collected, and the profit factor adjusted to accord more 
closely with the intent of the orders. 

Profit factors represent half the margin over cost 
realized by an industry—or an industry group —if 


precise industry figures were lacking during the years_ 


1936-39, OPA said. 
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The File 


THAT IS MAKING HISTORY 
FROM COAST TO COAST 






—and the Security Dealer will gladly tell you 





why. For he is today more keenly conscious than 
ever before of the real meaning of Security co- 
operation. During these difficult days of recon- 
version, when inventories were at an all-time 
low, the Security Dealer has found here, the help 
he so badly needed. As production increases, and 
additional items are added to our line, these 
dealers will quite surely remember that we more 


than maintained our aim—a dealer organization 


which understands the dealer’s problem — that 
SECURITY is indeed ‘““A LINE TO BUILD ON.”’ 


TO PROSPECTIVE DEALERS —it will 

probably pay you also, to investigate the 

advantages of the Security franchise in 
your territory. 





Tom SECURITY STEEL EQUIPMENT CORPORATION - AVENEL-N- J 
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quality. All are ready (or 
PROMPT DELIVERY. 





THOMAS HH. GIBBONS & CO) 
Te A. — 
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concealed 
safe unit 1 
an Invincible 
Exclusive! 











LET'S look at the file business with “x-ray eyes” and 
see if we can find something new and different. Well 
—there it is! The concealed safe unit—the exclusive 
Invincible feature that opens new and profitable 


angles to metal filing cabinet sales. Just give it a 
second thought. You'll think of lots of prospects who 
need just such a file for executive office or home use. 
Take a profitable tip from File Headquarters. There's 
more to Invincible files than appears on the surface. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 


VIIGE 
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POPULAR GRADES 
1. Soft 

2. Medium Soft 
2-4/8 Firm 

3. Hard 

4. Extra Hard 





This is the 
QUALITY 
pencil that 
your trade 


knows and pre- 


@ 
fers ...a marvel 
ae MICROFINE 
of writing plea- lead 


sure, efficiency and 
economy! Perfect 
for business, school 
and general all-around 


use everywhere. 





Hexagon ... Green with striped 


edges characteristic of OTHELLO... 


Strong, Uniform Smooth-writing 
-.- ready-sharpened 





Jet Pencil Co.INnc. 
221-225 4th Ave., NewYork City 3 











“NOMDA GIVES YOU MORE THAN YOUU GIVE IT” 
(Continued from page 42) 


| of the school business at one time with Woodstocks. 
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< SHIPVENTS UNFILLED ORDERS 
ae plants 
Music’ report~ | wumber Value Number Value 
TOTAL: occcccccccccssecccsccocceces 98 xxx | $25,239,145 xxx | $208 ,047,003 
Compiete office machines...... 98 XxX | 24,694,857 xxx 207, 665,122 
Bookkeeping machines.......- 6 IKK 3,280,312 XXX 52,638,550 
Adding machines......+++. ll xxx 2,756,236 1 31,558,995 
Autographic registers........0+ ovel 10} 9,921 130,264 | 183,725 93h 590 
Calculating machines 71 6,066 2 15,738,405 
Check handling machines......sesceeee 10 KKK 1,248,814 
Coin a currency handling muchines.. 7 XAX 558,475 
Dictating machines..cccccccccsecscces 4 »652 3,617,400 
Duplicating machineS...cscccssccecece 20 | 10,878 5, 304, ,825 
Envelope handling machines.........e+ 5 XXX 1,6, 903 
Time recording and time stamp 
SAND, o.oo cndacosennsspedsonteesas 9 x 691,767 > 3,953,289 § 
CYMER C i cccceccccccoscveswoetebes 0 xxx 5,333,211 xxx 53,197,37%% 
IMS CREEDs nese vscudcdccnerecgess 7 xxx 4,603,534 xxx 37,991,672 
Purtable cccccccceccscccsecccces l xxx 729,677 xx 15,205,702 
Sontinuous form handling machines.... 3 305 137,211 601 188,600 
Other office machines 2/......+.+.+++ xx XXX 6,560,029 Kx 38,579,202 
| Office machine parts and attachments 
(includes only the product of 
companies manufacturing complete 
CETI0G MaObiN[s) ccc ccccevesesesvevccss | 1 >a 544,288 xx 381,581 


| 2/ Includes punch card tabulating machines, 


During this time we sold, I think, on the basis of about 
$10.00 per machine profit and guaranteed them for 
three years, giving free service for that time. It doesn’t 
take a Morgenthau to figure out how much we must 
have lost on such deals ultimately. 


far as advertising value is concerned. 


If we had a good strong local association in Evans- — 
ville you can see how easy it would be for us to get 
together and decide not to go along with any more ~ 
three-year guarantee propositions. By the same token 3 
we could avoid a cut-throat deal so far as rental rates © 
on typewriters are concerned. A lot of people price 7 
their merchandise in a haphazard way. When they do 3 
that they not only injure themselves but the industry ¥ 
A strong local association surely should be | 
able to control such practices to the point where it § 
could, if by no other means, educate the defaulting © 
dealer as to what he is losing by such practices. And if 4 
this didn’t work, perhaps he could be brought around ’ 


as well. 


by pressure and by fighting fire with fire. 
——_ = —___- 


REPORT ON MARCH OFFICE MACHINE SHIPMENTS — 

Factory shipments of office machines and parts in ~ 
March amounted to $25,239,145, the highest in any ™ 
month since the end of the war, according to a recent 7 
report by the Bureau of the Census. March shipments = 
were 24 per cent higher than the February shipments © 
of $20,311,666, and 14 per cent more than in December, 


the previous peak month. 


Despite this substantial increase in the shipments of ; 


office machines, the backlog of orders increased 
sharply. On March 31, 1946, unfilled orders on the 


books of manufacturers totaled $208,047,003, an 11 per 


OFFICE MACHINES: SHIPIENTS AND UNFILLED ORDERS, MARCH 1440 








Number of 




































It is generally © 
believed that the sale of typewriters to a school has © 
certain advertising value, but I personally would ques- ~ 
tion just how valuable a typewriter in a school is as 





ee a 





1/ The total number of plants represented is smaller than the total of the number shipping § 


each product because some plants shipped more than one product. 


machines, postal machines, and shorthand writing machines. 





cent increase over the February 28 orders of $188,014,- | 


273. Unfilled orders have increased each month since 


| the end of August, 1945, when $125,165,467 of orders 


were held by manufacturers of office machines. 

The dollar values of shipments and unfilled orders 
shown in the release are based on the manufacturers’ 
selling prices, f.o.b. factory or works, exclusive of excise 
taxes and before cash discounts have been taken. 

This release is based on reports submitted to the 
Bureau of Census on Form M38A by manufacturers 
of office machines. The figures were compiled from 


| 98 active companies, and represent substantially com- 


plete coverage of the industry. Estimates were made 
for a few companies whose reports had not been re- 
ceived at the time this release was prepared. 


OFFICE APPLIANCES, July, 1946 


cash registers, addressing machines, micro-file | 
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166 gh? The proper functioning of a Stapling Machine is dependent upon two factors: (1) the proper 
oe | construction of the Machine. (2) The staples used. If staples are incorrectly formed or poorly 
1248 k | made, if they vary in any one of three dimensions, or if they have improper cohesive material, 
>a they will sooner or later cause trouble. For that reason NEVA-CLOG machines are made with 
3953-0 close tolerances to assure proper and continuous operation with staples that are made with 
sy20s, | equal tolerances to those of the machine itself. Thus NEVA-CLOG Staples are made with 
nme greatest care and constantly tested for proper dimensions, hardness, sharpness and cohesion. 


ail They are uniform and guaranteed to function properly. Staples of other size and other 
- shipping make will not fit nor function properly. 


= NEVA-CLOG DJ-340 Staples are made to fit NEVA-CLOG Machines J-30, J-60. Always look 
3 014,- for the silver box with black and red lettering with N-C trademark to assure you of satisfaction 
since } 
orders i 





and the protection of your guarantee. The die-cut end piece allows staples to be easily taken 


out of the box. 
orders 
‘urers’ | 
excise | 
n. E gee RE 
0 the) NEVA-CLOG PRODUCTS, INC. 
turers 
from 
com- | — 
made | 


e STAPLING MACHINES AND STAPLES 
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THE HOME OF QUALITY PARK ENVELOPES 


FANCIES 


By McGillicudy 


* 


FACTS ano 


This month, July 4th, we celebrate the 170th 
anniversary of the signing of the Declaration 
of Independence. Thomas Jefferson wrote it. 
Read it and you'll see that the grievances were 
aimed not at Great Britain... not at the 
British people . . . but at King George. 


The colonies had suffered under tyranny 
and oppression . . . injustice and unfair- 
ness. They did something about it—and the 
Declaration of Independence was adopted 
by the Continental Congress July 4, 1776. 


Of course, George got a little out of hand and 
he got what was coming to him. In this present 
day there is a parallel to this bit of history 

. on a much smaller scale and much less 
important. 


During the recent war years, some business 
firms got a little out of hand. Business was 
good, demands were up, there was no 
trouble selling—so they got independent 
and high handed. Whether in government 
or business, that’s not good. 


As a result there are lots of buyers today, in- 
dividuals and dealers, who are mentally making 
a personal Declaration of Independence. 
They‘re remembering unfairness, injustice, and 
lack of co-operation and friendliness. 


It’s been our policy to give all dealers a 
square deal—to spread our output fairly. 
We've played no favorites. That’s why no 
one is substituting the name Quality Park 
for King George on a personal Declaration 
of Independence. 


For Quality — buy 
Quality Park Products 


Ooelity Pk 
gee meee 


* General Office and Factory, Quality Park, St. Paul 4, Minnesota 














* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 

















MIDWEST-BEACH HAS OPENING 
(Continued from page 64) 


printing and lithograph department; Carl Ageton, 
Bernadette Metzler, Bob Hayden, Mrs. Texter, C. 
Dempster, Mrs. Dempster, Dorothy Dunn and Dorothy 
Mundahl. General office employees assisting included 
Billy Freeze, Mildred Wagner, Margaret Sundem, Char- 
lotte Green, Bee Colleran, Marie Storsteen, and Ileen 
Dodd. 

The Midwest-Beach Company held a banquet June 
14 in appreciation of the role the employees and North- 
west Travelers Club members played in making the 
grand opening possible. J. Nelson Shepherd, president, 
and Mrs. Shepherd entertained at a 6:30 cocktail party. 
Later, dinner was served at the Minnehaha Country 


Club. 
et 9 





VETERANS RETURN—The accompanying picture presents 
two reasons for happiness at Southern California Stationers, 
818 S. Los Angeles St., Los Angeles, Calif. Ending the first ten 
years, the concern begins the second decade on a high note. 
Secondly. nine veterans have returned and three from war 
plants—not a man lost or wounded—to rebuild the sales force. 
Left to right, kneeling—"“Shorty” Banks, Frank White, Ralph 
Kennedy, Dick Tate, Joe Karlin, Herbert Cassella, Ebenezer 
Wallace, Jr., Rufus Vezerian, Ebenezer Wallace, Sr., Rich Tate, 
Fred Wallace, Jim Mallon, Vernon Vallet, Bill Hillis, Eli Rode- 
geb, Garth Mellor, Ernie Williams, Fred Lenfestey; standing— 
Miss Eleanore Wallace, Mrs. Sue Angel, Miss Erna Hippen- 
hammer, Mrs. Virginia Brown, Mrs. Edith Wallace, Miss Chris- 
tine Allen, Mrs. Edna Jean Drossel, and Mrs. Della Gowdy. 


——— 
BLADE ORGANIZES ADVERTISING AGENCY 
Blaco Advertising Agency, Toledo, Ohio, has been 


| organized as a division of the Blade Printing and 
| Paper Company, 232 Superior St., that city, recently 





announced L. S. Crowl, president of both firms. Mr. 
Crowl is currently serving as vice-president of the 
National Stationers Association. 

R. V. Tossel and Theodore Witter have been named 
account executives for the new agency, Mr. Tossel 
having previously been a vice-president and adver- 
tising manager of the LaSalle & Koch Company, 
Toledo, department store, and Mr. Witter having pre- 
viously been account executive for the Swink Adver- 
tising Agency, Marion, Ohio. 

Ken Nissen, former art director of the Leiber Ad- 
vertising Company, Chicago, holds a similar post with 
Blaco, and John Richter, just recently released from 
Army service, has joined the art department. 

Mr. Crowl came to Toledo from the Gray Printing 


Co., Fostoria, Ohio, in 1938 to become president of © 


the Blade Printing and Paper Company, and has been 
active in many phases of community work, including 
Red Cross and war finance committee campaigns.— 
AK 

ee 


WILKES-BARRE FIRM OWNER BUYS BUILDING 


Morris Applebaum, owner of the Star Office Supply | 


Shop, N. Main St., Wilkes-Barre, Pa., has purchased 
the building at 24 Public Square and will move his 
business there in September. Mr. Applebaum has been 
in the office equipment and stationery business in 
the city for 15 years——RCS. 
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Plus excise tax 








f the bonomey Model 
amed fpeed—O-Scop. outstanding 
ossel . 

dver- $19.50 


pany, line of 





Speed-O-Cabinel $27.50 
Duplicators, 


Cabinets and 


Scopes 


SPEED-O-PRINT 
CORPORATION 


b Bleacil 161 E. GRAND AVE. CHICAGO II De Luxe 

; been % fe 

y in y 2 ° S eed«< DSS 

- Jil. ashinet $24.F0 Write for beautiful Full-color illustrated catalog oF d—C Scope $29.50 





1946 Prices slightly higher West of Rockies 
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here is an Unconditionally 
Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products fo give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIES re) 
» 













We've been 
B talking about 
a YOU again! 


(...to three of 






your best Victor 


Portable prospects) 


THE FLORIST provides a fertile field 
in which to plant your seed. With 
little more effort than it takes to 
say rhododendron, you can demon- 
strate how a Victor Portable can 
transform his peak-period panic 
into a bed of roses. He sells posies 
for profit. A Victor Portable helps 
make certain he gets a/l of it. 










THE FURNITURE DEALER won't have 
the immobility of a wooden Indian 
when you talk about saving 4is 
money. He’ll be moved—and 
quickly, too—when you show him 
what fast-figuring, accurate Victor 
Portables can do. Give him that 
kind of help and you'll rate the 
best seat in the house. 


THE RESTAURANT MAN might put 
the damper on doodling as in this 
Victor ad running nationally now. 
But chances are he’ll throw away 
his own pencil when you prove 
how much faster, how much more 































TABLECLOTH TYCOONS might take the tip— 
but a Victor Portable has more profitable restau- 
rant uses. Keeps your finger on food checking, 
pops up payroll figures, sales tax returns. If you're 
a retailer of any kind, a 10-Key or Full-Keyboard 
Victor Portable pays! Your Victor dealer is in the 
Classified. Phone him for a money-saving demon- 
stration, now. Victor Adding Machine Co., 3900 
N. Rockwell St., Chicago 18, Illinois, U. S. A. 





accurately he can do his figure 
work with a Victor Portable. 
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~ 
HIDDEN LOSSES! How you hate all kinds—if you're a florist. Most 
practical way to dam the type that springs from guesswork addition 
is with a Victor Portable Adding Machine. Lists holiday orders, 
telegraph delivery records; makes estimates, too. Speeds figure work 
in shop or greenhouse—wherever you need right answers, fast ! 


Faulty figures make a furniture man fume, too. If salesmen’s com- 
missions, installment accounts, and invoice figures have you wearing 
out the hardwood—then—you guessed it! A Victor Portable, of course! 


2 MARKDOWNS ARE MURDER (and justifiable, in cases like this). 





VICTOR 


ADDING MACHINES 
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OTA IV 


depends 
on desks 


G. ITS elemental form, an office desk 


is a writing and working surface designed 





to accelerate the conduct of business. As 
the needs of desk users vary, so are desks 


designed to fit those specific requirements. 


It is our earnest purpose to so design and 
make Alma Desks that they fit the needs 
of desk users so completely that users are 
entirely unconscious of their existence. 
And to make them sound and sturdy to 


provide years of service. 


That we have attained some success in 
carrying out these aims is attested by the 
well merited acceptance of Alma Desks 
among users, buyers and sellers of office 


furniture everywhere. 





WOOD OFFICE FURNITURE 
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VETERAN TOPEKA FIRM EMPLOYEE RETIRES 
After working more than 44 years for the Adams 


| Brothers Salesbook Company, Topeka, Kans., a veteran 
| employee, William McArthur, retired from his position 


on July 3. Employees and officials of the company 
honored him at a reception in the plant on the after- 
noon of the day of his retirement. 

Mr. McArthur was an operator of a paper cutting 
machine in the bindery, and during the long years 


| with this company, he has seen his equipment change 


from a hand cutter to the huge guillotine he operated 
in recent times. Moreover, he has seen the firm grow 


| from a job printing plant to a nationally-known man- 
| ufacturing concern. When he joined the organization, 
| it was situated upstairs at 711 Kansas St., and was 


under the personal management of its founders, 
Charles P. and Guy D. Adams. 

Mr. and Mrs. McArthur celebrated their golden 
wedding anniversary in March, 1945. Mr. McArthur 
has been active in Boy Scout work for 25 years—GMH. 

2 
HALL LITHOGRAPHING ADDS ARMY VETS 


The Hall Lithographing Company of Topeka, Kans., 
office appliance dealers and printers, recently added 
two Army veterans to its sales personnel, according 


| to Chester J. Anderson, sales manager. They are Jack 


Hart and Virgil Haught. 

Mr. Hart will assist in printing sales in the Topeka 
area, while Mr. Haught will be exclusive Mimeograph 
representative for Hall’s in northeastern Kansas. Mr. 
Hart is a native Topekan and is a graduate of Topeka 
schools, later attending Kansas and Washburn uni- 
versities. He served in the Army for three years, and 
was in the European theater for more than a year, 
receiving his discharge in March. He has been in 
training at Hall’s since May. 

Mr. Haught is also an Army veteran, having had 
42 months service, partly in the South Pacific. He 


| comes to Topeka from Nebraska where he was a sales- 





man for an oil company. He also joined Hall’s in May, 


| and has just finished a training course with A. B. Dick 


Company, Chicago. 


—_—e ee 
FORM DRUCQUER & SONS CO-PARTNERSHIP 


OFFICE APPLIANCES recently received word of a cer- 
tificate of co-partnership being issued for Drucquer 
& Sons, fancy tobacco and cigar manufacturers and 
operators of retail store at 2221 Shattuck Ave., Berke- 
ley, Calif. The news recalls the time when the elder 
Drucquer, John, was active in the office appliance 


| business and for a number of years served as sales 
| agent and manager of Burroughs Adding Machine 


Company at Manchester, England. The tobacco busi- 


| ness was formerly at Strand and Regent streets in 


London, England. 

The Drucquer retail store at Berkeley has an un- 
usually attractive layout and the walls are decorated 
with many steel engravings from the works of 


| Dickens. 


re ee 
H. C. ANDERSONS ADOPT SON, STEPHEN LEE 
Harry C. Anderson, vice-president of A. B. Dick Com- 


| pany, Chicago, and Mrs. Anderson have announced 
| the adoption of a son, Stephen Lee, at the age of seven 


weeks, on June 18. 
imesin iuiaiapiltia ee 


J. G. DOYLE LAUNCHES NEW ENTERPRISE 


J. G. Doyle, head of the Doyle Typewriter Company, 
Kansas City, Mo., has launched the R.P.M. Manufac- 


| turing Company, to produce a power lawn mower 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA | 


under the trade name of RPM, meaning Rotoflo Power 
Mower.—EWF. 


OE 2 


VETERAN REOPENS OFFICE SUPPLY BUSINESS 

Recently discharged from the Army, W. M. Fowler 
is reopening his office supply business, W. M. Fowler 
Company, Box 1431, 219 S. Mint St., Charlotte, N. C. 
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FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein- 
forces the slide and re- 
fo OS ol-5- © @ Rok @ hobs ME CoM fe -) 
very minimum. 





Greater filing efficiency — always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 
values than any other file on the market. 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 
binding. The solid one-piece construction slide supports the 
heaviest load with ease. 


These are just a few of the many features which make Browne- 
Morse Files the ‘Buy’ for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 


ica’ i -Morse 
for America’s Office Browne-M 





FILE FACTS : 
Get the quick facts on 
Browne-Morse Steel Files — 

B ro Ww nN e -_ yi O rse write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 


MUSKEGON MICHIGAN 








FOR OVER 37 YEARS, MANUFACTURERS OF HIGH QUALITY FILES, DESKS, 
CHAIRS, FILING SUPPLIES, SAFES, SPECIAL COUNTERS, CABINETS AND OFFICE FORMS 
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It Adds, Subtracts, Multiplies 


It has fully Automatic Division 





Its 10 keys allow fast touch system 

It clears with touch of single key 

It shows all three problem factors at same time 
It occupies less desk space than a letterhead 


It is small, versatile, dependable 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of Werld Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 








ST. PAUL FIRM MOVES TO NEW BUILDING 


The Wiger Office Equipment Company, Saint Paul, 
Minn., has moved into a building at 107 E. Fifth St., 
recently purchased by E. J. Wiger, owner and manager. 
Space provided is more than triple that of the former 
location. Eventually the entire four stories of the 
pbuilding will be used for office equipment and type- 
writers and a full line of office furniture—furniture, 
files, cabinets and accessories—will be carried. 

One of the Wiger Company’s important lines is rent- 
ing, selling and repairing of typewriters, and adding 
machines. At present, renting is 50 per cent of the 
business. The balcony of the new: store will display 
portable typewriters and adding machines. The selling 
floor at present is laid out with correlated displays of 
office desks and typewriters, ample space being avail- 
able for a large number of such displays. 

The new location is excellent for office equipment, 
since it is in the heart of the office district, with large 
office buildings surrounding. The First National Bank 
and the Empire Bank are but a short distance away. 
Thus, displays in the new store come under the ob- 
servation of many business persons who are potential 


customers. 
en ee 


UNITED STATES BRONZE ERECTS NEW PLANT 

The United States Bronze Sign Company, Inc., still 
maintaining general offices and showrooms at 570 
Broadway, New York 12, N. Y., is now located in a 
new production plant at Woodside, L. I., near Man- 
hattan. This plant, offering thousands of square feet 
of streamlined structure, provides a sharp contrast 


to the modest quarters in which the company began 


production 20 years ago. 

At the new plant are produced bronze tablets, 
plaques, memorials, honor rolls, awards, testimonials, 
bronze portraits, medallions, name plates, signs, and 
directories. 


| SPEBOMO CLEANER 


"UST PRESS THE BUTTON 
Cleaning AND CLEANER FLUID FLOWS 
~ THROUGH THE BRUSH 
OFFICE MACHINES 
. 


Presto! The Spot is Gowe 


DRESSES ond SUITS 
HATS and SHOES 


A NOVEL and USEFUL GIF 


SPEED-MO BRUSH—Rivet-O Manufacturing Co., 
Mass., is offering this display card describing the Speed-Mo 
type fountain cleaning brush for cleaning office machines 
and the Speed-Mo dry cleaning brush for cleaning clothes 
and furniture. The fountain brush has automatic self-closing 


valve and the refill bottle attaches easily to nickeled brush | 
head. A handy desk box holds brush and extra refill bottle. | 


———o—— 
0. F. RICHARDS ELECTED TO FIRM BOARD 


Election of Oliver F. Richards to the board of direc- 
tors of the George D. Barnard Company, manufactur- 
ing stationer, St. Louis, Mo., has been announced fol- 
lowing a stockholders’ meeting. He succeeds the late 
Charles H. Morrill. All other officers and directors 
were re-elected. They include George B. Gannett, presi- 
dent; C. E. Binns, L. B. Case and F. J. Merrill, vice- 
presidents; Karl J. Sarles, secretary; C. W. Wilson, 
assistant secretary; B. J. Doebber, treasurer; Roy 
Ritzel, assistant treasurer, and Clifford W. Greve, 
counsel.—_EWF. 
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Orange, 








BGood Business Thinkiae 


Grarts_ 
at the Office Desk! 











Every business man runs into periods when busi- 
ness problems seem overwhelming . . . when 
production nightmares make their appearance, 
altogether too frequently. As everyone knows, 
we're in such a cycle today. Consequently, busi- 
ness alertness is a prime necessity. No wonder 
then that business men feel that good "props" 
are so important in tackling a difficult job. We 
at Jasper Desk have always believed that efficient 
desks contribute toward greater efficiency. We 
know that Jasper Desks will always 

set the stage for topnotch business 

performance. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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PROVIDE greater working comfort for 
all your executive and clerical staff with 
scientifically correct office seating — 
equipped with SENG Chair Action 
Controls. 





SENG engineering specialists have de- 
signed these Chair Action Controls to 
assure the utmost comfort and bodily 
relaxation while maintaining a correct 
and healthful posture. Safety—strength 
— smoothness of response are built 
into each SENG Chair Action Control. 


SENG 





LOOK FOR SENG Controls 
next time you invest in new 
*% office chairs. You'll find 


CHAIR 
ACTION them on all the foremost 
CONTROLS quality lines. 











. 


1450 NORTH DAYTON STREET, CHICAGO 22, ILL. 


*Formerly ‘‘Bolens’’ Chair Action Control 
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CHAIRS ARE EQUIPPED 
WITH SENG “CHAIR 
ACTION” CONTROLS 


STEVENSON & SON REMODEL DISPLAY SPACE 


Stevenson & Son, one of the largest office furniture 
firms in San Francisco, Calif., have just completed the 
remodeling of their main floor display space, making 
it an attractive showroom. 

This firm, about a year and a half ago, purchased 
the large six-story building that it has occupied for 
many years, and the present remodeling is in keep- 
ing with post-war plans for expansion in all depart- 
ments. 

Representing nationally-known lines of both wood 
and steel office equipment, this business is owned by D. 
K. Stevenson, and managed by Marshall Ball, both of 
whom have had many years of experience in the mer- 
chandising of furniture. 

Besides being active in his business, Mr. Stevenson 
has two hobbies which occupy his attention. One is the 
purchasing of miniatures, his collection now having 
grown to over 3,000, with no duplications. The other is 
service, as a boxing enthusiast, on the state athletic 
commission. He was appointed by the governor to this 
board, which regulates wrestling and boxing sports 
in California. He has served as a judge, in local and 
national Golden Glove contests and at the 1932 and 
1936 Olympics boxing events. 

9 


RULES DESIGN-FOR-PROGRESS AWARDS 
The James F. Lincoln Arc Welding Foundation, 


Cleveland, Ohio, has made available copies of the 
rules and conditions of the $200,000 Design-For-Prog- 


| ress award program, competition for which closes 


June 1, 1947. 

The competition has interest to this industry prin- 
cipally in the design of furniture and fixtures. Those 
wishing to compete may secure complete informa- 
tion by writing A. F. Davis, secretary of James F. 
Lincon Arc Welding Foundation, Cleveland 1, Ohio. 

_——— o-oo 


PITNEY-BOWES OPENS WILKES-BARRE BRANCH 
Pitney-Bowes, Inc., Stamford, Conn., has opened a 


| sales and service branch at Wilkes-Barre, Pa., under 
| the management of Clarence F. Shaffer. Mr. Shaffer 
| has been a salesman at the Philadelphia branch for 


the past seven years. In addition to Wilkes-Barre, the 
new branch will cover Allentown, Bethlehem, Easton, 
Hazleton, Scranton and Williamsport—RCS. 


SS ee 





JUDGE CONTEST—Some of the 150 book store managers 
and suppliers attending the National Association of College 
Stores convention at Chicago, in May, turn art critics to 
cast their ballots for artwork submitted in the third annual 
Justrite drawing ink contest sponsored by the Louis Melind 
Company, Chicago. Seven hundred entries were on display, 
92 being picked as finalists by the NACS members. Prizes 
include trips to Mexico, cash awards, and scholarships. 
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The Height of Comfort Desk 


CREATED BY SHAW-WALKER 


oa” 
- 
of ] 
| Sa 
- 
Ca 
¢ 
o 










oo” 


209) 


INCHES 


Pa 
of 
Pea 
P 
4 
f. no 
¢ we, 


a 
aft 
; ? 
¢ 


* 


¢ 
"2 8 
¢ 
7 


' Measure 


Your Desk 


SHAW-WALKER’S 


New Low Desk 


The very first time you sit down at this desk you’ll be amazed at 
the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 


day, alert, and at ease . . . turning out more work than ever before. 


Created by Shaw-Walker and first introduced in 1938, the 
29-inch natural working height was nationalized as standard ‘in 
1941.—The New Low Desk, is only one of the 8000 office necessities 


in the enormous Shaw-Walker franchise. 





NEW LOW DESK, ISLAND BASE MODEL 





“Built Like a 
Sk 


GHAW-WALKER 


MUSKEGON, MICHIGAN NEW LOW DESK, LUXURY MODEL 




















LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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' THE: MAC 


FOR THOROUGHLY CLEANED TYPEWRITERS” 


Be 
& 
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* There are special types of 
the Magnus Aja-Dip Clean- 
ing Machine for cleaning 
Mimeograph, Calculat- 
ing, Adding, Check-writing 
and all other types of basi- 
ness machines. 


us “TW” A 


AT LOWEST OVERALL € 


OST... 





(PATENTED) 


HETHER you have to clean a 

few or many typewriters per 
day, you can greatly speed up the clean- 
ing operation and the quality of the 
results by adding to the chemical clean- 
ing action of Magnusol the mechanical 
cleaning action of the Magnus Aja-Dip 
Cleaning Machine. 

This machine moves the work up and 
down IN the cleaning solution over 
eighty times a minute, giving a vigorous 
“shearing” effect by the solution on 
every surface of the machine being 
cleaned, including all interior recesses 
not adequately reached by soaking. 


REPORT ON INSTALLATION 
ILLUSTRATED ABOVE 


The installation pictured above is in the 
repair shop of one of the world’s largest 


x ‘ 


JA-DIP CLEANING MACHINE 


producers of typewriters. The machine 
has been in daily use, eight hours per 
day, six days a week for over six months, 
without repair, adjustment or replace- 
ments. Magnusol is used as the cleaning 
solution. 

It cleans from thirty-five to forty 
machines per day, all the shop can 
handle, though it could clean up to dou- 
ble that number if required. 30% sav- 
ings in labor are reported, the workman 
being able to do other useful work about 
the shop while the machine is at work. 
No hand brushing is required on the 
machines coming from the unit. 

If you are interested in better clean- 
ing in less than half the time required 
with Magnusol in soak tanks, ask us to 
send full details on the Magnus “TW” 
Aja-Dip Cleaning Machine. 


TWENTY-FIVE YEARS OF SERVICE TO INDUSTRY 
MAGNUS CHEMICAL CO., 83 SOUTH AVE., GARWOOD, N. J. | 


Cleaners and Machines 
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ou can soll “be interiors 


lhe this one, too 


vitally to the dignity and beauty of every office. As you look at this picture you may 


Paneling and wood design contribute 


think it is too complex for you to handle. But, actually, all you have to do is send 
us the architect’s plans with some idea of the effect desired—we do the rest—design, 


make, ship and install—to the everlasting satisfaction of you and your customers. 


NO STOCK LINES. We have spent years designing and decorating private 
offices, libraries, schools and public buildings from architects drawings and 


specifications. Projects anywhere in United States accepted. 
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HOW TO CHANGE PROSPECTS INTO 
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Keeping a customer coming back time after time depends 
largely on the product you sell him. . . if it’s good, he'll be 
happy; if it won't do all that's claimed, he'll be sore and 
you won't see him again. 

Take, for instance, a product intended to remove hand 
stains. Most offices have duplicating machines of one kind 
or another and where there are duplicating machines the 
people who operate them have a hand stain problem. Ordi- 
nary soap won't take the stains off; neither will a lot of other 


concoctions unless they are so strong they dry the skin, or 


else take off a part of the skin with the stain. The situ- 
ation has been a tough one for most offices but that 
was before they learned about Pax Cleansing Cream. 

Pax Cleansing Cream really works—the most stub- 
born stains simply disappear in a moment, easily and 


a a a cn cm cme 1 


G. H. PACKWOOD MFG. CO. 
1545 Tower Grove Ave. 
St. Lovis 10, Mo. 
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! 
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ATTACH TO COMPANY LETTERHEAD 


BB Sars tee 


REPEAT CUSTOMERS 


ne 


harmlessly. It makes little difference what causes the stains 
— Ditto, Hecto, Mimeograph, or stamp pad inks, typewriter 
ribbon or carbon paper, even Multilith Intensifier—Pax 
Cleansing Cream makes them vanish. 

Ample lanolin in Pax Cleansing Cream keeps the tenderest 
skin soft, lovely and youthful—the most beautiful nail polish 
is left bright and lustrous—soap is unnecessary because Pax 
makes its own delightful suds, and rinses off in clear water 
—there’s no unpleasant odor—and it won't spot clothing, 
even when mixed with the ink it removes. Pax Cleansing Cream 
is inexpensive too because so little goes so far. 

lf you have a skeptical prospect, turn him into a 
thoroughly happy repeat customer with Pax Cleansing 
Cream. Of course, you'll need convincing first, so mail 


the coupon now for a liberal sample jar. 


PAX HECTO INK 
CLEANSING CREAM 





’ Please send, without cost or obligation, a sample 
jar of Pax Hecto Ink Cleansing Cream together 
: with complete information and prices. 
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Title 
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TRADEMARK REG. U. S. PAT. ore 


When you purchase any Pax Product you also purchase the experience and ability of 
Pax Technicians acquired through 20 years of exhaustive research and development. 


1545-55 TOWER GROVE AVE. @ 


Contains Lanolin 





of oF 


ST. LOUIS 10, MO. 


H. PACKWOOD MFG. 
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GUEST BOOK 
(Continued from page 38) 


facturers and friends there before sailing back to 
France. He spoke favorably of the quality of United 
States air transportation. 


Bert V. Teeters of the Teeters-Mackey Company, 
Cedar Rapids, Iowa, took a few minutes from June 25, 
a busy day for him, to pay us a visit and sign our 
Guest Book. In Chicago calling on the steel com- 
panies and contacting the trade, he was able to report 
progress and hopes for improvement in production. He 
looks forward with interest to attending the National 
Stationers Association convention with our good friend, 
Blaine Bristol, of Koch Brothers,..Des Moines, Iowa. 


A. S. Voydanoff of Oakland Sweets Company, Pon- 
tiac, Mich., signed the Guest Book’June 25. Mr. Voy- 
danoff is a wholesaler of candy, as:‘his company name 
implies, and also of school supplies. He was making 
arrangements to meet next fall’s school requirements, 
expecting to be particularly busy in that division of the 
business commencing about the middle of August. His 
supply business includes the sale of a number of office 
products. 


H. M. Walmsley, Houston, Tex., en route to his home 
after a 6,000 mile automobile trip through New Eng- 
land and eastern Canada, dropped in at our office on 
June 28 and signed the Guest Book. He has many 
friends in the industry from past connections with 
Underwood Elliott Fisher Corporation, now Underwood 
Corporation, his last location with the company being 
Milwaukee. In recent years he has been employed by 
the Southern Pacific. He intended to be back on the 
job for a short time before going to San Francisco for 
the Shrine convention. 


C. P. Bowdle, superintendent of schools at Van Wert, 
Ohio, stopped for a brief visit on June 28. Although 
actively engaged in the teaching profession for many 
years, he has maintained an interest in articles for 
office use, many of which are essential to school activi- 
ties. He is an exponent of life in the smaller com- 
munities. 


Alfonso Weidenhammer, president of Casa Schauss 
S. A. Mexico City, was a welcome visitor at the edi- 
torial offices of this journal on June 28. He was ter- 
minating a week in Chicago, following two weeks in 
New York and two weeks in Canada. The business Mr. 
Weidenhammer heads is one of the largest and most 
progressive stationery firms in Mexico. A wholesale de- 
partment representing 50 American manufacturers 
and an agency department which has exclusive Mexi- 
can representation for A. W. Faber, Bates Manufactur- 
ing Company, American Crayon Company, Vail Manu- 
facturing Company, G. J. Aigner Company, Defiance 
Sales Company, C-Thru Ruler Company, Autopoint 
Company, White & Wycoff, and the Eclipse Fountain 
Pen & Pencil Company of Toronto, are features of the 
business. Ten salesmen covering all of Mexico assure 
wide distribution. The purpose of Mr. Weidenhammer’s 
trip was to contact the manufacturers he represents, 
and to try to locate satisfactory sources of drawing in- 
struments, pocket pencil sharpeners, slated cloth and 
imitation leather desk accessories. 


Frantz Ichon of Paris, France, inspector general of 
the well-known financial house of Credit Lyonnais, 
called at our headquarters on June 29. Credit Lyon- 
nais operates by means of branches throughout 
France, also Spain, Egypt and other Mediterranean 
countries. Mr. Ichon had called at correspondent 
banks in Chicago and made a brief inspection of 
office methods employed by Sears, Roebuck & Com- 
pany. 


Frank P. Holloman, manufacturers’ representative 
located in Dallas, Tex., paid us a visit on June 29. He 
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COLUMBIA 
STEEL EQUIPMENT COMPANY 


Manufacturers of Office Equipment 


LINCOLN-LIBERTY BUILDING 


PHILADELPHIA 7 PENNSYLVANIA 
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Herring-Nall-Marviy 
Salesand other Hl-I1-¥.- Products ooze 


Satisfied Customers 
over i Luger 
lewuod if Years (hi 


Of Fire-Resistiye Protection in (he world 


Here are some AZedored Why 


@ HERRING-HALL-MARVIN always has done business the American way... 
through established dealers. 

@ The HERRING-HALL-MARVIN policy of distribution is intended solely to 
build confidence in, and create customers for, the office equipment dealer. 

@ HERRING-HALL-MARVIN safes, money chests, fire-resistive vault doors, etc., 
incorporate improvements that are recognized as the standard of comparison 
in their respective fields of application. 

@ HERRING-HALL-MARVIN makes available to its established dealers a steady 
stream of advertising cooperation to help you improve your business and 
at the same time create invaluable customer good will. 


The Herring-Hall-Marvin franchise may be 
available in your city. Write us today. 


General Offices 


HERRING-HALL-MARVIN SAFE CO, "*mwrcrcie® 


In New York, Chicago, Boston, Washington, 
Monufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and St. Louis, Atlanta, Houston, Philadelphia, 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes Los Angeles, Detroit, Pittsburgh 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 
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had business matters to occupy his time in Chicago 
and in New York, his only other stop before returning 


to the Southwest. Mr. Holloman maintained his con- | 
tacts with the dealers regularly even when he had | 
little merchandise to offer and expects an upsurge in 


his area as goods become more plentiful. 
——————_— 2 


FORTUNE TELLS OF “FOUNTAIN-PEN SCRAMBLE” 
The July issue of Fortune magazine in the depart- 
ment “Shorts and Faces” tells of competition for the 
new ball-point pen market in an article entitled, 
“Fountain Pen Scramble.” 
Quoting from this article: 


“The U. S. became ball-pen conscious in October, | 


1945, when Gimbels’ New York department store intro- 


duced a $12.50 make produced by Reynolds Interna- | 
tional Pen Company, a firm that had come into ex- | 








FINEST CUSTOM QUALITY 


istence only a few months before. Gimbels sold $100,- | 
000 worth of the pens on the first day; by the end of | 


the week Reynolds International was in the 70 per cent | 


income-tax bracket. This presumably was a shock to 


Eversharp, Inc., which thought it had the ball pen | 


sewed up by joint control with Eberhard Faber of the 
Biro Argentine patents... . 

“Actually, a pen using a rotatable ball instead of a 
nib is anyone’s property. It was patented back in 1888 
by one John Loud, and the rights have long since 
expired. ‘Exclusive’ features now are gadgets, use of 
thickish printer’s ink, and manner of ink feed. 

“The ink feeds used in the pens now on the market 
are mostly of two types: gravity flow and capillary 
action. The Reynolds pen employs gravity flow; Ever- 
sharp uses capillary action, which it calls CA. Ever- 
sharp, in suits against the two manufacturers, charges 
them with using capillary action. There is a third ink 
feed, the regulated-pressure type, by which a piston 
presses the ink against the ball. A patent on this 
principle was once in the hands of two Czechoslo- 
vakians.... 

‘Despite this rat’s nest of a patent situation, ... 
manufacturers of ball pens are springing up all over 
the U S. The Ball Pen Company of Hollywood, dis- 
regarding Eversharp’s suit, offers its Blythe. . . . Old- 
line firms are also entering the melee. Sheaffer will 
bring out a retractable-tip pen. ... Waterman will 
wait until it can produce a ball pen that writes with 
the swerves and sweeps of the old-fashioned variety. 
Parker refuses to be hurried with its model. David 


Kahn, Inc., is aiming at one to retail between $2 


md 3... 

“The ball pen certainly started out in the U. S. with 
a flash. Retailers say they have never seen anything 
resembling it for quick sales.” 

—= > 


RITEPOINT OPENS NEW MODERN FACTORY 

Study of the architect’s plans reveal that the new 
home of the Ritepoint Company, St. Louis, Mo., built 
at a cost of $250,000 in addition to the expense of the 


three-acre site at 4350 S. Kings Highway, is an artistic | 


and modern plant. The ground was acquired through 
Federer Realty Company and construction was: started 
last July under Government priorities. The plant was 
formally opened on the last Saturday of June with 


elaborate ceremonies including attendance of civic | 


leaders for a program, a dinner dance, buffet and floor 
show. 


The plant will have an average of 300 production | 
workers, besides the office force, employed in a building | 


having 32,000 square feet of floor space. 


Regardless of price, MIDCO the Perfectlite 
| Portable lamp models are, and will always be, a 
GREAT VALUE. Of course, their greatest value 
lies in their ability to provide the correct amount 
of measured light of the finer fluorescent quality, 
that is recommended for “Comfortable Seeing” 
by the Research Departments of the Lighting 
Industry. 


| MIDCO’s dual reflector principle of light control 
is unique, in that it is an exclusive MIDCO devel- 
opment—different from any other type of light- 
ing control in common use—and is solely respon- | 
sible for the high efficiency output and directional 
control of the light of the single fluorescent tube. 





Standardization on all Underwriter approved 
electrical parts, and metals best suited for port- 
able lamp design, with attractive and durable 
finishes, combine to make MIDCO the Perfectlite 
portable lamp the accepted standard of highest 
quality in its field. 








Sylvester G. Lipic, founder of the company in 1933, | 


continues as head of the organization.—CG. 
—oqq—<- 2 _—_—- 


CHANGE IN PERSONNEL FOR NEW YORK FIRM 

S. Novick & Son Corporation, New York, N. Y., an- 
nounced June 1 that Jack Novick has resigned as 
secretary-treasurer and has severed all connections 
with the firm. The business will continue under the 
active management of Abe Novick, president. 
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4200 Series 
MIDCO the Perfectlite fluorescent desk lamp 


Descriptive literature on request. 


‘MIDWEST NATURLITE COMPANY 


| 228 West Kinzie St. Chicago 10, IIinois 
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FOUNT-0O-INK 


INSTANT ACTION 














THEY SELL 


THEY PLEASE 
THEY REPEAT 


Fount-O-Ink is a full 
line. They are suited to 
every writing need and 
every human prefer- 
ence. They open doors 
to new business and 
build volume through 
customer satisfaction. 





GREGORY FOUNT-0-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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ELBE ADDS THREE TO THE SALES STAFF 
The Elbe File & Binder Company, Inc., Fall River, 
Mass., recently announced the addition to their sales 
force of Ernest Lowthorp, Maurice L. Borders, and 


| Lewis Mitchell, all former servicemen. 


Mr. Lowthorp has just returned from service over- 
seas in the European theater of operations. He has 
been actively engaged in the commercial stationery 
field for over 15 years. Making his headquarters tem- 
porarily in Savannah, Ga., he will shortly arrange to 
open an office with headquarters in Atlanta, Ga., cov- 
ering Washington, D. C., Virginia, North Carolina, 
South Carolina, Georgia, Florida, Tennessee, Kentucky 
and Alabama. 

Mr. Borders joins Elbe after duty in Berlin with the 
American Military Government. He was previously con- 
nected with the Government service in a systems 
capacity. Making his headquarters in Louisville, Ky., 
he will travel in Kentucky, Tennessee, Mississippi, 


| Alabama, and Louisiana. 


Mr. Mitchell has recently returned from duty in 
Europe with the armed forces, serving in the capacity 
of major. He was formerly associated with Elbe in a 
legal capacity. Currently making his headquarters in 
Boston, Mass., he will act as sales manager for the 
New England area, covering Massachusetts, Vermont, 
New Hampshire, and Maine. 

ee 


CHINESE FIRMS TO USE AMCO CARBON PAPER 


Chinese stenographers and order clerks soon will be 
using Texas-made carbon paper as a result of a large 
order placed with American Carbon Paper Manufac- 


| turing Company, Ennis, Tex. 





G. G. Dunkerley, president of the firm which sells 
its product under the trade name AMCO, says he has 
received an order for carbon paper from Victor Trad- 
ing Company, Shanghai, China. The manager of the 
Chinese firm, dealers in stationers’ supplies for a 
number of years, also applied for a distributorship for 
American Carbon Paper products in China. “We have 
full confidence of building up a nice volume of busi- 
ness for you,” wrote Manager Victor S. Yeh. 

It was an advertisement carried in the February 
issue of OFFICE APPLIANCES, On page 175, which resulted 
in the letter and order, according to W. R. Schween, 
sales manager for the Texas company. 

———_-o= oe 
NEW QUARTERS FOR HUEHNE OFFICE SUPPLY 


K. W. Huehne, who established the Huehne Office 
Machine Service Company at Hannibal, Mo., last De- 
cember, has now leased new quarters at 223a Broad- 
way and has changed the name of the firm to Huehne 
Office Supply. Mr. Huehne, who was employed by the 
Burroughs Adding Machine Company for 19 years, had 
been sharing space with another business. On May 1, 
he received the agency for Underwood typewriters and 
Sundstrand adding machines. 

“ iit ince 
TEXAS FIRM IS GRANTED A CHARTER 

The Stationers Distributing Company, Inc., Fort 
Worth, Tex., has received a state corporation charter 
with a $20,000 capital stock authorization. . Willard 
Chamberlin and A. B. Wright of Dallas, Tex., and 
H. B. Ransom of Fort Worth are named as incorpora- 
tors —_EWF. 

9 
VAN DUZER NAMED TO CONTROLLERS INSTITUTE 

Frank H. Van Duzer, controller of Pitney-Bowes, 
Inc., Stamford, Conn., was recently elected to mem- 
bership in the Controllers Institute of America. The 
Institute is a technical and professional organization 


of controllers devoted to improvement in procedure. 
= 2 


FAIRMON DEE OPENS NEW AMARILLO FIRM 

Fairmon Dee has opened his new Western Business 
Supply, retailing office supplies and equipment, at 208 
West 10th St., Amarillo, Tex.—EWF. 
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ANISH that frown and grin, Mr. Dealer—brood no more 
about strikes and material shortages. For PEERLESS 
Tuchtype Keys are a beam of sunlight breaking through 
the dark skies. 
The most famous rubber keys in America are back in quality 
and quantity and hard-hitting Dealers are splintering pre- 
War sales records. Chalk up an assist to the Tuchtype Girl, 
the sweetest sales-producing ‘‘Gold Digger’’ who ever went 
all out for the glory and profit of PEERLESS-IMPERIAL 
Dealers. All day long she repeats her tested sales message 
—'‘PREVENTS BROKEN FINGERNAILS"! You may have 
one or more Tuchtype Girls working for you. Order your 
PEERLESS Tuchtype Keys today and specify the number of 
displays you want. What are you waiting for? 


28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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OFFICE CHATR CUSHIONS 





IN STOCK FOR 
IMMEDIATE DELIVERY 





OUR LATEST CATALOG 
SENT ON REQUEST 





With LATEX FOAM RUBBER 
UNIT in executive and steno sizes. 
With genuine upholstered SPRING 
UNIT in executive and secretary 


sizes. 


With white cotton in executive, 


secretary and steno sizes. 





In brown leatherette with fibre 


plaid back. 


In green jungle cloth with fibre 
plaid back. 





FISHER MFG. CO., INC. 
CUSHIONS 


92 Montgomery St. Jersey City 2, N. J. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Merchandise is coming in better in nearly all sta- 
tionery and office supply stores in Los Angeles and 
vicinity. Especially is this true for typewriters, accord- 
ing to the word of a large number of dealers inter- 
viewed this month. The prevailing mood throughout 
the city is one of optimism. It might be aded that 
the increase in population in southern California did 
not abate with the close of the war and the number 
of new businesses starting is very large. 

* cg * 


Ralph M. Alexander, proprietor of two thriving sta- 
tionery stores in Los Angeles, with Carl Draper, a 
well-known manufacturer’s representative, recently 
enjoyed a two-weeks’ fishing trip and outing at 
Guaymas, Mexico. Mr. Alexander’s stores, under the 
name of The Alexander Stationery Company, are lo- 
cated at 246 S. Western Ave., and 1513 N. Vine Ave. 

* * * 

Ronald V. Beale, proprietor of the Precision Type- 
writer Company, 158 W. 12th St., Los Angeles, after 
two years in which he has seen his business grow 
quite rapidly, is satisfied that the real interest in 
humanity must enter into all business transactions, 
as well as in the various relations of groups and 
nations, if there is to be peace and prosperity in in- 
dustry and peace among the nations. Co-operation 
between competitors makes for more business, not less 
business, and there is no reason in the world why 
competitors can not co-operate, he says. Mr. Beale 
states that he tries to base his business on service. 
His first location was upstairs at 524 S. Spring St., 
on the sixth floor. His second location was on the 
third floor of the I. W. Hellman Building at 124 W. 
4th St. He has been in his present location for the 


last six months. hs age 


The Woodstock Typewriter Agency, which was form- 
erly located on the third floor of the I. W. Hellman 
Building, at 124 W. Spring St., is now located at 150 
W. 12th St. Lee Cogdell, proprietor, is the southern 
California distributor for Woodstock typewriters. He 
was formerly designated as branch manager. 

* * * 

Charles Andrus, formerly manager for Underwood 
Corporation in Lincoln County, Wyo., is a new 
mechanic for the Angelus Typewriter Company, 531 
S. Spring St., Los Angeles. The new assistant officer 
manager is Jack Haskin, formerly with the Los Angeles 
board of education. Arthur Gonzales, who has just 
returned from service, is now head of the typewriter 
cleaning department. Fred Rothman, proprietor of 
the company, reports that his daughter, Evelyn, was 
married on Sunday, June 16, to Leonard Kasimov of 
Fort Worth, Tex. Mr. Kasimov, who was formerly 
with the Army Air Forces, recently returned from 
the European theater of war. 

~ a * 

P. E. King, one of the proprietors of the Southern 
California Adding Machine Company, 947 S. Broadway, 
Los Angeles, states that the demand for bookkeeping 


machines is constantly increasing and that the com- 


pany can not get enough machines to meet this de- 
mand. Other members of this firm are G. E. Miller 


and F. M. Swann. oe ae 


Harold E. Feinstein of the Aldine Supply Company, 
232 S. Spring St., reports that all members of this 
firm who were in the service have now returned and 
are back at work. Mr. Feinstein himself was slated 
to leave June 17 for New York and other eastern cities 
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Futura’ CASH BOXES 
Moldmasler 








PLASTIC TRAY 


STEELMASTER'S world-famous Cash, Bond and Of- 
fice Boxes now come supplied with its MOLDMAS- 
TER Plastic Tray. MOLDMASTER Plastic Trays are 
made of high-impact phenolic plastic material in 
glossy black and has substantial strength. Greater 
coin-compartment capacity is provided. Ease and 
speed of handling of currency is achieved and a mod- 
ern, harmonious and two-toned article of commerce 
is now offered to the trade by STEELMASTER, the 
world's largest manufacturer of cash, bond and 
office boxes. 


These boxes are styled by STEELMASTER and fin- 
ished in FUTURA Silver-Gray with the new MOLD- 
MASTER Plastic Tray in glossy black. 


These new STEELMASTER Cash, Bond and Office 
Boxes with MOLDMASTER Trays and without trays 
are offered at the "share the prosperity" reduction 
in prices effective August I 5th, 1946, as shown herein. 


The right to limit quantities is reserved. 





Futura CASH BOXES with Moldmaster TRAYS 


























~ | w | w |e | Maen [Biri 
F30 | 10% | 4% 7% 31/4 Ibs. $3.00 
F 14 io «6 | 3) | 64% «| 2 tbs. | $2.25 
F 10 10% | 2% | M% | 2%lbs. | $2.35 
WITHOUT TRAYS 
F92 10% | 4% | 7% | 2Yalbs. | $2.00 
F3 | 1% | 3% | 5% | 13; lbs. $1.75 
F 4 10 3 | 4% | Ilbs. | $1.50 
MOLDMASTER TRAYS Per Dozen 
M1910 | For F92 or F10 $15.00 
ForF4Bondt™~” $12.00 
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Futura 


SILVER GRAY SERIES 


Staudard Olive Green 
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Of- 
AS- Available in FUTURA silver gray or standard olive 
poe green series, 16" deep, STEELMASTER Card 
‘ Cabinets. 
| in 
ater | These units are furnished with ASCO hook-up fea- 
and ture and can be built to any height. When ordering, 
nod- indicate "F'' for FUTURA silver gray items or merely 
arce use stock number shown for standard olive green 
the items. 
and a 
DOUBLE DRAWERS = tI Ly 
| | A x. | List Pri a 
fin- No. | Card | Width M4 D | Capacity Ship'g Wt. | F.0.8. NY. oy [= a | 
)LD- 3352 | 3x5 | 12% | 5¥% | 16"| 3,000 | 9% Ibs. | $5.25 ne © ” 
3462 | 4x6 | 14/, | 6% | 16"| 3,000 | 11 Ibs 6.00 
fice 3582 | 5x8 | 18% | 7% | 16"! 3,000 | I5Yp Ibs. | 8.00 
rays | 3692 | 6x9 | 20% | a% | 16"| 3,000 | 21%) Ibs. | 10.00 
tion | 
rein. | SINGLE DRAWERS 
Available in FUTURA Silver-Gray or Standard Olive 
— Green Series, 16'' deep STEELMASTER card cabi- 
nets, capacity approximately 100 cards to the inch. 
P i . 7 u te ° 
5 NY. When ordering FUTURA Silver-Gray put "F" in 
“' front of the item ordered. 
2.25 In ordering Standard Olive Green, merely use stock 
number shown. 
2.35 
| _ The right to limit quantities is reserved. 
00 | SINGLE DRAWERS 
|.75 | | | | Approx. List Price 
a No. | Card | Width | H D | Capacity | Ship'g Wt. | F.O.B. N.Y. 
anne 335 | 3x5 | b% | 5% | 16"! 1,500 | 5% Ibs. $3.00 
deen Mb | 4x6 | Yr | 6% | 16"| 1,500 | 6% lbs. | 3.50 a8 
5.00 358 5x8 | W/2 ™% | 16" 1,500 | 8 Ibs. 4.50 —_ = ie 
2.00 9 | 6x9 | 10% | 8% | 16"| 1,500 | 12%4Ibs. | 7.00 g (J | Ly 4 
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Futara MULTI-UNITS 


A personalized filing system for every office, 
home or small enterprise to safekeep all cor- 
respondence, letters, bills, documents and 
records. 

No. 3001 consists of two filing cobinet drowers 16” 
deep ond come equipped with ASCO build up 
feature to provide for additional units for every 
record keeping need 


Styled by Futura (silver grey finish) A N D uP 
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EAST 145TH STREET NEW YORK 5], N. Y.— 








PATENT PENDING 


THE COUCH WITH THE 
ADJUSTABLE HEAD REST 


Adjustable to five positions each assuring complete relaxation 
and comfort... smart in appearance and modern in design... 
skillfully constructed and covered with the newest tearproof 
and waterproof plastic materials in a variety of colors. 


The “Leisurest’” couch is now being featured 
in Leading Trade Publications to Doctors, Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 


It will pay you to look into “Leisurest”. Write Today! 


e 2 
Sosure Fuwmiture (orp. 
12 East 18th Street Dept. O. 
New York 3, N. Y. 
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NUL AUZAT LY SNIAWS 


Precision-made Darnell 


Casters with the DOUBLE 
BALL-BEARING SWIVEL 


assure a long life of effi- 
cient, economical service 


Free DARNELL MANUAL 


DARNELL CORP. LTD. 60 WALKER ST. NEw YORK 13.NY 


LONG BEACH 4. CALIFORNIA 36 N. CLINTON, CHICAGO 6 
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on a buying trip. The Aldine company is now putting 
in a complete offset printing plant in addition to a 
letter press. Recently additional store space was taken 
with a greatly enlarged front on Spring Street, and 
this, according to Mr. Feinstein, has greatly increased 
business. a ae 


A. C. Hauser of the Columbia Salesbook Company, 


315 S. Spring Street, Los Angeles, left June 9, on a 
trip to San Francisco. He called on accounts on the 
way up and back. Mr. Hauser reports that Spencer 
rubber bands are coming in quantity now and in 
various sizes. Three other small items which have 
been scarce for some time are also back in quantity, 
Mr. Hauser reports. i Toa 


M. S. Thomas of the Los Angeles Stamp and Sta- 
tionery Company, 1500 S. Angeles St., Los Angeles, 
was slated to return July 1 from a trip which took 
him through the Midwest and Northwest visiting his 
sons and daughters, as well as other relatives. He 
also called on numerous friends in the trade. Mr. 
Thomas, who was to be gone for five weeks, had not 
had an opportunity to enjoy such a trip as this for 
several years. Al C. Davidson is president of the Los 
Angeles Stamp and Stationery Company and William 
Knapp is general manager. 

* * * 

There was an error in a news release recently in- 
cluded in this column relating to changes in the 
personnel of Earle P. Hambly and Associates, Santa 
Monica. The item said that “Miss Norma Williams” 
was now in charge of-office machine maintenance. The 
name should have been “Norman Williams”. Bryant 
Fahrney, now connected with the company, left early 
in June on a buying trip that was to take him to 
New York. He expected to be gone for four or five 
weeks. Norris Hambly, son of Earle P. Hambly, who 
went to work at the store the day after he was re- 
leased from service, is now busy as a bee learning the 
details of.the business and, according to the father, 
“is making himself very useful.” 

* ca + 

Ted Ralph, the new branch manager of the type- 
writer division of Remington Rand, Inc., was former 
branch manager of the typewriter division in the 
Pittsburgh, Pa., office for four years. Mr. Ralph has 
been with the company for 19 years, beginning 
his career as salesman in New York City, and for a 
number of years was assistant to the general sales 
manager. From 1938 to 1941, he was national sales 
manager of the standard machine division. Mr. Ralph 
succeeds H. A. Ecclestone, who was manager of the 
Los Angeles office for 26 years. However, Mr. Eccle- 
stone refuses to retire from active duty and is staying 
on in a special capacity with Mr. Ralph. 

* * * 

The Beverly Hills Typewriter Shop, 433 N. Canon 
Dr., recently received its first large shipment of Rem- 
ington portables since the end of the war, according 
to Harold W. Scott, proprietor. 

* * ca 

A. R. Hamm, proprietor of the Park Adding Machine 
and Typewriter Company at 6024 Pacific Ave., Hunt- 
ington Park, reports that his company was probably 
the first in the southern California area to adopt 
the Government training program for returning serv- 
ice men. The first two boys taking advantage of the 
training have completed the first six months’ work 
and are now ready for a raise. They are Elmer Un- 
derwood and Ralph Graber. Both served in the Army 
Air Forces. BT ees 


Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, reports that Mrs. Lockard, 
who underwent a head operation on June 14, is improv- 
ing nicely. a 


Willis Palmer, southern California representative 
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have made (sometimes 
hopelessly, we thought) 
during the last few years 
to help our dealers over the 
rough spots as best we 
could. Second, it touches 
on a subject pertinent at 
this time.* 


your 


*There is no question about it—the demand for 
Liberty Record Storage Boxes is greater than ever 
before. Ironically, raw materials—particularly where 
paper or paper-board are concerned—are just as 
Stringent as ever. Therefore it behooves you to 
anticipate your requirements many months in ad- 
vance, and to ask your customers to do likewise. 
Place your orders now, even though you may not 
need the Liberty Boxes for six months. We will do 
everything we can, within the limitations imposed DA D 
upon us, to see that you get your requirements. Of STA N R 
one thing you may be absolutely certain—you will S 
get your rightful share of all the Liberty Boxes we STOCK SIZE 
are able to produce. 





beulg BANKERS BOX COMPANY 


America’s Specialists in Record Storage Filing Equipment 


REG 


STORAGE BOXES Established 1918 


$36 S$ CLARK ST. e CHICAGO 5S ILLINOES 
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=>—-= Curves 


The A B C of the quality 
conscious merchant .. . 


for a complete line of fast selling, profitable 
drawing, ruling, and computing devices. Top 
value and exclusive C-Thru developments have 
gm created consistent consumer demand .. . 
Take advantage of C-Thru’s unexcelled 
delivery schedule. 





Write for Free C-Thru Catalog 





RULERS « TRIANGLES - NAVIGATIONAL INSTRUMENTS - STENCILS - PROTRACTORS - OTHER DEVICES 
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for the Boorum and Pease Company, spent about ten 
days at the factory in Brooklyn, N. Y., early in June. 
* * * 


W. R. Lindsay of the West Coast Stationery and 
Printing Company, 1144 S. Broadway, is at this writing 
in the White Memorial Hospital, Los Angeles, where 
he is improving from a recent illness. 

Oe 
PATENTS AVAILABLE FOR LICENSING OR SALE 


From the official gazette of the United States Patent 
Office, Department of Commerce, Vol. 586, No. 4, issued 
May 28, Office Appliances lists the following patents 


available for licensing or sale: 

Pat. 2,374,341. Display Device. Patented Apr. 24, 1945. Rectangular 
case has windowed cover revealing a series of pictures or the like rolled 
past the window by means of rotatable spools mounted in the case 
ends. Spools are changeable. Device may be used to amuse children, 
to tell stories, and so forth. A light within the frame illuminates the 
display. (Owner) Maud Farrand, Mox 356, Berkeley, Calif. Groups 25—96; 
39—41; 40. Reg. No. 2,793. 

Pat. 2,320,110. Electric Indicator for Typewriters. Patented May 25, 
1943. An electric lamp is illuminated to provide a visible indication 
to the typist that line end is approaching. Switch is operated by the 
usual ball clapper mechanism or its substitute. (Owner) George A. 
Walker, 2285 Glenroyal Parkway, Miami, Fla. Groups 35—72; 36—51. Reg. 
No. 2,794. 

Pat. 2,156,225. Reading Stand. Patented Apr. 25, 1939. Main portion 
consists of a tray-like body supported by a triangularly-bent rod which 
constitutes a stand. Construction permits swinging to any position in- 
cluding horizontal above the reader. Book or magazine rests on shelf- 
like flange with a pair of flexible arms holding pages in place. A _ rod 
hooked over top of tray and passed through opening in shelf fits center 
fold of book, restraining movement. Stand also functions as breakfast 
tray. (Owner) Allan Keith O’Meara, The Winslow, 45 East 55th St., 
New York 22, N. Y. Groups 25—96; 33—73; 39—39. Reg. No. 2,807. 

9 


NEW PEN STORE FOR ST. LOUIS 


“The world’s most modern fountain pens” is the 
slogan of the Lunt Pen Store, which opened up re- 
cently in downtown St. Louis, Mo. 

Featuring some 13 leading lines of fountain pens, 
including the new types of ball-point and long-dura- 
tion inking models, the shop is located on Pine St., a 
block away from the downtown department store area. 
The management is headed by Robert J. Lunt, operator 
of the Lunt & Company typewriter supply store, also 
in downtown St. Louis. Mr. Lunt opened up the new 
store to specialize entirely in fountain pens and me- 
chanical pencils, on the theory that with so many 
new brands on the market, there is plenty of room 
for the dealer who exclusively serves in clearing up 
the customer’s doubts about this and that type. 

The store has two large display windows, a complete 
repair shop in the rear, and modern fixtures for ink, 
pens and pencils. 

In addition to walk-in private customers, the store 
will handle all fountain pen and mechanical pencil re- 
pairs for prominent jewelry stores in St. Louis, includ- 
ing Mermod-Jaccard-King, Hess-Culbertson, and a 
dozen others. “We have found plenty of demand for 
repair service from customers who treasure a particular 
pen, and would rather spend more to maintain it than 
to buy a new one,” it was pointed out.—RAL. 








fg et Ea 


GUNLOCKE TEAM—This baseball team is sponsored by 

W. H. Gunlocke Chair Company, Wayland, N. Y., in carry- 

ing out the plan of creating recreational facilities for the 

employees. Incidentally, the squad pictured here got off 
to a fine start, winning first three games played. 
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~he Alexander pen is @i 
ways ready to write. Vae- 
U-Glide silvertone metal 
cap contains airtite seal 
to insure instant starting. 
‘Signature’ point of 14 
karat gold. Metered ink 
flow through the Capillary 
Feed prevents flooding or 
leaking. 


The Commentator match- 
ing pencil offers brilliant 
beauty and dependable, 
day after day performance. 


The Set Complete with gift box 





Alexander also offers the 
No. 100 $1 pencil. The 
world’s most practical 
mechanical pencil — de- 
signed especially for the 
use of thin lead. 
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A triumph of style design... 
A triumph of engineered per- , 
formance... 
Twin triumphs for enduring writ- 
ing pleasure. 
















1 
rpreraulox 
re 
An automatic pencil of distinguished 
performance and gleaming beauty. 
Durable, mirror-like Rodium plating. 


Especially designed to give you writ- 
ing pleasure with thin lead. © 


WRITE for complete 


: 
information and de- 
| 


‘write around the wodd” 


scriptive literature. 
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A NEW PROFIT LINE 2" 


FRAME CON. 
STRUCTION 


ANODIZED 

ALUMINUM- 

1" SQUARE 
SOFA TUBING. 


Length . .72 
Depth . .34 
Height . 313, 


$196 List 
REGULAR DEALER DISCOUNT 


@ One third the weight of 
steel BUT JUST AS STRONG. Cannot streak, 
rust or tarnish. Frame cannot sway. Reinforced 
at all joints. Nothing to split, warp or weaken. 
Anodizing (hardening) process prevents 
scratching. 

@ Armpads of hard rubber 
plastic composition for lifetime durability. 
Plastic gliders attached to each leg prevent 
undue rug wear. SEATS AND BACKS WITH 
GENUINE INNERSPRING CONSTRUC.- 
TION. Acid resistant and waterproof VINY- " — 
LITE LEATHERETTE coverings in RED, . | ate ARM CHAIR 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 56) 


up, Irving Orans, Alpha Office Supply Company, New 
York City; nearest to pin at sixth hole, George B. 
Wray, manufacturers’ representative; runner-up, 
Leonard Rosenblatt, Regan Carpet Company, New 
York City; George Wray prize, R. B. Booth, The Leo- 
pold Company; kicker’s handicap, R. J. Berry, Berry, 
Dickie & Stettler, Inc., New York City; runner-up, 
Irving M. Levy, Art Steel Sales Corporation.: Non- 
players’ prizes were won by Jack Werfel, Colonial 
Office Furniture Company, Newark, N. J., and by R. R. 
Davis and R. G. Drinkuth, both of Security Steel Equip- 
ment Company. 

Presentation of prizes was made by Bernard H. 
Nemlich, Regan Office Furniture Corporation, New 
York City. who took occasion to express the thanks 
of the club to the outing committee composed of 
R. J. Freeman, manufacturers’ representative; John 
E. Mossman, Desks, Inc., New York City; B. H. Nemlich, 
Regan Office Furniture Corporation, New York City; 
and R. B. Booth, The Leopold Company, for the good 
job they did in arranging a fine day’s outing. He then 
expressed the thanks and appreciation of the club to 
R. P. Davies, R. G. Drinkuth and H. G. Tough for their 
though‘fulness and generosity in playing hosts at the 
affair. 

Mr. Nemlich, in closing, announced that the next 
golf outing would be held in July at Plandome, Long 
Island, N. Y., the date to be announced later. 


Oo ee 


STATIONERS 12:30 CLUB IN JUNE MEETING 

Attended by about 45 members, the Stationers 12:30 
Club meeting on June 3 was held at the Advertising 
Club, New York City. 

President James T. Hurley, Oxford Filing Supply 
Company, announced the death of William Dientz, 
Manhattan Stationery Company, Inc. He also an- 
nounced that Joe Bandes, Julius Bandes & Company, 
and Louis Caracci. The Nor-Wood Company, Inc., New 
York City, were unable to attend the meeting because 
both were celebrating their wedding anniversaries. 

Editor Gerard D. White, Acco Products, Inc., thanked 
all members who have sent in items of news for the 
club’s bulletin and urged them to keep up the good 
work. 

Jerome J. Savage, Carter’s Ink Company, chairman 
of the outing committee, reported that the event would 
be held at the Engineers’ Club, Roslyn Harbor, Long 
Island, on June 13. 

President James T. Hurley thanked and congratu- 
lated Chairman Savage and his committee for the fine 
job they have done in making arrangements for what 
promised to be the largest outing ever held by the club. 

Treasurer Dwight N. Briggs, Sun Rubber Company, 
announced the addition of two new members, Robert 
Shearman, The Modern Stationer and Philip Coulter, 
St. Regis Paper Company, New York City. The latter, 
a former member and officer of the club, has rejoined. 

Secretary Mortimer Libien, Libien Press, Inc., New 
York City, earnestly requested that all members who 
intended to attend the meetings send in their reserva- 
tion cards so accommodations could be provided. Be- 
cause of the food shortage, he further cautioned that 
members not send in reservations unless they were 
Sure of attending. Announcement was made that the 
next meeting would be held in September. 


———___o~m 
URGE SPEEDUP CANADIAN SURPLUS RELEASE 


To relieve the shortage of stenographic help and 
improve the office equipment industry’s ability to em- 
ploy ex-servicemen, the executive board of Canadian 
Office Machine Dealers’ Association has urged the gov- 
ernment to speed up release of surplus war equipment. 

Inviting Ford Planche, of the consumers’ goods 
division, War Assets Corporation, who was present 
at the meeting, to discuss “the seeming delay in get- 


OFFICE APPLIANCES, July, 1946 








“KING” 
Of MARKING DEVICES 


CROWN Line 


Pons 
¢ boo 530 VE 
f : PED ES p) 3! J 

vale T& 192] 
qn X$ Jeu 
% aM - 0 Jovo 





Daters & Numberers 


other Marking Devices 


“Known Throughout the World” 


° DEFIANCE 
SUPERIOR 
MODEL 
TRIUMPH 


STAR 
in All Languages 


for both Domestic and Expert Trade 





Send for Catalog Illustrating and Describing Complete Line 
of Marking Devices and Dealers’ Discount Sheets. 


R.A. STEWART & CO., Ine. 


80 Duane Street New York 7, N. Y. 




















129 






; 
1 
: 
| 
| 
i 
























Esau ci ote 3 


THEY ARE DEMANDING... 














© Send for details on ALL Numbers « 


- - - WHERE WASTE ACCUMULATES - - - 
SELL FIBRCAN 


Gatubridge Fibreau 





“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 


130 


ting surplus equipment back on the dealers’ shelves,” 
Joe Rubin of Montreal, the association’s president, said 
that it was recognized that the government’s veterans’ 
educational plan, now in full swing, required many 
hundreds of typewriters, and it was hoped their re- 
quirements were by now fairly well met. 

Present at the meeting besides Mr. Planche and Mr. 
Rubin were: A. W. Whitley, Windsor, Ont., and W. T. 
Corney, Toronto, vice-presidents; E. Twite, Rosaire 
Armand, Tom McCullough, H. DeLuca, C. L. Starr and 
Alvin Hale, Montreal; E. Lacouline, Quebec; Frank 
McGinn, secretary, Canadian Business Manufacturers 
Association; G. Donaldson and F. Magee, Toronto. 


et 
UTILITY SUPPLY PICNIC OUTLASTS RAIN 


Saturday morning, June 15, employees of the Utility 
Supply Company, Chicago, journeyed in force out 
to Erhardt’s Grove near Park Ridge, Ill., for their 
annual picnic. Despite the lack of co-operation of the 
weather man, who provided rain for most of the day, 





AT THE UTILITY PICNIC 


Top—Robert L. Reynell, Oxford Filing Supply Co.; Roy 
Hanson, Wilson Jones Co.; Ed Rohrs, Eaton Paper Corp.: 
Sam Sapoci, Utility Supply Co.; Tom Gillice, Rockwell- 
Barnes Co.; Dick Singer, Globe-Wernicke Co. Center left— 
Some proud parents and their children: At the left is 
Gordon Kickels and his two girls. The proud father holding 
his youngest child is Walter Woldvogel, National Blank 
Book Co. Mrs. Woldvogel (right) and the two children in 
front complete the family. Center right—B. A. Tuttle, Utility 
Supply Co., and Gordon Kickels, C. L. Barkley & Co. 
Bottom—A tense moment during the ball game. 


everybody had a good time. A number of manufac- 
turers’ representatives were on hand to participate 
in the activities. 

Following the foot races and other athletic contests 
came one of the outstanding features of the day. Two 
soft ball teams, one made up of returned veterans and 
the other designated as the 4 F’s, staged a battle royal. 
For several innings the veterans stood off the attack 
of the 4 F’s but they wilted before the heavy slugging 
of Gordon Kickels, C. L. Barkley & Company (drafted 
by the Utility employees in the 4 F’s category). Frank 
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Pics the introduction of PLASTI- rans oe 


CARBON, Longhorn’s distinctive  @ It positively will not slip when rolled into a 
typewriter 












new carbon paper, calls for this 











: @ It will not curl under any conditions 
superior carbon are increasing daily. 


en aes tte 


@ It has unbelievably long life 
That’s because actual tests are prov- 


Thinner, crisper Longhorn PLASTI-CAR- 
BON makes sharp, clean copies and makes i 
PLASTI-CARBON. Utilizing an more per sheet than any other type carbon 


entirely new process that eliminates paper. Won’t smudge, works equally well | 
on all standard and noiseless typewriters, 


ing the outstanding qualities of 


wax from the back of the sheet, 


PLASTI-CARBON has three highly 
desirable qualities... AMERICAN CARBON PAPER MFG. COMPANY 


bookkeeping and billing machines. 


Dept. OA, Ennis, Texas 
GENTLEMEN: 










CLIP THIS COUPON FOR YOUR 
SAMPLE OF PLASTI-CARBON ... 
Please send me a sample of Longhorn PLASTI-CARBON. 

















If you have not sent for your sample of PLASTI- Name 

CARBON, clip the coupon and mail to us. We Kilileeee 

want you to see this superior carbon paper for 

yourself . . . test it and see why it will help you 

build greater carbon paper sales. City Zone State 


AMERICAN CARBON PAPER MANUFACTURING COMPANY 


GENERAL OFFICES AND FACTORY...ENNIS, TEXAS 
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Giuntini of Utility also exhibited great batting power. 
The final score is being withheld for obvious reasons. 

Just outside the gate of the grove were a merry-go- 
round and a Ferris wheel, ponies and other carnival 
attractions for children. Many a parent had the 
pleasure of taking those “children’s” rides because, 


naturally, the children could not take the rides by | 


themselves. 
Just before supper, when hot dogs were served with- 


out charge to all the picnickers, everyone went to the | 


pavilion for the high point of the day—distribution 
of prizes. The evening was devoted to dancing by the 
younger set. 





VICTOR VISIBLE SCHOOL—Attending recent Victor Visible sales 
school at Hotel Lenox. Buffalo, N. Y., were: Front row—Norman M. 
Hegge. A. Pomerantz & Co., Philadelphia, Pa.; Peter F. Peterson, Eau 
Claire Book & Stationery Co., Eau Claire, Wis.; Jesse A. Peck, Spring- 
field Stationery Co., Springfield, Ill.; H. W. Barnes, Victor Safe & 
Equipment Co., Inc., North Tonawanda, N. Y. Second row—Peter 
F. Gross, Keystone Stationery Co., Camden, N. J.; Frank W. Abbey, 
Gramercy Stationery Co., Inc., New York, N. Y.; Kenneth S. Lilley, 
A. Fred Treher Co., Easton, Pa. Third row—Joseph F.° Yates, Yates 
& Harrington, Inc., New Haven, Conn.; Martin Murrett. Ryan & Wil- 
liams, Inc., Buffalo, N. Y.:; Martin Murrett, Ryan & Williams, Inc., 
Buffalo, N. Y.; John L. Hoelscher, Hoelscher’s. Inc., Buffalo, N. Y. 
Fourth row—Richard L. Gallagher, Erie Office Supply Co., Erie, Pa.; 
Anthony E. McLaughlin, Hoelscher’s, Inc.; Buffalo, N. Y.; Leo F. 
Hendricks, Hendricks Printing Co., Logansport, Ind. E. B. Jarrett 
Southern Office Supply Co., Bluefield, W. Va., was absent when the 
picture was taken. 





PENN-MAR-VA TRAVELERS, PHILLY STATIONERS 
SET SAIL ON DELAWARE IN COMBINED OUTING 


Perfect weather prevailed on that memorable eve- 


ning of June 25 when approximately 340 members, | 


their wives and guests set sail on the combined annual 
outing of the Penn-Mar-Va Travelers Club and Phila- 
delphia Stationers Association. 

This year’s outing took the form of a moonlight 
trip down the Delaware River aboard the good ship 
“The State of Pennsylvania,” one of the palatial Wil- 
son Line boats chartered exclusively for the event. 

Both the Penn-Mar-Va Travelers Club and the 
Philadelphia Stationers Association have reputations 
for staging successful social affairs, and when they 
combine they really go to town. 


Enjoy “Four Decks for Fun” 


The frolickers entitled their cruise, “Four Decks for 
Fun,” and very appropriately so. They had the top 
deck for observation; the deck below, glass enclosed, 
for serving of a delicious buffet supper; another deck 
for dancing to the music of an eight-piece band; and 
finally, on the lowest deck, a spot where refreshments 
were served all evening. 

First on the elaborate entertainment program was a 
song by Norman Grass, Eagle Pencil Company, a fea- 
ture which was followed by a ballerina dance beauti- 
fully given by Miss Nancy Harcheid, daughter of 
George Harscheid, National Blank Book Company. 
Next, the popular songster known as the “Roaming 
Troubador,” none other than John Harte, Yeo & 
Lukens Company, Philadelphia, Pa., entertained with 
a number of songs and stories. On the program was 
the Delaware Seamen’s Quartet, better known as the 
Penn-Mar-Va Harmonists. The singers were dressed 
in very becoming sailor suits and were speedily spotted 
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as George Harscheid and Ernie Eilers of National 
Blank Book Company, Ed Moor of Dennison Manufac- 
turing Company, and John Harte of Yeo & Lukens. 
Mrs. Kay Grass, wife of Norman Grass, Eagle Pencil 
Company, favored with sailor’s hornpipe and Scotch 
sword dances. All entertainers graciously obliged with 
encores to comply with the appreciation shown by 
their audience. Between acts, Harry Taylor, accom- 
panied by his eight-piece band, sang a number of old 
familiar songs and invited his listeners to join in on 
the chorus. 
Paul E. Burbanks Are Guests 

Stanley Woodruff, Weis Manufacturing Company, 
chairman of the outing, presented Paul E. Burbank, 
general manager of NSA, and Mrs. Burbank; and Miss 
Rose Cushman, assistant to the general manager, and 
treasurer of Penn-Mar-Va Travelers. Mr. Woodruff 
then introduced John F. Emhardt, Columbia Steel 
Equipment Company, president of Penn-Mar-Va Trav- 
elers; and Charles Lukens, Yeo & Lukens, Philadelphia, 
president of Philadelphia Stationers Association. Both 
welcomed the guests and thanked the outing commit- 
tee members. Al Williams, Stationers Guild of Amer- 
ica, secretary of Penn-Mar-Va Travelers, declared that 
it was always a great pleasure to act as secretary and 
expressed the hope that all present were enjoying a 
pleasant evening. 

The balance of the time was spent in dancing to the 
lively music of Harry Taylor’s orchestra. 

The members of the outing committee headed by 
Chairman Stanley Woodruff, Weis Manufacturing 
Company, were: 

Penn-Mar-Va Travelers—George Harscheid, National 
Blank Book Company; Ben Wachtel, Parker Pen Com- 
pany; Chris Tomford, Carter’s Ink Company; and 
George Leonard, L. E. Waterman & Company. 

Philadelphia Stationers—Ed Eisenstein, Shanahan & 
Company; Jim McCabe, Hoskins Company; John 
Harte, Leo & Lukens; and Joseph Snitzer, Automatic 
Printing Company, all from Philadelphia. 


ee ee 


ATLANTA PLANS NOMA BUSINESS SHOW 

Extensive plans are being made by the Atlanta, Ga., 
chapter of the National Office Management Associa- 
tion for the NOMA business show to be held in the 
beautiful $2,400,000 municipal auditorium at Atlanta 
on September 30, October 1, 2, and 3. 

Arrangements are under the chairmanship of Harry 
W. Buice, Ivan Allen-Marshall Company, assisted by 
T. A. Kirland, C. S. Conklin, W. C. Bottoms, Parker 
Liles, and R. S. Walker, Jr. 

Chairman Buice declares that the show is presented 
for the express purpose of benefiting office workers, 





ATLANTA AUDITORIUM, NOMA SHOW SITE 


office managers, business executives, commercial stu- 
dents and NOMA members in the southeastern re- 
gional division comprising Alabama, Florida, Georgia, 
North Carolina, and Tennessee. The business show 


OFFICE APPLIANCES, July, 1946 














0! 





/ / 
@ A-S-E Aurora Files are also standouts! They provide more, / 
give more! They lead with smooth-gliding drawers... im- | 
proved locking mechanism . . . rugged heavyweight steel 
construction that’s built to take it... trouble-free 
follower and extra filing capacity —actually 2612 inches 
of clear filing space per drawer! 





Write today for free catalog on A-S-E Aurora 
, & 

Files—it’s the dependable line that’s backed by 

more than 34 years of engineering experience! 


fA 
ap 
4 —_ 


c/ 


AURORA FILES 


% 


Drawer fronts are 
flanged back and are 
welded to bottom —pro- 
viding extra strength! 





600 Cleveland Avenue, Aurora, Illinois 


OFFICE APPLIANCES, July, 1946 

















Always Depend upon 





Po lychrome Slencits 


ae € SHOULD BE ee ae AND NOT BLGRRE D 





for Clear, Crisp, Copy... 


Dealers all over the country are enjoying good sales and profits 
on POLYCHROME’S laboratory-controlled products. The best of 


STENCILS +« DUPLICATING INKS + CORRECTION FLUID 
LETTERING GUIDES ‘ STYLI ° STENCIL RIBBONS 


Polychrome Yellow Stencils 


Easy on the eye; produce clean, legible copy, with "proof-reading" Poly-tint cush- 
ions. Display this top-notch business asset, your trade will thank you! 


Polyfilm Stencil Ribbons 


Our NEW carefree stencil ribbon (of genuine Pliofilm), designed to perfect the 
cutting, in minimum time. On spools; for all popular makes of typewriters. 





DEALERS—Write for booklet: “Shop Extension Plan” 


We are manufacturers to the trade, and are ready to quote on 
stencils and other items under your label. Complete packages to 


your specifications, or unmounted units, as you require... . 


POLYCHROME CORPORATION 


2 Ashburton Avenue Yonkers 2, New York 














136 OFFICE APPLIANCES, July, 


1946 




















46 





will feature office machines, methods, equipment, sup- 
plies, devices and services. 

Exhibits are sought for the show, to be set up at the 
municipal auditorium, which has the largest exhibit 
space of any building in the southeast, according to 
the committee. Correspondence is to be addressed to 
Chairman Buice, c/o Ivan Allen-Marshall Company, 
P.O. Box 1712, Atlanta 1, Ga. 

The auditorium is on Courtland St., in downtown 
Atlanta, only three blocks from Five Points, the geo- 
graphical heart of the city. Its front entrance opens 
out into beautiful Hurt Park, one of the featured spots 
of Atlanta. 


— oe 2 


OFFICE MACHINE DEALERS IN SPRING FROLIC 


The Office Machine Dealers Association of Pennsyl- 
vania, New Jersey and Delaware held the third annual 
Spring Frolic on Friday evening, June 14, at Weber’s 
Hof Brau, Central Air Port Circle, Camden, N. J., with 
an attendance of more than 225 members, their wives 
and guests. The affair was attended by dealers from 
seven states. 

The celebrants enjoyed a delicious chicken or fish 
dinner, according to preference. A festive mood pre- 
vailed as the orchestra played a number of old familiar 
songs, which the entire group joined in singing. 

President Edwin C. Wick, Wick & Rouillot, Norris- 


town, N. J., on behalf of the association, extended | 


greetings to all. He expressed his appreciation and 
thanks to the entertainment committee, headed by 
Edward J. Toussaint, Central Duplicating & Typewriter 
Company, Camden, N. J., for the fine job accomplished. 





SEEN AT SPRING FROLIC—Pictured at the Spring Frolic of 
the Office Machine Dealers Association of Pennsylvania, 
New Jersey and New Delaware are (left to right) Ed Tous- 
saint, Central Duplicator & Typewriter Co., Camden, N. J., 
chairman; Irving Ritchie, Addressing Machine & Equipment 
Co., New York, N. Y., president of the Office Machine Dealers 


Association of New York, Inc; Edwin C. Wick, Wick & | 
Rouilott, Norristown, Pa., president of the host organization; | 
Jim Ward, Shipman-Ward Manufacturing Co., Chicago; Anita | 


Taylor, daughter of Jessie I. Taylor; William Turquand, 
general sales manager, Underwood Corp.; Jessie I. Taylor, 
Globe Typewriter & Adding Machine Co., New York, N. Y., 


treasurer of New York Office Machine Dealers Association; | 


and Jim Rafferty, portable division, Underwood Corp. 


“Ed” Toussaint introduced the following guests: Wil- 
liam G. Turquand, Underwood Corporation; Herman 
Fink and Charles Barsh, both of Remington Rand, 
Inc.; John L. Gallup, Orrice AppLIANcEes; Jessie I. 
Taylor, Globe Typewriter and Adding Machine Com- 
pany, Inc., New York City, secretary of the Office Ma- 
chine Dealers Association of New York, Inc.; Irving 
R. Ritchie, Addressing Machine & Equipment Com- 
pany, New York City, president of the Office Machine 
Dealers Association of New York, Inc.; William R. 
Partee, Royal Typewriter Company, Inc., Stamford, 
Conn.; M. Lippett, Royal Typewriter Company, Inc., 
portable division; James T. Lafferty, Underwood Cor- 
poration; John Nagy, U. S. Typewriter Ribbon Manu- 


facturing Company; James P. Ward, Shipman-Ward | 


Manufacturing Company; W. J. Daniels, Royal Type- 
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“HANO CONTINUOUS 
CARBON FORMS” 


REPEAT PROFIT For. Ojo 


Your customer saves time and stops 
errors - - - you profit, not once, but 
on the repeat orders as well. 

Hano Lithographed Forms are printed, 
billed and shipped in your name. If 
you are located outside of New York 
City or New England, write today for 
complete details of our 
dealer offer. 

Free Design and Quota- 
tion Service is yours for 










writer Company, Inc., and Barry Voss, Underwood 
Corporation. 

Al Spaide, U. S. Typewriter Ribbon Manufacturing 
Company, presented the grand prize, a new Under- 
wood portable typewriter, to Jessie I. Taylor, New 
York City. 

Tables were then cleared and an excellent floor 
show was presented, consisting of a number of novelty 
acts that were both amusing and thrilling. The bal- 


| ance of the evening was devoted to dancing, good 


music, singing and good fellowship. 

The committee for the Spring Frolic consisted of E. 
Kocher, Office Machine Company, Philadelphia, Pa.; 
Edwin C. Wick, Wick & Rouillott, Norristown, Pa.; 


| Al Spaide, Office Specialties, Philadelphia, Pa.; E. 
Pfitzenmaier, 


Suburban Typewriter Company, Ard- 


more, Pa.; John DePaul, Paul Typewriter Company, 





| Philadelphia, Pa.; H. E. Steinke, Upper Darby, Pa.; 


A. Esposito, Ever-Ready Typewriter Service, Philadel- 


| phia, Pa.; Jack Bonfini, Bonfini Typewriter Exchange, 


Philadelphia, Pa.; and Ed J. Toussaint, chairman, Cen- 
tral Duplicator and Typewriter Company, Camden, 


| N. J. 





COMMERCIAL CONTROLS HOLDS FOURTH SCHOOL 

The fourth in a series of sales training schools be- 
ing held by Commercial Controls Corporation, Ro- 
chester, N. Y., was completed May 17 when some 20 


| men, representing every section of the United States, 
| and including two from Canada, returned to their 





COMMERCIAL CONTROLS SALES SCHOOL 


| respective territories to make practical application of 
| the knowledge acquired. The school, under the leader- 


ship of Howard F. Hayden, sales training director, fol- 


| lowed the conference type of teaching and covered in- 
| tensive basic training on marketing techniques for 
| products of all divisions of the company, including 
| USPM metered mail systems, Endorsograph all-pur- 
| pose check endorsing machines and Ticketograph pay 


| and production control systems. 


The sessions were opened with an address and wel- 
come by Charles R. Ogsbury, president of the com- 


manager, outlined the purposes and general plans for 
the school, and heads of the various divisions of the 
| company gave specialized instructions pertaining to 
the construction, purposes, operation and markets for 
all machines and systems the company produces. 
Class work was supplemented with regular practice 


demonstration periods. 
Because of their special interest in all phases of 


pany. H. R. Russell, vice-president and general sales 
| 


the Rochester post office as guests of Postmaster Don- 


ald A. Dailey. 
ee 
NEW YORK OFFICE MACHINE DEALERS MEET 





mail handling, the men were conducted on a tour of 






the asking. 





PHILIP HANO COMPANY 


INCORPORATED 


HOLVOKE ,MASS. 
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The final meeting of the season of the Office Machine 
Dealers Association of New York, Inc., was held on 
Tuesday evening, June 11, at the Hotel New Yorker, 
New York City, with president Irving R. Ritchie, Ad- 
dressing Machine & Equipment Company, New York, 
N. Y., presiding. 

President Ritchie introduced George Gibian, son of 
Richard Gibian, and Miss Florence Safro, both of the 
1946 
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Thank You... 


for your loyalty, which helped the difficult 


months since war's end pass more easily. 


It is our hope that the coming Convention in Chicago 
will mark the beginning of more normal times—-with 
old friendships continued and your loyalty repaid 
with the established standards of Corry-Jamestown 
dealer relationship and the best equipment we have 


ever manufactured. 


Corry-Jamestown Manufacturing Corp. 


A ovre 


President 


OFFICE FILING EQUIPMENT AND FURNITURE . 
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M.B.M. Company, New York City; and D. I. Flood and 
Mathew J. Fink, both of Remington Rand, Inc., por- 
table division. He then announced that a delegation 
from the New York association would attend the an- 
nual Spring Frolic of the Office Machine Dealers Asso- 
ciation of Penn, Jersey and Delaware to be held on 
June 14 at Weber’s Hof Brau, Central Air Port Circle, 
Camden, N. J. 

Ben A. Engel, International Typewriter Exchange, 
New York, N. Y., pinch-hitting for Paul I. Gross, 
Mailers Service & Equipment Company, New York, 
N. Y., chairman of the membership committee, an- 
nounced the addition of one new member, the C. A. 
Gruber Company, New York City, making a _ total 
of 203 members. 

Frank Nemzer, Nemzer Typewriter Exchange, New 
York, of the publicity committee, presented to James 
T. Lafferty, Underwood Corporation, a collection of 


photos taken at their Annual Dinner and Social Get- | 
Together Party at which he was the honored guest. | 


George Purvin, Superior Typewriter Company, New 
York City, chairman of the entertainment committee, 
reported that arrangements were completed for the 


association’s annual banquet to be held next October. | 
He prophesied that it will be one of the largest and | 


most successful ever held by the association, both from 
a financial and social standpoint. 


In the absence of Arthur R. Taylor, Globe Typewriter 


& Adding Machine Company, Inc., New York, N. Y., 
chairman of the employment committee, President 


Ritchie announced that there are a few mechanics | 


available for those who are in need of any help. 
The guest speaker of the evening was Emil C. Foisy, 


training officer of the Veterans’ Administration, whose | 


topic was “On-the-Job Training of Veterans.” 

Discussing the role of the veteran in this training. 
the speaker said, “May I remind you that this is se- 
lected labor and that this employee has, in general, 
more chances of being successful than non-advised or 
untested help? 

“While this veteran is in training on the job, he is 
recelving wages from his employer which are the same 
as, or comparable to, the amount paid other employees 
with the same amount of skill and experience, or in 
comparable industries.” 

After the meeting was adjourned, a demonstration of 
plastic typewriter and office machine covers in a 
variety of colors was given by Harold S. Lewine of 
the Hat Protector & Plastic Company, New York City, 
in which considerable interest was shown by the 
members present. 





URGE SURPLUS SPEEDUP—This group from Canadian Office | 


Machine Dealers Association, meeting with Ford H. Planche. 
War Assets Corporation, recently urged the government to 
speed up release of surplus war equipment. Left to right, 
front: Mr. Planche; E. D. Twite, Typewriter & Appliance Co., 
Montreal; Tom McCullough, McCullough Equipment Co.., Ltd., 


Montreal; A. Whitley. A. Whitley, Ltd., first vice-president. | 


Windsor, Ont.; Joe Rubin, National Typewriter, Inc., presi- 
dent, Montreal; W. T. Corney. Thomas Corney Typewriters, 
Ltd., vice-president, Toronto, Ont.; and E. Lacouline, Quebec 
City, Que. Rear: Frank McGinn, Canadian Business Equip- 
ment Manufacturers Ass‘n., Toronto; R. T. Armand, Shipman- 
Ward Manufacturing Co., Montreal: F. Magee, Dictating 
Equipment Co., Toronto, Ont.; G. Donaldson, Donaldson Add- 
ing Machine Co., Toronto; E. Laperriere, Montreal. 
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We’ve taken an old American phrase out 
of moth balls and we're polishing it for 
everyday use. “AT YOUR SERVICE” hasn’t 
been heard too often during the past few 
years but we’re happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower and material 
shortage which may continue to interfere 
with all-out service. In spite of this fact, we 
shall make every effort to render maximum 
service. To us at Vail, it constitutes a genu- 
ine satisfaction to return to a state of busi- 


ness where “AT YOUR SERVICE” means 


what it says. 


\' ae: ee” 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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STARTLING NEW WAY TO 
“SOUNDPROOF” YOUR 


Typewriter Base 


ASK YOUR 
TYPEWRITER 
DEALER 









Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry" way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the bdse. clean and repair inside the machinel 





Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. inc 





96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6. NY 
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CESCO CELEBRATES FORTY-SIXTH YEAR 


The C. E. Sheppard Company, manufacturers of 
Cesco loose leaf equipment, on May 24 celebrated their 
forty-sixth anniversary. The company has made it a 
| practice to set aside this date every year, at which 













CESCO’S 46TH ANNIVERSARY 
1. C. E. Sheppard and Mrs. Sheppard with anniversary 
party cake. Right: J. W. Sheppard, son of C. E. Sheppard. 
2. A group at the Cesco anniversary party. 
3. Three in the 30-year group: Gustave Rasmuson, 33 
years; A. A. Goldstein, vice-president, 38 years; and William 
I. Kloper, 39 years. 


time the empolyees and management join in a get- 
together. 

The main office of the plant was gaily decorated 
with flags and bunting. Refreshments were served and 
an orchestra provided the dance music. 

John W. Sheppard, executive vice-president and son 
of C. E. Sheppard, made the presentation of service 
bonuses to various groups of employees who had been 
with the company for from five to 45 years. There are 
five different groups: five-year group of 21 employees; 
ten-year group of 12 employees; 20-year group of ten 
employees; 30-year group of four employees; and 40- 
year group of three employees. 

The company maintains several benefit plans such 
as a pension plan and profit-sharing plan, together 
with the group insurance and hospitalization plans. 


9 et 9 


WATERLOO FIRM OPENS BOOK DEPARTMENT 

The Waterloo Office Supply Company, Waterloo, 
Iowa, has opened a book department in the store un- 
der the management of Mrs. Mary Van Fleet of Water- 
loo. Books for the entire family are being carried. 
Jay Parrott of Waterloo is manager of the company. 
—AL. 
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AUTOPOINT 











THAN THE NEW AUYTOPO/NT' PENCILS! 


There’s a grand new profit opportunity for you in 
the New Streamlined “Autopoint” Pencils. Those 
shown and described are the newest in the “Auto- 
point” line ... the finest the market affords with 
their Grip-Tite Tips that won’t let leads wobble, 
turn, or fall out. 

National advertising in leading magazines is 
keyed to the beauty note, written to pre-sell 
“Autopoint” pencils for you. Tie in with our 
national campaign. Write for catalog and prices. 


TRAOE 


MODEL 70 for standard leads—top pencil has cap, “Pocket 
Level” Clip and tip in gleaming gold finish. Barrel and 
finger grip in either black or dubonnet. Also Model 170 
for Real Thin Leads. Retail list $3.75 (plus excise tax). 


MODEL 69 for standard leads—center pencil has ‘‘Pocket 
Level” Clip and tip in gleaming gold finish, with cap in 
rich satin, silvery finish. Barrel and finger grip in either 
black or dubonnet molded plastic. Also Model 169 for 
Real Thin Leads. Retail list $2.65 (no excise tax). 


MODEL 68 for standard leads— bottom pencil has “Pocket 
Level” Clip, band and tip styled in gleaming gold finish. 
Cap, barrel and finger grip in either black or dubonnet 
molded plastic. Also Model 168 for Real Thin Leads. 
Retail list $1.75 (mo excise tax). 


MARK 


BETTER PENCILS 


COMPANY e@ 1801 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y 











FIBRE BOARD FILES 
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GREAT LAKES TRAVELERS CLUB NEWS 

Among the guests at the GLTC luncheon held June 
7 was Ben (Lucky) Gustafson of the A & E Supply 
Company, Duluth, Minn. Ben thought that he had a 
room reserved at the LaSalle Hotel the day before the 
tragic fire occurred there on June 5. When he presen- 
ted himself, however, the room clerk said there was no 
space for him. He found accommodations in another 
hotel and is now answering to the nickname of Lucky. 

Another visitor was Phil Garn of Salt Lake City. 
Mr. Garn retired recently but soon came to the con- 
clusion that he would rather work than loaf. He ex- 
pects to go back into the retail stationery business 
again very soon. 

On the day of the luncheon Joe Stuckert was cele- 


pbrating his 25th anniversary on the staff of The Car- | 
ter’s Ink Company. He must have joined the company | 


at a very tender age. 


About 25 were in attendance when the final June | 


meeting—a business session— swung into action to 
complete unfinished business for the first half of 1946. 


Lone guest of the day was George Schumacher, Siekert | 


& Baum Company, Milwaukee, who spoke briefly when 
called on by GLTC President Gordon Kickels, C. L. 


Barkley & Co. This was followed by the reading of the | 


minutes of the last meeting by Brown Hardison, 


Modern Stationer, and by the reading of the treas- | 
urer’s report by Rus Ragan, American Pad & Paper | 


Company. 
The only other report given was that presented by 


Hy Linden, Ace Fastener Corporation, chairman of | 


the golf committee, who outlined tentative plans for 
the GLTC outing to be held at Olympia Fields on 
August 21. He also suggested that $150 be appropriated 
for prizes for this tournament, but this amount was 
reduced to $100 by vote of the members present. 

Other action taken at the meeting resulted in Paul 
Burbank, new NSA general manager, being named an 
honorary member of the club. After considerable dis- 
cussion, it was spread upon the records that all officiai 
action of the Great Lakes Travelers Club in the Fifth 


District would cease immediately, due to the formation | 


of a travelers’ club in that district. 


Five new members were accepted at the meeting: | 


William A. Wendland, Engineering Manufacturing 


Company; J. J. Bennison, Minnesota Mining & Manu- | 
facturing Companv; E. Gerard Morneault, Speed Prod- | 


ucts Company; H. M. Heath, Richard Best Pencil 
Company, and J. B. McLaughlin, Industrial Tape Cor- 
poration. 
isipnaiipdlinantliiai tii 

PARROTT, BALDWIN OPEN OFFICE SUPPLY FIRM 

Fred Parrott and Joel Baldwin have formed a part- 
nership at Prescott, Ariz., to deal in office equipment 
and supplies, typewriters, and adding and bookkeeping 


machines. A service department will be maintained. | 


The firm, to be known as the P. and B. Company, 
will occupy the store located at 227 W. Gurley St. Mr. 
Baldwin, who is Yavapai county treasurer, will be an 
inactive partner. The business will be operated by 
Mr. Parrott, who has lived in Prescott for 15 years. 
He was associated with Peterson, Brooke and Steiner 
for five years. 

——— 2 ee 
GEORGIA NEWSPAPER OPENS TYPEWRITER SHOP 
The Albany Journal, weekly newspaper at Albany, 





Ga., which recently moved into expanded quarters at | 
243 Tarver Ave., has opened a typewriter repair shop | 


under the direction of J. C. French, and has been made 
dealer for the Georgia Rebuilt Typewriter Company. 
A line of typewriter ribbons and other minor office 
Supplies will be carried —WES. 

————7 = o—___ 


NOEL BOUTON PROMOTED BY COMPANY 
Noel Bouton, who has served Addressograph-Multi- 
graph Corporation in Berlin and Cleveland since 1932, 
has been made assistant export manager, recently an- 
houncea Don C. Adams, export manager.—AK. 
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Consistently 
Smooth Motion, 







with 





The patented “Equi-Balanced” 
action in our revolving, 
tilting chair controls 


means smoother, 


easier motion ... Modern in 
design, the controls are 
all-steel constructed 

to give enduring 


comfort and ease. 


COLLIER-REYWORTH CO. 


GARDNER, MASSACHUSETTS 
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Great Names 


Marking Devices 


for 


Domestic and Export Trade 








e REX | 
REPUBLIC | 
PULLMAN | 
HYGRADE 
e MODEL 50 


Line Daters and Numberers, Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mc. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 

15 DEY STREET, NEW YORK 7, N. Y. | 
FACTORIES IN 

SPRING VALLEY, N. Y.* NORWOOD, N.J.* BRISTOL, CONN. | 
CHICAGO, ILL. « PHILADELPHIA, PA. » NEW YORK, N.Y. | 


me 
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ROBINSON EMPLOYEES ENJOY ANNUAL PICNIC 
The annual picnic of Robinson Reminders, Westfield, 


| Mass., was held June 13 on the spacious grounds of 
| the home of Howard Robinson. Ideal weather wag 
| one of the factors contributing to the outing’s success. 


An exciting basement game, with executives and 


employees mixing it up, created fun for everybody, 





ROBINSON REMINDERS PICNIC SCENES 


players and spectators. Thirst was well quenched and 
the Employees’ Association prepared an _ excellent 
dinner in which the menu ranged from New England 
turkeys to home-made pie. 

In the evening the employees sauntered around the 
grounds enjoying the view of beautiful Mt. Tom range, 
did square dancing on the lawn and in other ways 
enjoyed the hospitality of Mr. Robinson. 

a 


FINDS SWITZERLAND TRADE PROSPECTS GOOD 

Charles A. Hofstetter, export manager of the Ace 
Fastener Corporation, Chicago, IIll., found Switzerland 
the best conditioned country for foreign trade in com- 
parison with Great Britain, Belgium and France on 
his recent business trip abroad. 

Mr. Hofstetter, who spoke to members of the Export 
Managers Club of Chicago at a recent meeting in the 
Morrison Hotel, according to the Chicago Journal of 
Commerce said that Switzerland had both the money 
and the desire to buy from the United States, but that 
the United States, on the other hand, did not have 
the goods. 

Belgium, however, might have good possibilities, Mr. 
Hofstetter said, since relaxation of trade restrictions 
appeared evident as private trade slowly comes into its 
own. The government purchasing commission, he said, 
is expected to be withdrawn this year. 

The recently-approved loans to France and England, 
he continued, might aid the tight trading conditions 
in these two countries. England, at the present time, 


| is manufacturing the greater percentage of goods for 


export, with the domestic trade suffering in conse- 
quence, he said. Ninety per cent of the English-made 
automobiles, he declared, are being exported. 

Also, American firms attempting to place factories 
in England will be faced with an “impossible propo- 
sition,’ Mr. Hofstetter asserted. Strict government 
regulations will rule all manufacturers. 

ee 


WARREN, OHIO, FIRM IS INCORPORATED 
Dray Business Equipment Company, Warren, Ohio, 
has been incorporated under Ohio laws with $50,000 
authorized capitalization, incorporators being Joseph 
T. Dray, Helen Schoenberger, and John Q. T. Ford— 
AK. 
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Miss Betty Linder in 
charge of our Pen Department 

works closely with the Eversharp salesman. 
Intelligent use of displays and other sales helps has enabled 


her to boost her pen sules consistently year after year 


@ I'd like to say right here at the beginning that we have 
built our present high volume in fountain pens chiefly by 
our wholehearted cooperation with the Eversharp mer- 
chandising program since its inception six years ago. 


Back in 1940 our pen business was a very small per- 
centage of our storewide dollar volume. We were greatly 
impressed with Eversharp’s initial merchandising and 
sales program, and decided to give it a six months trial. 
The program proved itself far beyond our most optimistic 
hopes . . . soon giving us the amazing rise in dollar volume 
quoted above. 


In a remarkably short time we became established in 
the Oakland area as Eversharp headquarters. We tied in 
strongly with Eversharp’s radio and magazine advertising, 
using all the displays and other selling aides which they 
provided. Their radio advertising has packed a hard sales 
wallop right from the beginning—because ever since the 
program first went on the air, people have come in and 
asked for “one of those Eversharp sets advertised on Take 
It Or Leave It.” 


In spite of decreases in shipments by other pen manu- 
facturers, our pen business steadily increased year after 
year—at an average of nearly 50% a year even after it 
had already reached a comfortably High level. Last De- 
cember alone we did more business than we once used to 
do in a year! Today our Pen Department is second only 
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Fcial Stationery and Office Furniture Depart- 
mi dollar volume—a standing that would have been 
possible if we had not tied in with Eversharp. 


Although we always try to push the more expensive 
merchandise, we were surprised at our sensational success 
with the $64 and $125 sets. We paid salespeople a special 
commission bonus for each of these sets sold, but stressed 
the avoidance of high pressure tactics in selling them. 
The salesperson shows these sets to every customer willing 
to spend more than a few dollars for a pen and pencil 
set. Even if the customer isn’t interested at that time, a 
seed may be planted for a future sale, when that customer 
wants to give a particularly impressive gift. 


We encourage the Eversharp salesman to drop in often 
and give our sales personnel all the selling tips he can, as 
well as making suggestions on displays, arrangements, etc. 
These factors; together with Eversharp’s outstanding styl- 
ing, its writing features and unusual guarantee, have been 
chiefly responsible for the phenomenal growth in our 
fountain pen sales. 


Incidentally — we're careful not to miss those profitable 
plus sales. We always try to sell a bottle of ink with every 
pen, and a package of lead with every pencil. And while 
were at it—we always sell the 25¢ size in each. Over the 
pen counter alone we sell 3 gross of 25¢ ink bottles a 
month. 


In every one of our departments we sell well known, 
prominently advertised brands wherever possible—and 
feature the outstanding advertiser and merchandiser in 
each field. During the coming months we expect to add 
the leading lines in such fields as portable typewriters, 
adding machines, cameras and movie equipment, and the 
smaller electrical appliances. 


By following this policy of cooperating 100% with the 
leader or prospective leader in each field, we expect to 
keep on expanding business in other lines as we have in 
fountain pens. 


@ This is the eighth of a series of articles on various aspects of 
merchandising and selling, presented as a service to stationers 
by Eversharp, Inc. 
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OFFICE EQUIPMENT MANUFACTURERS IN SESSION 


A well-attended meeting of the Office Equipment 
Manufacturers Institute was held at the Edgewater 


Beach Hotel, Chicago, on June 27, 28. This session | 


was highlighted by the appearance of a number of 
outstanding speakers such as Maj. Gen. John E. Dahl- 
quist, United States Army; Nathaniel Leverone, chair- 
man of the board of directors, Automatic Canteen 
Company of America; and Dilman M. K. Smith, vice- 
president of Opinion Research Corporation. The latter 
presented an illustrated talk on the subject, “As Others 
See Us.” 

The morning session of the first day included a 
country sales percentage report by Alan E. Bruce, 
sales manager of Standard Duplicating Machines Cor- 
poration, and a forum on sales personnel over which 
H. C. Anderson, vice-president of sales division, A. B. 
Dick Company, Chicago, was moderator. Heard on the 


discussion panel were H. C. Davis, general sales man- 
ager of McBee Company; Howard Hayden, director of | 


sales training, Commercial Controls Corporation; E. C. 


McCarthy, vice-president, Thomas A. Edison, Inc.; G. | 


J. Owen, Jr., general sales manager, The Todd Com- 
pany, 
Standard Register Company. 

A. W. Vanderhoof, president of the Office Equipment 
Manufacturers Institute, was heard at an afternoon 
forum on the relationship between accountants and 
management engineers and manufacturers of office 
equipment. Mr. Vanderhoof is vice-president and gen- 
eral manager of Standard Duplicating Machines Cor- 
poration. Others participating in this forum were the 
moderator, P. M. Zenner, vice-president, McBee Com- 
pany; J. R. Kirkpatrick, Jr., general sales manager, 
Ditto, Inc.; Charles E. Love, district manager, Interna- 
tional Business Machines Corporation; and H. R. Rus- 
sell, vice-president of Commercial Controls Corpora- 
tion. 

E. C. Samuelson, vice-president, Felt & Tarrant 
Manufacturing Company, was moderator at a forum 
at which the Institute members’ participation in busi- 
ness shows was discussed. Those participating in the 
panel discussion included W. F. Arnold, vice-president, 
Underwood Corporation; Don Caton, vice-president, 
Standard Register Company; R. R. Eppert, general 
sales manager, Burroughs Adding Machine Company; 
and Algot J. E. Larson, president, Art Metal Construc- 


tion Company. 
Chicago members of the Institute were hosts at the 


dinner concluding the Thursday sessions. This was | 


addressed by Nathaniel Leverone of the Automatic 
Canteen Company of America. 

An interesting coincidence was the fact that of the 
15 at the head table for the banquet, eight were rep- 
resentatives of duplicating machine companies. 

Participating in a discussion of sales compensation 
and distribution costs at the June 28 sessions were 
C. E. Hallenborg, vice-president, Dictaphone Corpora- 
tion; W. E. Arnold, vice-president, Underwood Cor- 
poration; C. R. Ogsbury, president, Commercial Con- 
trols Corporation; and R. P. Templeton, vice-president 


Moore Business Forms, Inc., and Dilman M. K. Smith, | 


vice-president, Opinion Research Corporation. 
———_—= 0 , 
WOOD OFFICE FURNITURE INSTITUTE MEETS 
Committee reports were received and many industry 
problems discussed at the summer meeting of the 
Wood Office Furniture Institute on June 13, 14, and 
15 at the Statler Hotel, Washington, D. C. 
Conferences were held with representatives of the 
Office of Price Administration, which had been con- 
ducting a survey of the industry’s operation to con- 
sider the giving of price relief to compensate for high 
labor and materials costs. The low-end school furni- 
ture order No. 5033 provoked considerable discussion, 
it being pointed out that the proposed relief was in- 
adequate to bring such products back into production. 
Public relations and promotional plans for the bal- 
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and Robert Zinn, assistant sales manager, 





Effet SPRINGS 
FROM THE INSIDE’ 


SO PUT DURABILITY FILING SUPPLIES ON THE 
“INSIDE’’ FOR UTMOST FILING EFFICIENCY! 








Patent No. 
2248355 and D 128118 


Every camera enthusiast knows that 
film is the essential thing. No 
matter how intriguing the outer 
case may be, the camera's ability 
to function depends on the "in- 
sides’. . . the film that is exposed 
to specific objects. Then and only 
then does the camera give its 
amazing performance. 














BARKLEY TAB 


In much the same way that film 
"sparks" the camera to life .. . so 
Durability Filing Supplies endow 
the file cabinet with functional 
value. The right filing supplies can 
always be depended upon to give 
every file the maximum efficiency. 
. when you're selling filing, 








DURATEX VERTICAL 
FILE FOLDERS Res 


° be sure to put Durability Filing 
Supplies on the "inside" for the 
utmost filing efficiency. 
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ADDING MACHINE 
Retails for Only $] 295 


ADDS TO YOUR PROFITS! 


Stories of sales really approaching the sensa- 
tional are coming to us daily from all over the 
country. BACKED UP BY A HARD-HIT- 
TING NATIONAL ADVERTISING CAM- 
PAIGN IN Saturday Evening Post, American 
Weekly, This Week, Western Newspaper 
Union (2477 newspapers) ... many Specialized 
National Magazines... REACHING OVER 
60 MILLION READERS! Cash in! ON THE 
MARKET 30 YEARS, with 151,000 happy 
users, the Lightning is now selling 10 times 
faster than ever before. Modern, streamlined, 
businesslike in looks, really portable. 14 x 4'4 
inches on handsome base for desk use — 
removed, can be carried in brief case. Guaran- 
teed full year and you do not have to’ service. 
For PROFITS — order Air Mail. - 


LIGHTNING ADDING MACHINE CO. 





























|, LOS ANGELES 13, CALIF. - 






ance of the year 1946 were mapped out. Merchandising © 
of the new hallmark by use of seals on desk and chairs, 
and in advertising, catalogs and other promotional 
literature by Institute members, was outlined thor- | 
oughly. It was decided to make a novel display at © 


| the convention of the National Stationers Association | 
in Chicago this fall. Co-operation in a program of the 


New York Office Equipment Dinner Club, to be held 
late in the year, was also discussed. 
On the night of June 14, members of the Institute — 
enjoyed a cruise on the Potomac River. Dinner was 
served aboard the boat. 
2 


CITATIONS GIVEN FOR ANNUAL REPORTS 


The annual survey of Annual Reports for 1945, just 
completed by Weston Smith, business editor of 


| “Financial World,” 86 Trinity Pl., New York 6, N. Y., 


reveals improvement in corporation reporting. 

More than 3,000 reports were submitted this year in 
the largest competition ever conducted, and of the 
1,500 booklets selected for the initial judging, 581 re- © 
ports, or 38 per cent, have qualified as “modern” and 
will receive the “Highest Merit Award” citation. An = 
additional 457 reports, or 34 per cent, are rated as “im- 
proved” and will be awarded “Honorable Mention” | 
certificates. A year ago 30 per cent of the annual re- 
ports surveyed were judged as “modern”, and this 
compares with only six per cent of the 1940 reports. 

Mr. Smith announced that the annual reports of 
more than 200 corporations have been added to the 
list of those receiving a top rating this year, and these, 
together with the reports that have continued in the 
“Merit Award” division, will now go to the independent — 
board of judges for their selection of the best in each 
of 80 industrial classifications, as well as for the “Best 
of All Industry” award. 

Among the corporations achieving “Merit Award” 
citations in the Financial World annual report survey 
are Marchant Calculating Machine Company, National 
Cash Register Company, Pitney-Bowes, Inc., and Rem- 
ington Rand, Inc. One of these companies will be 
awarded the bronze trophy for the best 1945 annual 
report of the office equipment field. Final judging will 
be culminated at the annual report awards banquet 
in the grand ballroom of the Waldorf-Astoria Hotel in 
New York City on October 4. Last fall, Pitney-Bowes, 
Inc., won the “Best of Industry” award, followed by 
Remington Rand, Inc., in second place. 

—— 


SOUTH AFRICAN FIRM ACTIVE IN MAILING WORK 


A recent interesting communication was received by — 
OFFICE APPLIANCES from Arthur Tunley of Tunley’s, ~ 
Ltd., P. O. Box 6446, Johannesburg, South Africa. This | 
firm of addressing machine and equipment specialists — 
has for a considerable time centered upon mailing | 
work and the dispatch of magazines and periodicals, 
and is connected at present with 67 periodicals. Tunley’s 
is also active in the addressing machine field but this © 
work was necessarily slowed during the war because 
of the shortage of machines and supplies. It is now | 
hoped by the firm to expand and gain connections 
with American manufacturers wishing to expand their } 
export business. ! 

Among the publications with which Tunley’s is con- % 
nected is Libertas, a monthly periodical which does | 
much to mirror, in picture and article, the South Afri- 7 
can scene. Copies of the magazine received by OFFICE | 
APPLIANCES from Tunley’s show a magazine replete 
with information on the life and times of the country } 
and a vigorous editorial policy. For example, the mag- 
azine in a recent issue stated: “The greatest task of 


statesmanship in 1946 is to give South Africa a new © 
| objective—a social purpose which will win the united 


support of the nation as much as the war did. Vague 
philosophical platitudes and party political promises 


cannot inspire such a movement. They are forgotten 


and lost between the publication of the morning and — 


| afternoon papers.” 
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unveiling of Gunn's new office appointments is still 
Wed. These pioneer creations are not to be entrusted 
ior materials or indifferent workmanship, Their 
ement will carry ample evidence that modern 
ion economies can bring the highest quality to the 
est market. It will be worth while to wait for this 
iture — since its appearance will confirm the 
nce of present designs and structural methods. 
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Dealers: Put Cony-nrile on display for the fastest turnover of duplicators 
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MARBLE CHAIR COMPANY MARKS FIFTIETH YEAR 


Marking the fiftieth anniversary of its founding in | 
Bedford, Ohio, the B. L. Marble Chair Company re- | 
cently honored 26 employees who have been with the | 


concern 25 or more years. 

The program was arranged by A. D. Pettibone, presi- 
dent of the company and himself a veteran of 45 years’ 
service. It was a genuine surprise party, for no one, 
not even those closest to Mr. Pettibone in making the 
arrangements, knew exactly what their president had 
planned. 

More than 160 employees of the company filled the 
auditorium as Mr. Pettibone announced that the cur- 
rent month (June) marked the golden anniversary of 
the concern. A moment later, he announced the 
formation of a “Quarter Century Plus Club” for em- 
ployees who have served 25 years or more. 

During the course of the program, Mr. Pettibone 
presented gold watches to 26 employees whose terms of 
service ran from 25 to 50 years. The watches were 
engraved with the employee’s names, their length of 
service, and the company’s name. 

“In 1896, B. L. Marble, who had been associated with 
another chair company here in Bedford, left that 
business and started his own in a small building quite 
near here,” Mr. Pettibone said. “In 1901, five years 
later, I joined Mr. Marble and we incorporated as the 


B. L. Marble Chair Company and moved to this loca- | 


tion in the old buildings that were here. About 25 
years ago, we had worn out the old buildings and this 
new plant was built. It is one of the finest-equipped 
chair manufacturing companies in the country. We 
have four floors, one acre on each floor, or four acres 
of floor space.” 





Mr. Pettibone called the names of Katherine Walsh | 


and Otto Bull. They have each been with the com- 
pany through its 50 years of service. An ovation 
greeted them as they received their watches. Others 
of the veterans were then called up for the presenta- 
tion. 

It was pointed out that although the fiftieth anni- 
versary of the company was observed at this gather- 


ing, the history actually dates back to the founding | 
in 1896. B. L. Marble was engaged in the chair busi- | 
ness for many years before 1896, being employed at | 
another chair factory in Bedford at a time when the | 


Civil War veterans were returning in 1865 and 1866. 





NAME NEW ROYAL STANDARD MANAGING EDITOR 


Bob Sieger of Yonkers, N. Y., has stepped into the | 


managing editor’s role for the Royal Standard, pub- 
lication of Royal Typewriter Company, Inc. He suc- 
ceeds Margaret Hutter, editor during the war years, 
who now will assist Ellis G. Bishop, advertising man- 
ager. 

Mr. Sieger, trained in journalism, served with the 
36th Texas Division for 28 months overseas. 


He was | 


discharged in December and joined Royal’s adver- | 


tising department early in the year. 
ee 
CAY COMPANY ORGANIZED AT ENDICOTT, N. Y. 
The Cay Company, wholesale and retail office and 
School supplies, recently commenced business at 1218 


North St., Endicott, N. Y. Herman Yurman, Nicholas | 
Corino and Robert Corino comprise the firm which | 
will add several types of office machines as soon as | 


conditions justify —RCS. 
oe 
SYRACUSE OFFICE TAKES A NEW LOCATION 
Mills A. Eure Company, A. B. Dick Company Mime- 
Ograph sales and service, has moved from the Chimes 
Building to 511 S. Warren St., Syracuse, N. Y.—RCS. 
_—_———-o 
NEW FIRM ESTABLISHED AT BINGHAMTON 
The B. & R. Office Machine Company, 148 Court 
St., Binghamton, N. Y., has been established by W. G. 


Belknap and J. R. Reynolds to sell and service adding | 


machines, 
machines.—RCS. 
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The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at the same time the all- 
important catalog, samples or other enclosures necessary 
to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 
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a range of sizes from 7 x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 
enclosed 


Write for samples and complete prices 
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any Specialty Envelope problem, consult 
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WALTER A. SHEAFFER 
Walter A. Sheaffer, 78, founder and chairman of 





| the board of the W. A. Sheaffer Pen Company, Fort 


| Madison, Iowa, died June 19 in that city after a long 


illness. 
He was credited with making the first lever-operated 


_ self-filling fountain pen, an event helping to expand 


his business into the million-dollar bracket annually. 
His first patent on the pen which bore his name was 
issued in 1908. Manufacture for the commercial mar- 


| ket started in 1912, and in January, 1913, he organized 
| the W. A. Sheaffer Pen Company with an initial capital 
| subscription of $35,000. Today the company which he 
| founded has 2,700 employees, two plants in Fort Madi- 








THE LATE W. A. SHEAFFER 


son, and factories in Toronto, Canada, Mt. Pleasant, 
Iowa, and Quincy, Il. 

Mr. Sheaffer was born in Bloomfield, Iowa, July 27, 
1867, the son of Jacob Royer and Anna Eliza Walton 
Sheaffer. He attended Bloomfield primary schools, but 
started to work at the age of 12 as a printer’s devil 
for $1.00 a week. Subsequently, he was a grocery deliv- 
ery boy and operated a peanut stand in the Iowa 
town of his birth. He worked in jewelry and music 
stores in Bloomfield, and Centerville, Iowa, and Union- 
ville, Mo. In 1888 he was back in Bloomfield, entering 
a partnership with his father in operation of a jewelry 
store. This partnership continued until 1914 when his 
father died. In the meantime he had purchased a 
jewelry store in Fort Madison, in the back room of 
which Sheaffer pens were first made. 

Mr. Sheaffer founded his pen company at Fort Madi- 
son in 1913, with a total of seven employees. He pru- 
dently retained his interest in the Sheaffer Jewelry 
Company until 1918, when he sold out to devote his 
entire time to his pen company. 

Associates declare that perhaps the biggest stride 
in the progress of his company came from Mr. 
Sheaffer’s dissatisfaction with the materials then 
available for the manufacture of barrels and caps. He 


| found that hard rubber had several disadvantages and 


thus he personally worked on the development of a 
plastic material to replace hard rubber. This was not 


| an easy problem because the plastics of the day re- 
| quired special curing and could only be worked in the 
| factory to a certain extent before they had to be cured 


further in the advance of the next operation. During 


| those days, Mr. Sheaffer personally spent a great deal 


of time with the workmen and supervisors in the 
Sheaffer company. Out of it grew the jade green 
Lifetime pen which the Sheaffer company found in 
demand in the middle twenties. 

Another idea inaugurated by Mr. Sheaffer was the 
fountain pen desk set in 1926, a logical development 
in the fountain pen industry, a convenience to the 
office worker and a permanent increase in the dealers’ 
fountain pen volume. In 1931 he offered the Feather- 
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for the FIRST time on any typewriter 


Other Firsts 
that #Appeared Firet 
on remeoricas 
First Tutewnriter 


FIRST—in 1873—to manvufac- 
ture a practical typewriter 


\ Personal Touch, instantly ad- 
_— justable to your own typing 
tovch for smoother typing. 

All Plastic Keys, ring-free and 


° 
S85, finger-fitted for your comfort. 


\— Key Trip, a flick of the finger 
instantly releases keys that are 
G. jommed through a mis-stroke. 


Longer Writing Line gives up 
to o full extra inch of typing 
width on all carriage sizes. 


—_—— 
Unit Construction makes clean- 

; ing easier, assures longer life. 
— Silent, Lighter Carriage Re- 


Dp turn, roller-bearing mounted, 
= makes typing easier, faster. 
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Flick the Key — Set the Margin! 


Keyboard Margin Control on the New Remington brings margin setting where it 
really belongs — to the keyboard. Never before has it been so simple and easy to have 
the margin perfection that’s necessary if letters are to have that “proud to sign” look. 
Just position the carriage, flick the KMIC* keys to the right and left of the keyboard, 
and corresponding margins are set instantly...positively...exactly where they are wanted, 
Keyboard Margin Control is the latest in the long list of triumphs of Remington Rand 
research and development engineers. Together with a truly Personal Touch, a smooth — 
easy action and many other exclusive features, it makes the New Remington a 
superb typewriter. See it and you will know why more Remingtons have been bought 
than any other make. Call your nearby Remington Rand office or representative today. 


*"RETROARD waARGem CONTROL ™ AND “KMC™, T, #, 


COPYRIGHT 1044 BY HEMINGTON RAND tre 
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touch point. In developing Skrip, the company’s writ- 
ing fluid, he said many times, “We couldn’t have 
supported our guarantee if we hadn’t given the user 
the right fuel for his pen.” The innovations started 
by Mr. Sheaffer were important factors in doubling 
the average unit sale price of pens sold by America’s 
stationers. 

Wishing to have his employees share in the success 
of his company. Mr. Shaeffer introduced a profit- 
sharing plan under which the workers get five per cent 
of their annual earnings for each dollar of dividends 
paid the stockholders. 

Mr. Sheaffer married Miss Nelle Davis in 1888, and 
the couple had two children, Mrs. Clementine Waldron 
and Craig Royer Sheaffer, now president of the com- 
pany. Mr. Sheaffer was its president until 1938, when 
he retired to become chairman of the board. 

His first wife died, and on November 19, 1927, he 
married Mrs. Jean Lawrence, who survives with the 
son and daughter. There are seven grandchildren and 
five great-grandchildren. 

In addition to his business career, Mr. Sheaffer was 
active in national fraternal affairs. He was a delegate 
to the Republican National Convention in 1936, and 
an alternate delegate in 1940. He was a member of 
the Masons, the Consistory and the Shrine. His club 
memberships included the Elks, the Los Angeles 
Country Club, Fort Madison Country Club, and the 
Rotary Club. 


t hb 


CHARLES A. STEVENS 


Charles A. Stevens, 76, founder of the long-estab- 
lished stationery firm of Stevens Maloney & Com- 
pany, 21 S. LaSalle St., Chicago, died June 19 after 
an illness of several months’ duration. Death came 
at the home, 616 Pine Ave., Chicago. 

A resident of Chicago since 1880, Mr. Stevens was 
the first news distributor in the Austin district, open- 
ing an agency there in 1895. After serving as manager 
of George E. Marshall & Company, he founded Stevens, 
Maloney & Company in 1901, a firm which was 
destined to grow to prominence in the Chicago sta- 





THE LATE C. A. STEVENS 


tionery field. At the same time, Mr. Stevens attained 
widespread recognition in the industry and he became 
one of the founders of the National Stationers Associa- 
tion and first secretary of the group. He twice 
served as auditor and was third vice-president in 1915. 
He was a veritable NSA “evangelist” in the early days, 
soliciting many memberships. 

Charter member of Austin Masonic Lodge, Mr. Stev- 
ens was also a 50-year member of the Siloam Com- 
mandery of the Knights Templar and the Medinah 
Temple Shriners. 

Surviving are the widow, Anne; a son, George O., 
now president of Stevens, Maloney & Company; and 
two daughters, Miss Sara Stevens and Mrs. Gertrude 
: Morton of Linden, N. J. There are four grandchil- 
ren. 

Funeral services were held on June 21 in the Kampp 
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FOR PROMPT DELIVERY 
Steel WASTE BASKETS 













No. 102 
12”x12"x14_” High 
COLORS: 
Green 
Office Gray 
Walnut Enamel 
Red, White 














Heavy Gauge Steel 
Throughout 


Rolled Edges 
Battleship Construction 
Rubber Feet 
No Sharp Projections 
Gleaming Baked Enamel 
Finish 
Two other Basket Sizes: No. 103—11” x 11” x 13” High 
No. 104—10” x 10” x 11144” High 


Steel DESK TRAYS 


with a NEW STACKING FEATURE 








COLORS: 


Green, 
Office Gray, 
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Specially built 
rubber grom- 
mets with self- 

threading screws 
4 to prevent 
scratching or 
marring  sur- 
> faces. 


Can be used as single tray or L 
stacked. Permits simple, fool- 


proof stacking—TRAYS SLIDE IN. 
Not a gadget—no tricky device re- 
quired. Simplest possible method for 


stacking trays. Gleaming baked 
enamel finish. 


Write * Wire ¢ Telephone 
DORMAN-RATINER CORP. 


1532 S. Michigan Ave. Chicago 5, Ill. 
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AUTHORIZED 
DEALERSHIPS 


AVAILABLE 





LOADS 250 “RF” STAPLES 


STAPLING DEPTH 5 INCHES 


Please write us for particulars on 


our plan for select distribution 
of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG.CO. 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 
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& Son Chapel, 318 N. Central Ave., Chicago, with many 
of Mr. Stevens’ associates of the industry in attend- 
ance. Burial was in Forest Home Cemetery. 


> 
MILTON J. DABOLL 


Milton J. Daboll, who was actively engaged in the 
typewriter business in St. Cloud, Minn., for the past 
40 years until his retirement in 1945, died April 22. 
He had been in good health at the time of his retire- 
ment, but began ailing in October and could not rally 
from the illness which confined him to hospitals at 
Rochester and St. Cloud, Minn. 

Mr. Daboll established headquarters in St. Cloud in 





THE LATE M. J. DABOLL 


1905 for Remington Rand, Inc., representing them as 
salesman. In 1923, he asumed the dealership for L. C. 
Smith & Corona Typewriters, Inc., in central Minne- 
sota. A short time later, after becoming distributor 
for A. B. Dick Company, he established the Typewriter 
Shop at St. Cloud. This business was purchased in 
the summer of 1945 by Sherman S. Smith and Bernard 
Berlaus. 

The widow survives, living at the home, 801 S. 7th 
Ave., St. Cloud. 

+t + 


ALFRED C. DAVIS 


Alfred C. Davis, chairman of the board of directors 
of the Art Metal Construction Company, Jamestown, 
N. Y., died at his home recently. Mr. Davis, who had 
been ill for several months, was 70 years old. 

An outstanding figure in industrial and financial 
circles in Jamestown and the East, Mr. Davis also was 
president of Marlin-Rockwell Corporation, director of 
the Erie Railroad, chairman of the board of the First 
National Bank at Jamestown, a member of the board 
of directors of Jamestown Mutual Insurance Company, 
and a past president of the Jamestown Manufacturers 
Association. For ten years he had served as chairman 
of the Jamestown Board of Public Utilities. 

Surviving are the widow, Mrs. Ruth Ford Davis: two 
sons, Samuel M. Davis of West Hartford, Conn., and 
Richard H. Davis, who is in the United States diplo- 
matic service in Moscow, Russia; a daughter, Mrs. 
Catherine Davis Bela of Beverly Hills, Calif.; three 
step-children, John, Helen and Jean Clark, all at 
home; two sisters, Miss Elinor Davis and Miss Blanche 
Davis, Jamestown; and three grandchildren. 


tb i 
MRS. ANN BOWRING 


Mrs. Ann Bowring, 53, long identified in the sta- 
tionery business of the Pacific Northwest, died sud- 
denly in June at Centralia, Wash. 

Mrs. Bowring had operated a stationery store at 
Chehalis, Wash. Born in Wisconsin July 1, 1892, she 
and her late husband, Carroll Bowring, had moved 
to Chehalis a decade ago to establish their business. 
Mr. Bowring died about two years ago. 

Surviving are her mother, Mrs. Fred Nowadnick, 
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That’s because Ticonderoga is known by everyone—and liked by 
everyone who uses it! 


There’s plenty to say about this famous pencil! That’s why we 
advertise it so extensively. And here’s where we advertise: All 
year ‘round in the big-circulation books—Life, Time, Liberty, 
The Saturday Evening Post! Day by day over the air with the 
fast-paced radio program ““Ticonderoga Minutes.”’ 


Non-stop, all-out, big-time advertising! And we intend to 
keep it up! 


LOOK! 
THE ERASER 
1S LOCKED- 
IN-PLASTIC! 

ad 

* 

TICONDEROGA 2 
The famous pencil with locked-in-plastic tip. LR 





JOSEPH DIXON CRUCIBLE CO., PENCIL DEPARTMENT, JERSEY CITY 3, N. 5. 
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GOOD 
CHAIRS 


by 
HIGH POINT 


Chair buyers who know specify 
“Chairs by HIGH POINT.” 
They know from experience 
they can always depend on 
HIGH POINT Chairs to give 
years of comfortable sitting. 
They have learned that HIGH 
POINT Chairs have the struc- 
tural strength and stamina to 
withstand long, hard usage. 


Illustrated here are two num- 
bers of a popular style which 
exemplifies pleasing design as 
well as structural strength. 
Into this line are all the touches 
of the experienced chair builder 
—the result of the accumulated 
experience of more than forty 
years of chair making. 


You, too, can depend on HIGH 
POINT Chairs. They make 
satisfied customers at a good 
profit to you. 







HIGH POINT BENDING OUR > 
Bie 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY NORTH CAROLINA 
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Chehalis; sisters, Mrs. Louis Witte, Mrs. C. E. Arnold | 


and Mrs. C. W. Rosander; and brothers, William, 
Hohn and George Nowadnick.—CML. 


' - + 
CARL R. GOUCHER 


Carl R. Goucher, who for 30 years was a salesman | 
of Omaha Printing Company, Omaha, Nebr., died May | 


25, following a two weeks’ illness, at the age of 72 


years. 
Born at Argos, Ind., April 16, 1874, the decedent 














THE LATE CARL R. GOUCHER 


moved to Nebraska in his youth, started his career as 
a deputy county clerk at Wahoo, and developed an 


interest in athletics which never waned. His sales ex- | 
perience began 40 years ago, his specialty being county | 


supplies and related lines. His territory was a large 


portion of Nebraska. 
+ - § 


EUGENE L. DAHL 
Eugene L. Dahl, a veteran in the typewriter indus- 
try, died May 27 at the Naval Medical Center, Bethes- 
da, Md. Ill for about a year, he spent ten weeks at 
the hospital. 
The decedent started in the typewriter business at 
Boston, Mass., before the start of World War I, during 


which he served in he United States Navy. In the serv- | 


ice for about three and one-half years, he then went to 
Washington, D. C., and entered employment of the 
Government. 

An expert typewriter man, he was employed at the 
time of his death by the United States Treasury, Pro- 
curement Division, as a training technician. Pre- 
viously, he served with the Social Security Board, and 
while connected with the SSB was technical advisor 
for the sound moving picture, “Know Your Type- 
writer.” This picture was shown in most Government 
departments and at many schools. 

Surviving are the widow, Pearl, and daughter, Joan. 


+ bt +t 
JOSEPH GREEN 


Joseph Green, 66, a partner in Green’s Stationery 
Store, Albany, N. Y., died suddently on June 12 while 
attending a Rotary Club dinner. 

Mr. Green, with his brother, George H. Green, con- 
ducted the stationery firm at 8-16 Green St., a business 
which they have owned more than 30 years. 

Surviving are a daughter, Mrs. Sidney R. Nathan; a 
son, Robert S. Green, associated in the business; 
Sisters, Mrs. Jacob Posner and Miss Amelia Green; 
and brothers, Sol, L. Abraham, and George H. Green. 


- kk & 
ELMER LINDEN McCHRISTY 


Elmer Linden McChristy, 58, a salesman for Thacher, | 


Inc., Topeka, Kans., an office equipment firm, died un- 
expectedly June 9 at his home, 2827 Virginia St., of a 
heart attack. 

The decedent was born March 28, 1888, in Dodge 
City, Kans., and came to Topeka three years ago from 
Kansas City. He was a member of the First Baptist 
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T’s EASY to tell when your mailroom is falling 

down on its job. Distribution of incoming 
mail is slow .-. . outgoing mail gets bogged 
down . . . important letters miss trains and 
planes. 

In this sort of situation, USPM Planning 
Service fills a real need. A USPM specialist 
studies your particular mail handling problems, 
sets up work routines, establishes systems and 
recommends equipment that will speed up your 
mailroom and your entire office as well! 

USPM Planning Service incorporates the 
benefits of years of experience in solving mail- 
room problems. Let your USPM specialist 
make them available to you. 

For information concerning USPM Mail- 
room Systems and Equipment, write Dept. 
OA-76 for our new folder. 


Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers ... Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 


MMERCIAL 


Sales and Service Offices 
in Principal Cities 


NTROLS 


OT @) 55 510) 57-4 EO), 


Rochester 2, New York 
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(front-vision, line-by-line) 


COPYHOLDERS 


Yes, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 


RIGHT Copyholders. 


But at least 2 MILLION need 


and will eventually buy Copy-RIGHTs. 

Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 


trial sales frequently lead to 





What Copy-RIGHT does 
for your Customers: 


Saves Eyes, Effort, Errors 
and up to 50% in typing 
time by holding notes 
and copy-work straight 
ahead at shorter reading 
distance . . . thus im- 


accuracy, speed. Auto- 
matically points out right 
line, holds place. 





proving visibility, posture, 


purchases for entire typing 
staffs! 
é 
MORE AND MORE 

DEALERS EVERY MONTH 
are stocking and selling 
Copy-RIGHTs as a regular 
item. If you haven't started 
yet, get at least one sample 
and literature with wholesale 
data. 








Six Models aes papers up to 12", 16", 20”, 


ol. +16" +—20°——> St eran 





iio 


MAIL COUPON wow! 


Copy-RIGHT Mfg. Rerperetion Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 


[_] Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


Et 


, 30", 36" wide. 


— > én, —___— % -—_—-> 











( Attach letter head please) 
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| Church, Orient Lodge No. 51, A. F. & A. M., Scottish 
| Rite bodies. 


Surviving are the widow, Mrs. Ruby McChristy; one 
daughter and a son.—GMH. 


% ok oh 


FRANK H. WIELANDY 


Frank H. Wielandy, 78, former executive vice-presi- 
dent of Blackwell-Wielandy Stationery Company, St. 


| Louis, Mo., and an ardent conservationist, died at his 


home, 2944 N. Euclid Ave., St. Louis. Death occurred 


' on June 25 following a year’s illness. 


Mr. Wielandy, who as state fish and game commis- 
sioner under Gov. Arthur M. Hyde was the primary 
instigator of Missouri’s state parks, was long active 
in the fight for a non-partisan state conservation 
commission and was one of the founders of the Izaak 
Walton League of Missouri. In 1928, Mr. Wielandy was 


| an unsuccessful candidate for governor on the Repub- 


lican ticket. 
Surviving are the widow, the former Nell Whobrey; 


two sons, Paul R. and Francis H. Wielandy; a daugh- 


| ter, Miss Frances Wielandy; and a brother, Paul J. 





Wielandy. 
+ - +k 
GEORGE T. SCHAFER 
George T. Schafer, 53, for 30 years an assembler for 
L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N. Y., died at his home on June 15 following a heart 


attack. 
Surviving are a daughter, Mrs. Lynn Foster; two 


| sons; George T. and Thomas E. Schafer; three broth- 


ers, Frank J., John E., and William F. Schafer, all of 
Syracuse; and a granddaughter. 


- bt + 


FRANK GUMP SMITH 


Frank Gump Smith, 84, who for the past 15 years 
has been associated with the Shephard Stationery 
Company, Kansas City, Mo., died June 2 at St. Mary’s 
Hospital in Kansas City. He was born in Bedford 
County, Pennsylvania, and had lived at Kansas City 
since 1868. Surviving is the widow, Mrs. Frances 


| Smith—GMH. 


——————_— 2 —__- 


CLAROTYPE ANNOUNCES NEW REPRESENTATIVE 


The Clarotype Company, Inc., New York, N. Y., re- 


| cently announced the appointment of Leo J. Cohen 





| as their representative for metropolitan New York, 


New Jersey, and Philadelphia, Pa., effective July 1. 

Mr. Cohen was a sales representative for the Globe- 
Wernicke Co. for five years in the New York metro- 
politan area prior to establishing himself as a manu- 
facturers’ representative. He succeeds Dwight N. 
Briggs, who represented the Clarotype Company in the 
territory for a number of years. Mr. Briggs will now 
devote his time exclusively to the representation of the 
Sun Rubber Company. 





HORDER DISPLAY—This Victor Visible record display booth 
was offered by Horder’s, Inc., at the June meeting of the Na 
tional Office Managers Association, Stevens Hotel, Chicago 
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EXECUTIVE STEEL 
FILES AND DESKS 


Original ~~ ? 
Neutra-Tone 
Gray 





PROFICIENCY IS ESSENTIAL IN OFFICE PLANNING 


This “Y and E” Styled Executive File and Style-Master Executive Desk in steel are companion 
pieces of a distinctive office group. They reflect good taste, personal dignity and progressiveness 
in the modern office. 

The style and warm gray color of the famous “Y and E” Line blend harmoniously with all 
decorative schemes. 








anet.. YWAWMANDFRBE MFG.©. 


SIXTY-FIVE YEARS 
: The Franchise that means Quality Merchandise er 
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OFFICE CHROME Triple-Plated 
TUBULAR FURNITURE 


ONE INCH STEEL, COPPER, NICKEL AND CHROME PLATED 


@ IMMEDIATE 
SHIPMENT 


3 Seat Settee No. 703 
List Price $82.50 














2 Seat Settee No. 802 
List Price $49.00 


ai 


Chair No. 801 
List Price $25.70 















3 Seat Settee No. 803 
List Price $73.00 











2 Seat Settee 
No. 702 
List Price $63.00 








Chair No. 601 
List Price $77.60 









Chair No. 701 
List Price $37.70 


2 Seat Settee No. 602 
List Price- $104.00 








COLORS 
Red, Spanish Red, Blue, 
Spanish Blue, Brown and nya 
ide air 
Eggshell No. D-27 
Other Colors Available List Price 
$16.00 





SUPER SAGLESS SPRING SEATS 
Usual Dealers Discount 
F.O.B. Factory, N.Y.C. 


ADVANCE TRADING CO. 


219 SECOND AVENUE NEW YORK 3, N. Y. 





3 Seat Settee No. 603 
List Price $132.00 
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R. R. DONNELLEY ISSUES WARNING ON GYPS 

A folder, “Warning! Wolves,” with frontispiece in 
color has been issued by R. R. Donnelley & Sons 
Company, 350 E. 22nd St., Chicago 16, Ill., calling 
attention to the many schemes afoot to defraud work- 
ing people and returned service men and women of 
their savings and War Bonds. 

The advice in brief is: “To beat the swindlers, 
crooks, and racketeers, there is only one thing to do— 
be a fox—never give the wolves a break! The fox is 


Want to keep your hard- 


earned War Bonds and 
Savings? Then read every 


word of this folder. 


BE A FOX! 





a little fellow, but he has wit and uses it. His eyes, 
ears, and nose are sharp. He spots trouble far off. 
He counts every critter that roams the woods his 
enemy until after the critter proves himself other- 
wise.” 





“Ask dad—he knows!” says the Donnelley warning, | 


Saying: “Twenty-five years ago we had just come 
out of World War I. People had lots of Liberty bonds 
.. . lots of war earnings. What happened? Swindlers, 
confidence men, get-rich-quick artists pounced on the 
people like a swarm of locusts. As a result of their 
slick talk, hundreds of millions of dollars in savings 
and bond proceeds went into ‘something for nothing’ 
schemes and ‘investments’ not worth the paper they 
were printed on. 

“Now, at the end of World War II, people have more 
in War Bonds and savings than they have ever had 
before. 

“And sure enough, here they come! Crooks by the 
thousands out of every corner of the underworld. 
Tens of thousands of new ones hatched out by the 
wartime black market.” 

Among schemes offered by the swindlers are listed 
worthless stocks and bonds, shares in oil wells and 
mining schemes, shares in companies being organized 
to “make millions” out of 
worthless real estate—or real estate worth only a 
fraction of the price asked, cheap household appli- 
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A Big Gift Item * Popular Priced 
; gece ‘ee pine x 5 inch sheets. 
+ Pena oP as ivory: mahogany. wal- 
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_— 
JOSHUA MEIER COMPAN 


36 EAST 10th STREET NEW YORK 3. N.Y. 
ae kt ee a 


| a 
i Joshua Meier Company 


| 


“wonderful inventions,” | 


ances, shoddy home furnishings, whiskey warehouse | 


receipts, horse race tips, “buy back” contracts, “trade- 
in allowances,” cemetery lots, fur farms, fake diamonds 
and jewelery, “smuggled” goods, fake antiques, hosiery 
at low prices, fake “heirlooms,” lucky charms, radio 
screen tests, habit cures, obesity cures, 
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Dear Joshua Meier: 

(C) Please send us a sample order of one dozen V. P. D. 
plastic memo pad holders in assorted colors complete 
with insert. 

( Check enclosed. (0 We have an account with you. 

0 Please quote us_______(quantity) V. P.D. memo pad 
holders gold stamped. 

Firm sali 


Address 





Y 
36 East 10th Street, New York 3, N. Y. 








Individual 
MEE BAL Pe e 2 Rat a aA 
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CARBON PAPERS 


folate! 
TYPEWRITER RIBBONS 






You Can't 
Go Wrong 
with Write! 


Dealers—No Need to push WRITE products 
—they sell themselves. And once sold, WRITE 
brings back satisfied customers in no time at all. 
This will mean more friends, more business, 
and MORE PROFITS for you. 

Keep a plentiful supply of WRITE Carbon 
Paper and Typewriter Ribbons in stock and on 
display at all times. Quality and long wear 
that is guaranteed. Remember, you can’t 


go wrong with WRITE! 
Send TODAY for Samples 


and Discounts 
Deliveries at Once—No Delay! 
420 Lexington Avenue 


WRITE ew York 17, Mame 


INCORPORATED 














FACTORY: Bridgeport, Conn. 








ALL METAL "PECHNYSCOPE 











THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubbér feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 


- accidentally broken. 

The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 
inches wide by 21% inches long. 


Price, complete with Lamp, Pall Point Stylus, $1450 


Flexible Writing Plate and Four Manuals higher west 
Rockies) 


TECHNYGRAPH CO. recuwy, i. 
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preparations to grow hair, “partners wanted,” tricky 
contracts, with the tricks in fine print, “C.O.D.” and 
“your neighbor is not at home” rackets, sale of Mexi- 
can divorces, sweepstakes and charitable lotteries and 
solicitations. 

Schemes to “take” the veteran include enrollment 
in colleges qualifying as rackets to rob the service 
man of his benefits under the G.I. Bill of Rights, 
fake employment schemes, special offers to “men who 
have been decorated,” and shoddy business promotions. 

Advice is given to “keep your bonds, keep your 
savings. Never buy or invest in a hurry—take your 
time. Check first with people you can trust. Investi- 
gate before you invest. Check with your bank, with 
the Better Business Bureau, or with reliable business 
people before you put money into anything. Do not 
risk your money until you make sure are are dealing 
with people who are honest beyond the shadow of 


a doubt.” 
——————7—-—__ 





OPEN NEW SHOWROOM—George Bockius (center) presi- 
dent of Diebold, Inc., Canton, Ohio, explains the operation 
of his firm’s newly-introduced microphotographing equip- 
ment, marketed under the trade name of “Flofil,”” to Myron 
E. Stouffer, manager of the New York, N. Y., branch of 
Diebold, Inc., and George Lerch (left), regional manager 
of the bank vault division. The occasion was the recent 
formal opening of the New York showroom at 2 W. 45th 
St.. where the company will feature a permanent display 
of Diebold modern business control equipment. 
rt 9 


STATIONERS 12:30 CLUB NOTES 
After three years with the Army Air Forces, Staff 
Sgt. Edward Jensen is back as chief assistant to 
George F. Noesting Griffiths, Jr. 
OK 3K * 


The club members extend their sympathy to M. E. 
Adelman of Union City, N. J., upon the death of his 
wife. 

* K *K 

An ex-GI, Al Peters, has taken over the manager- 
ship of the new store of the Jersey City Stationers 
Corporation, now located at 900 Bergen Ave. Max 
Resnick is continuing with the buying at the original 
address, where the wholesale and receiving divisions 
will also be located. 

1 co * 

Herbert Rose, 1410 Grand Concourse, New York 56, 
N. Y., is seeking lines for representation in upstate 
New York where he is well known to the stationery 
industry. 


ok * * 
Al Pickar has chosen 96 Branford Pl., Newark, N. J., 
as the location for his new store, known as the Acme 
Stationery and Printing Company. 


(These items are gleaned from the club bulletin ed- 
ited by Gerard D. White of Acco Products.) 
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Your Customers Will Buy This Office Equipment 
ORDER THESE TODAY—ON APPROVAL 


GATHERING 


DU MOD 


$12.50 


The EVANS 


<&=TU MODEL 
Retail Price: 

12-Section Size $15.00 

18-Section Size $22.50 


Retail Price: 
Each 6-Section Unit 


RACK | 


EL—> 


REGULAR 
DEALER DISCOUNTS 


Jhe EVANS GATHERING RACK —Two Practical Models 





for Printers, Binderies, Large Offices of All Kinds 


Used wherever gathering is done—by large offices, printers, 
binderies. Saves time, money and workers for your customers. 
Made of all aluminum, racks collapse for setting aside when 


not in use. TU Model is in units of 12 or 18 sections each: 


DU Model is in 6 sections. Each section holds 500 sheets. 


Jhe EVANS SORTING UNIT-—for all offices and organizations 





Either the TU or the DU Model will make collating faster 
for your customers. Speed of 3500 sheets an hour easily main- 
tained. Two or more units can be used simultaneously for extra 


large gatherings. Many Evans Gathering Racks already in use; 


all giving satisfaction and winning high praise from users. 


The Evans Sorting Unit is all 
aluminum. Has 12 compart- 
ments for housing fo'ders. 100 
or more folders can be accom- 
modated, and leave sufficient 
sorting space. Uses any stand- 
ard file index for sorting in 
any classification: Alphabetical, 
Geographical, Numerical, etc. 
Collapses as shown when not 
in use. The Evans Sorting Unit 
is NEEDED in most offices. 


Retail Price $22.50 


REGULAR 
DEALER DISCOUNTS 


ORDER 
ON APPROVAL 
TODAY FROM 


EVANS SPECIALTY COMPANY 


4202 N. MULBERRY ST., RICH 


MOND 20, VIRGINIA 
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PENN-MAR-VA NEWS NOTES 


A “Four Decks for Fun” outing was enjoyed on June 
25 by the Penn-Mar-Va Travelers Club and Phila- 
delphia Stationers Association in the form of a boat 
trip. Penn-Mar-Va chairman of the outing committee 
was Stan Woodruff of Philadelphia, Pa., assisted by 
George Harscheid, National Blank Book Company; 
Ben Wachtel, Parker Pen Company; Chris Tomford, 
Carter’s Ink Company; George Leonard, Waterman 
Pen Company; Eddie Eisenstein, Shanahan & Com- 
pany; Jim McCabe, Hoskins Company; John Hart, Yeo 
& Lukens Company; and Joe Snitzer, Automatic Print- 
ing Company. 

* * * 

Sympathy of the Penn-Mar-Va group is expressed 
to the family of the late Bill Dienst, who died suddenly 
on June 2. Mr. Dienst was with the Manhattan Sta- 
tionery Company, New York City, in the capacity of 
outside salesman. 

oe oe ak 

Bill Stockett of Stockett-Fiske Company, Washing- 
ton, D. C., is holding two classes a day in education 
of World War II veterans for the stationery business. 

o* * * 

A Penn-Mar-Va breakfast has been suggested for 

the NSA national convention at Chicago. 
* * * 

H. B. Baylor and Thomas W. Dixon, former em- 
ployees, have purchased the Beverly Book Store, 
Staunton, Va. Under the new ownership, the firm will 
be known as the Beverly Book Store, Inc., and Baylor 
and Dixon will be vice-president-treasurer and presi- 
dent, respectively. 

* * * 

The Baltimore Stationers Association at a recent an- 
nual dinner elected new officers, including Edgar F. 
Brown, Richardson, Inc., president; Kaufman Thal- 
heimer, Meyer & Thalheimer, vice-president; Edwin 
McLaughlin, Stationers, Inc., secretary; and Jesse G. 
Kaufman, Lucas Brothers, treasurer. 

ae * * 

(These items are taken from the Penn-Mar-Va 

“Traveler,” edited by J. Kip Edwards.) 


—_——— o-oo 
BENJAMIN KURFIRST WINS ROYTYPE CONTEST 


By steady salesmanship in selling carbon papers to 
233 different users, Benjamin Kurfirst, metropolitan 
New York salesman, scored 1,760 point to take first place 
in the Royal Typewriter Company, Inc., supplies sales 
contest, which had a bowling theme. 

Outscoring every Roytype salesman in the country 
to gain the 17-jewel wrist watch, Kurfirst’s closest op- 
ponent was Victor Baumhefner of San Francisco, 
Calif.. who had a 1,716 point total. Joseph Bergen of 
New York City placed third. 

J. F. Vreeland, Roytype sales manager, pointed out 
that in the first month of the contest there was a 77 per 
cent increase in sale of high-grade carbon papers over 
the corresponding month of 1945. Later in the contest, 
there was a rise to a 95 per cent increase in sale of 
high-grade carbons over the same period of last year. 

Presentation of first and third grand prizes was 
made at Royal’s home office by J. H. Forshay, Metro 
Sales manager, and F. S. Kerwan, Metro Roytype sales 
manager. Sales Manager Vreeland presented second 
prize to Mr. Baumhefner in San Francisco. 





OPEN TYPEWRITER FIRM AT FORT SCOTT, KANS. 


Under management of Wallace and Robert Wise, 
brothers, the Fort Scott Typewriter Company was 
recently opened at 111 S. Main St., Fort Scott, Kans. 
The firm offers complete sales and service on typewrit- 
ers and other office machines. The brothers possess 
the dealership in Bourbon and six surrounding coun- 
ties for leading lines of machines. Both young men 
served three years with the Army and, prior to en- 
trance into the service, made their home at Spring- 
field, Mo. Wallace was employed by a typewriter 
manufacturing company for six years. 
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A Line 


that means 
BUSINESS 


Sell a complete line of Katon’s 
fine Berkshire business papers 
. which includes a correct 
paper for every office need. 
Satisfied customers come back 
for more! 
ep 
TON. 
ght Ng 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts 


Fine papers for business and social use 








THREE SIZES 
OF DIES 
15 xe 
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DIAMETERS 


Tre" OF FICIAL 
tie oS Be SNe 
THE SEAL THAT GETS THE BUSINESS 


STANDARD WITH LAWYERS, NOTARIES 
& CORPORATIONS ALL OVER THE WORLD 


Here is the seal that gets you the seal business, 
and no mistake. The only seal of its kind on 
the market, it is patented to give you an exclu- 
sive product, free from competition. This seal 
has rendered the old-fashioned, cumbersome 
lever seal press entirely obsolete. Sell it to the 
customers we bring to your store through 
national advertising. 
WRITE FOR DEALERS PROPOSITION 
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INVESTIGATE 
THE MERITS OF 


ROBERTS 


The Quality five action, all 
steel and nickel, Numbering 
Machine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


* UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sel] these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue’ Brooklyn 8, New York 


eaaley Cane of 
FIBEROK 


with 

STEEL BOTTOMS 
Every type of 
waste receptacle 
from the big- 



















NEW ENGLAND TRAVELERS CLUB NEWS 


William D. Paine was recently presented with a 
handsome scroll from the Brookline Junior Chamber 
of Commerce in honor of his being in business for 
nearly 60 years in Harvard Square, Brookline, Mass. 

ca am OF 

Anthony Dumas, who started the Broadway Station- 
ery Company, 319 Broadway, Revere, Mass., about two 
years ago, has sold the name, good will and contents 
of the store to Louis Kirstein, who is returning to civ- 
ilian life after 38 months of overseas service. 

* * & 

After three years of combat duty in the Pacific, 
Bob Morris, son of Philip Morris, Nashua, N. H., and 
his pal, Rial Hills, also of Nashua, are home again and 
now in full charge of the commercial stationery de- 
partment of Phil Morris’ business. 

x a ca 


Franklin Wilde of Buzza-Cardozo, Inc., reports that 


| the greeting card company is now shipping card or- 


ders by air freight overnight from Los Angeles, Calif., 
to New York, N. Y. 


* * * 


(These items are taken from the June issue of the 


| club bulletin.) 


nines iittala 
IBM APPOINTS THOMAS J. WATSON, JR. 


Directors of International Business Machines Cor- 
poration, New York, N. Y., recently elected Thomas J. 


| Watson, Jr., a vice-president of the company. He was 
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FEDERAL FIBRE CORP. 


3704-10 Tenth Street « Long Island City 1, N. Y. 
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previously assistant to the executive vice-president. 
A graduate of Brown University, Mr. Watson joined 
IBM in 1937 in New York and in his first 14 months 
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THOMAS J. WATSON, JR. 


as a senior sales representative twice qualified for 
membership in the company’s sales honor organiza- 
tion, its Hundred Per Cent Club. He entered military 
service in 1940 and returned to IBM on January l, 
1946. He became assistant to the executive vice-pres- 
ident later in the same month. 

Following an overseas war career, he participated 
last winter as a civilian observer in “Operation Frost- 
bite” in the sub-Arctic zone in order to inspect the 


| functioning of fire control apparatus and other equip- 


ment manufactured by IBM for the Navy during the 
war. 
——>*=—>-o—__—— 
OPEN FOUNTAIN PEN SHOP AT DES MOINES 


Mr. and Mrs. Vincent Bredar of Omaha, Nebr., have 
opened, and are managing, a fountain pen shop in the 
Iowa-Des Moines National Bank Building, 213 Sixth 
Ave., Des Moines, Iowa. The shop sells pens, pencils, 
billfolds, greeting cards, and key cases. Mr. Bredar. 
recently discharged from the armed forces, is also re- 
pairing all makes of fountain pens.—AL. 

cen ac 
COVINGTON NEWSPAPER ADDS OFFICE SUPPLIES 


The Covington News, a weekly newspaper published 
in Covington, Ga., has added a line of office supplies 
and gifts to its facilities WES. 
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i ye CSIT'S ‘EASY . 
STAPLES TO LOAD © 


“Gentlemen,” I tell a convention of dealers, “sell items 
like SWINGLINE’S Stapling Team and you cut down com- 
plaints. SWINGLINE’s No. 4 Stapler does a triple job—pins, 
tacks and staples—and is a cinch to load because of its 
patented Swing-Back head. Its teammate—SwWINGLINE’s 
100% ROUND WIRE No. 4 Staple—penetrates better and 
doesn’t clog with excess glue, because it’s the only staple 
made of 100% ROUND WIRE. Customers praise these 
trouble-free features—and the store that recommends 
them. And don’t forget—SWINGLINE carries a generous 
mark-up and is sold exclusively through dealers!” 

I get a big hand—they’re all agreed that plenty of 
Speed is what they need. 


SPEED PRODUCTS COMPANY, INC., Long Island City 1, N. Y. 


100% ROUND WIRE 
STAPLES ARE BEST 
FOR ALL STANDARD 


STAPLERS 
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NO.4 STAPLER AND STAPLES 





WORLD'S SPEEDIEST STAPLING TEAM 
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Wade the Modern Way 
FOR LONGER WEAR 





Covered with KERAZON*, a Plastic Fabric 


GUARANTEED NOT TO CRACK OR PEEL 
FLAMEPROOF - WATERPROOF 


NUMEROUS LABORATORY TESTS guarantee that this material will not crack 
or peel, is water and flameproof and long lasting, making it ideal for Chair Cush- 
ions. This attractive 16” x 18” Cushion has an innerspring consisting of 16 coils. 


Extra thick and comfortable because it is tightly filled with cotton to hold its shape. 


Retail Price: $6.00 Each 





We also manufacture the same Cushion, but instead of springs and 


cotton, filled with chopped foam Rubber. 


Retail Price: $8.00 Each 


Special discounts to wholesalers 


REPUBLIC SEATING CO. 


MANUFACTURERS 


45 WEST 45TH STREET Telephone: BRyant 9-4245 NEW YORK 19, N. Y. 


*Registered U.S. PAT. OFF. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





Lowman & Hanford Company, pioneer Seattle sta- 
tionery store, has gone on a new summer operating 
schedule. Although the telephone order department 
operates daily from 8:30 a.m. until 5:30 P.m., hours | 
for the sales clerks and office staff are from 9:30 a.m. 
until 5:30 P.M. 

*” ok ca 

Striking commentary on the times was the manner | 
in which a hole in the ground was exploited as a spot 
for tenants close to the Remington Rand, Inc., branch 
in downtown Seattle. A small shelter tent, which had 
been pitched over an excavation where the street was 
being repaired, bore the sign applied by some funster, 
“For rent. Inquire within.” Soon a young couple, with 
two children in tow, appeared to inspect the premises. 

* * a 


The Spokane chapter of the National Office Man- 
agement Association at recent annual banquet elected 
W. L. Thrailkill as president. Serving with him are | 
Nat Coleman, vice-president; Miss Reta Inman, secre- 
tary; L. A. Haynes, treasurer. 

* *x a 

“Vacation time is here,” is the timely new advertis- 
ing motif chosen for the summer by Trudy’s, 1334 | 
Southeast Blvd., Spokane, Wash., stressing special book 
rental service for summer vacationers. 

* * oe 

A $1,000 grand prize went to C. A. Stanton, 708 | 
Fourth Ave., Seattle, for his entry in the $33,500 win- 
dow display contest sponsored by the Reynolds Pen | 
Company. L. E. Michael, dealer at Spokane, was one | 
of the ten second-prize winners. | 

* o* * 

The University Book Store on University Way, | 
Seattle, just off the campus of the University of Wash- | 
ington, declared a 15 per cent rebate to customers this 
June. This matches the rebate given for 1944 and 1945, 
according to T. E. McRae, general manager. 

= 

APPOINT REMINGTON MANAGER AT COLUMBUS 


L. A. Newman, general sales manager of the com- 
mercial typewriter division of Remington Rand, Inc., | 
recently announced the appointment of David V. Bell 

















DAVID V. BELL 


to the position of typewriter branch manager at Co- 
lumbus, Ohio. In this capacity, Mr. Bell assumes full 
responsibility for the supervision of all typewriter | 
division activities at Columbus. 

Prior to this appointment, Mr. Bell was a sales rep- | 
resentative in Cincinnati, Ohio, for a number of years. 
During the war, he held an important assignment 
dealing exclusively with war work at the Wright 
Aeronautical Corporation. When his duties in connec- | 
tion with this wartime assignment were terminated, 
he returned to the Cincinnati branch office from | 
which he was promoted to his new post as branch | 
manager at Columbus. 


OFFICE APPLIANCES, July, 1946 


| CHANNEL LEGS 





ALL METAL 


OFFICE 


MODERN DESIGN 
UNUSUAL STRENGTH 


RIGID BRACING 
ROUNDED EDGES | 
SELF LOCKING WINGS | 





Nothing was spared in the construction of this streamline table. 


| New production tools and methods makes this table more compact, 


stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 26144,” 


(ole Cuild Peoducia Gre. 


U.S.A. 


ome * 
S 





515 MADISON AVENUE * TOLEDO, OHIO > 
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This is a Real Champion. . . | 


Sinclair and Valentine Co. 
























DUPLICATING 
CLIMATE -PROOF 








MADE OF THE FINEST MATERIALS USED IN 
THE MANUFACTURE OF DUPLICATING INKS, 
LABORATORY TESTED FOR ITS DRYING AND 
PENETRATING QUALITIES BY INK EXPERTS. 


A TRIAL ORDER WILL CONVINCE YOU 





Sinclair and “Valentine Co. 
@s 


MAIN OFFICE AND PLANT: NEW YORK, N. Y. 
BRANCHES IN PRINCIPAL CITIES 


Consult Telephone Directory for Address and Numbers. 
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PLASTIC 
TYPE CLEANER 


SAVES 
TIME. 


Here, Mr. Dealer, is a type cleaner you can 
recommend with confidence. A real time saver 
for any busy office. NORTA does the work in 
a jiffy; it’s clean too; just press, roll gently 
back and forth and the job is done. No dirty 
inky hands, no soiled clothing, no scrubbing 
and rubbing. NORTA is clean, efficient and 
quick for cleaning typewriter type, stamps, etc. 
Stand the attractive display container on your 
counter and see how fast NORTA sells. 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 





THE ORIGINAL 


NORTA 











SORRY .. 


No Typewriters yet! 


 , a 
We still have better ribbons and car- 
bons—-at better prices. 


REGALRITE . 
Carbon Papers 
_ Typewriter Ribbons 
FaXolobbele mm \/ (olor ebbel- Mm atbelele) ot— 
| sTolo} 4: -1-) obelemm J (ocodebbel- me able) ole) ot 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


ae 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
iP b eel —to Mm Bde Co(-mbel-M-JelelPt lol ol-mea coil lore)(— 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


INCORPORATED) 


200 Hudson Street 
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New York 13, N. Y. 


NORTHWEST TRAVELERS CLUB NOTES 





Merrill Hasty, Correspondent 





Your golf committee has been working and arrange- 
ments are now completed for play August 19 at South 
View Country Club, South St. Paul, Minn., and August 
23 at North Hills Country Club, Milwaukee, Wis. Trav- 
elers are invited to be there and help entertain the 
other fellows. 


* * * 


The old folks of the E. T. Safford Office Supply, Su- 
perior, Wis., are stepping aside to let the younger gen- 
eration carry on. Mr. and Mrs. E. T. Safford will re- 
tire, and have incorporated with their son and two 
daughters. The officers are E. T. “Ned” Safford, presi- 
dent; Dorothy H. Safford, vice-president; and Alice §. 
Germinaro, secretary and treasurer. E. T. Safford, Sr., 
will act as director. The business was started by Cham- 
berlin and Taylor, later managed by Mrs. Chamberlin. 
It was then sold to Fritz-Cross Company on January 
1, 1927, before the business was purchased by the E. T. 
Safford Office Supply. Dorothy Safford is still in the 
WAVES, where she has the commission of lieutenant 
commander, and is located at the U. S. Naval Air Sta- 
tion, Alameda, Calif. Jim Tweten has returned to the 
Superior firm after war service which took him to 
overseas stations. 

* ok * 

Twenty-five years ago we never knew Louis Wey- 
gant, but today it is different. We know he is right in 
there pitching with the other Duluth office equipment 
dealers. That is, most of the time. Recently, Louie, 
his wife and family took off to a spot called Drum- 
mond, Mont., his home stamping grounds. It had been 
nearly 20 years since Louie had gone west and there- 
fore he needed a road map on the straight highway 
No. 12 to come out at Drummond. The horses are still 
very wild and Louie had to put on his spurs and click 
his heels before he could get near old Dobbin. Those 
rubber cushions that were so hard to get will feel 
pretty good when he sits down to the desk at the Tay- 
lor, Weygant and Goodspeed Company. 


in. 


Fellow travelers will be happy to hear that Ed Gur- 
ney is back on his feet and walking. Ed, as you re- 
member, worked for Smead Manufacturing Company 
until he was forced to retire to the veterans’ hospital. 


2 * * 


Mr. and Mrs. Ben Gustafson and daughter of the 
A. & E. Supply Company, Duluth, are away enjoying a 
fine vacation. With Ben, it will most likely be a busi- 
ness trip, too. After the graduation of their daugher 
at Gustavus Adolphus, they were en route to the Uni- 
versity of South Carolina at Columbia, S. C., where 


their daughter’s fiancé is in the Navy. 
aK * ok 


Cliff Moreau, formerly of Steel-Lounsberry Com- 
pany, Duluth, is now with Don Davison of the Wiscon- 
sin Typewriter Company, Superior. He will now man- 


age the stationery department. 
* * * 


Howard Schaub had his official opening of the 
Schaub Office Supply Company, McKnight Lobby, 
Minneapolis, Minn., on June 7. It was a colorful af- 
fair, both from the standpoint of the profuse floral 
greetings from many friends and the roses pinned on 
the women visitors. Assisting in the opening was. a 
Northwest traveler, Ken Henderson, representative of 
Carter’s Ink Company. 

Howard Schaub, upon returning from the Navy, was 
still a stationer at heart, therefore he persevered until 
he had his own business, started in December, 1945, 
in the Essex Building. Expansion of the Minneapolis 
Business School forced Mr. Schaub to find a new loca- 
tion. The present advantageous site is ideal for drop- 


in trade. 
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FURNITURE 


No. 601 
SPSBOO cs. usr 


F.O.B. Factory 
SPECIFICATIONS 
Size: 18” x 32” 
Height: 26” 
Size of Legs: 
11%” Square 
Top: %4” Thick 
Made of Hard Alder 
Wood 
Packed 4 to carton 
K. D., Shipp. Wet. 
80 Ibs. 


25,000 Units Only 
10,000 Walnut Finish 
15,000 Golden Oak Finish 
First Come - First Served 
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JUD throughout 


Wells is your sales department’s best friend .. . 
we've scored again. This time we're bringing you 
a new hardwood table with plenty of “eye” and 
sales appeal. This Wells typewriter and office ma- 
chine table is sturdily built and beautifully finished 
... it’s a “natural” on which to do a real sales job. 
There are 25,000 units available— 10,000 Walnut 
finish—15,000 Golden Oak finish. So ... send your 
order in early—remember the supply is limited to 
25,000 tables. First come—first served. 


Only 25,000 of these Tables Available 
WE ARE SHIPPING NOW! 


— © << 









125-33 
LASALLE 
CHICAGO 


HAR 


COM PANY 


175 




















GROWING UP TOGETHER! ewe, 


It's always difficult to picture the youngster we knew 
yesterday, holding down an executive position today. 
But boys do grow up . . . and quickly. The evolution 
from school desk to business desk covers but a short span 
of years. Indiana Desk Company has the distinction of 


being one of the few desk manufacturers equipped to 


INDIANA 








provide desks ‘for every phase of a person’s_life. Many 
an executive proudly using our desk today learned the 
art of desk work from the first grade on at an INDIANA 
DESK. We hope the time is not far distant when Indians 
Desk Company can supply the trade's requirements for 


both school and office desks. - 


DESK 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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CANADIAN NEWS NOTES 





J. S. Luddington, Correspondent 





Moore Business Forms, Ltd., Mount Dennis, a suburb 
of Toronto, Ont., recently awarded the contract for 
the erection of a one-story addition to its office and 
factory building. Plans call for a building containing 
48,000 square feet of floor space. The office will be 
one of the most modern in Ontario when the plant is 
completed. 

a * aa 

Canadian Stationers, Ltd., managed by J. Raoul 
Charette and located at 561 Rue Champlain, Joliette, 
Que., recently awarded the contract for erection of 
new plant offices on Rue Richard, that city. Cost is 
estimated at $15,000. The building will have two stories, 
32 x 90 feet, of concrete, frame and brick. 

* ak * 


Addressograph-Multigraph Company of Canada, 
Ltd., is having extensive alterations made to its head 
office and plant at 1152 Bay St., Toronto, Ont., at an 
estimated cost of $45,000. Plans provide for alterations 
to existing building, an additional story, new elevator 
shaft, and extensions to the offices. 

* * * 


Canada Glazed Papers, Ltd., 45 McMurrich St., To- 
ronto, is planning extensive alterations to its plant at 
the same address. A penthouse is already under con- 
struction at the plant. 

* ok * 

Canadian Pad & Paper Co., Ltd., 240 Madison Ave., 
Toronto, recently awarded the general contract for 
the construction of a factory and office building (in- 
cluding equipment) on Bowie Ave., North York, one 
of the suburban areas of Toronto. Plans call for a 
one-story structure, 400 x 350 feet structural steel 
frame, brick walls and steam heating. The office sec- 
tion is to be 200 x 50 feet. The cost of the plant, includ- 
ing equipment, is $750,000. 

* * * 

F. K. Helgate, operator of Armstrong’s stationery 
store in Vancouver, B. C., recently closed that business. 
He is now devoting his full time to the retail business 
of the Broadway Book Nook on East Broadway in that 
city. The Armstrong stationery was established by 
W. Herbert Armstrong, who operated it for over 30 
years. It was purchased by Mr. Helgate from S. W. 
Rhodes last year. 

cs * K 

Robert Fennix recently took over the sales area 
handled for the Parker Pen Company many years by 
Harry McKay. He has been the firm’s representative 
in northern Ontario. Mr. McKay is starting an auto 
agency in Detroit, Mich. 

* * * 

Appleford Paper Products, Hamilton, recently ap- 
pointed Ronald William, formerly sales manager of 
Aridor, Ltd., as sales manager of the Appleford firm. 
W. J. Brockway, formerly specialty section manager of 
Appleford’s, is now merchandising division sales man- 
ager. Cecil H. Willis, formerly Appleford’s art and 
advertising manager, is now sales promotion manager. 

* * * 

The L. E. Waterman Company, Ltd., 2 Waterman St., 
St. Lambert, a suburb of Montreal, are having the 
power house in connection with their fountain pen 
plant at the same address renovated. Cost of the work 
is estimated at $25,000. 

* x * 

The St. Raymond Paper, Ltd., 1015 University Tower, 
Montreal, are planning to erect an extension to the 
Plant at Desbiens, Que., to provide space for an addi- 
tional machine. H. H. MacArthur is the manager. 

* x * 


Wilfred G. Webster, wholesale and retail office sta- 


tioner, Royal Theatre Building, Wocdstock, Ont., was 
recently named business manager of the Dr. Weston 
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24%" Diameter 


1%" Thick 


RUBBER SPONGES 


FOR IMMEDIATE DELIVERY! 
3 doz. lots $ 3.50 per doz. 
6deq; ”. $ 3 * 2 
IT gross “ $35.00 per gross 
Sgross “ $29.50 * = 


F.O.B. BALTIMORE 


USUAL DEALER’S DISCOUNTS 
LIMITED QUANTITY — ORDER TODAY 


ELLGENE CARHARVE CO. 


329 W. BALTIMORE ST. BALTIMORE 1, MD. 

















CARDINELL CORPORATION - MONTCLAIR, NEW JFRSeY 
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WOOD SMOKING STANDS 
and DESK ASH TRAYS 


EXECUTIVE SMOKING STAND 


In a very fine smooth walnut finish on 
hazelwood. Hand rubbed. Height 24'' 
with 3" turned column. Base 9'' x 9" 
x 3"'"—top 9/,"' x 2\/,"" with 8'' amber 
glass tray. Packed one to a carton. 
NO. I! LIST $16.00 


DESK ASH TRAY 





of smooth hand rubbed walnut fin- 

ished, hazelwood. Size 8'' wide by 

1¥,"" high with 6" amber glass tray. 
acked 12 to a carton. 

NO. 7 LIST $4.00 


SAME AS ABOVE 





Size 10!/,"" wide by 1'/."" high with 8" 
amber glass tray. 

Packed !2 to a carton. 
NO. 9 LIST $4.60 


Shipped F.O.B. Factory New York USUAL DEALERS DISCOUNT 


ADVANCE TRADING CO. 


219 SECOND AVENUE NEW YORK 3, N. Y. 























LOOSE-LEAF 
COVERS 





These modern, loose- 
leaf covers have 
scores of uses — for 
presentations, special 
reports, etc. Leather- 








ette finish — strong, 
flexible stock to 
withstand constant 
handling, several 
styles of fasteners. 


Standard 8!/2 x II" 


size. 


CHOICE of 6 col- 
ors; blue, red, black, 
grey, green, tan. 


$ 9.00 per 100 
$75.00 per 1000 


REE —Clip this 
ad to your let- 




















terhead. We'll 
send samples for 
your inspection 


\ AMBERG FILE & INDEX COMPANY 


IMMEDIATE DELIVERY 

















Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, jLL. 
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Krupp “Y” Rotary Boys’ Club at Fisher’s Glen for 


| the year 1946. a 


P. V. Ayotte, Ltd., stationers, 1457 Rue Notre Dame, 


| are having the store repaired and an elevator installed, 








Work is expcted to cost at least $6,000. 
* * ok 

Gilbert Garnet, president of Coast Paper Company, 
Vancouver, B. C., was recently elected president of the 
Vancouver Boy Scouts’ Association. 

* * * 

F. D. Waterman, Jr., president of L. E. Waterman 
Company of Canada, who was a recent New York vis- 
itor to Canada, prophesied that there are quite a few 
years of good business ahead in both Canada and the 
United States. He did not anticipate any early col- 
lapse in the domestic field and saw a great demand for 
writing materials in the war-torn countries of Europe. 

——————————~— > —_ 
ROYAL HONORS W. GRAEPEL WITH GOLD WATCH 

On behalf of E. C. Faustmann, president, Royal 
Typewriter Company, Inc., New York, N. Y., M. V. 
Miller, vice-president, recently presented a gold watch 


| to William Graepel of the patent and experimental 








WILLIAM GRAEPEL 


department in honor of his faithful and outstanding 
service during 25 years with Royal. 

The ceremony, which took place in the offices of 
Lewis Myers, head of the patent and experimental 
department, was attended by members of this division. 
Co-workers honored Mr. Graepel with a gold watch 
chain. 

Mr. Graepel joined the company on March 14, 1921, 
in the capacity of a tool and experimental worker. 
Since that time he has been successful in developing 
attachments for typewriters or inventions of parts 
for the typewriter itself. He is the co-inventor of many 
typewriter patents and also has had patents issued 


on his own initiative. 
SaaaEEITE cite ca on 


EAGLE ANNOUNCES DETAILS ON BALL PEN 

The Eagle Pencil Company has announced today 
that its new ball pen will retail for $10.00. The Pen 
will have a cap of solid stainless steel, the company 
statement said, “and this feature is important both 
to appearance and to price. Lustrous, non-tarnishing 
Stainless steel is regarded by the public as a luxury 
metal, but its use for decorative purposes does not 
subject the pen to the 20 per cent Federal excise tax.” 

At the same time, the company disclosed that it has 
changed the name of its ball pen to “Orbic’”’. The pen 
is now being manufactured, and deliveries to the trade 


will start in the fall. 
a ee oe ee 


NAME HEAD OF DALLAS, TEX., DIVISION 
Charles C. McDaniel has been appointed manager 


| of the newly-established office supply and stationery 
| division of Rogers Company, formerly Rogers Print- 
| ing Company, Dallas, Tex. He has had 21 years experi- 

ence in the stationery and office supply business.— 


EWF 
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a modern printshop in 








The way it loads, the way it feeds, the way it operates . . . Model "'E” 
will give you a new conception of excellence in your stencil reproducing 
department! Simply sandlatbvet, in performance as in streamlined 
appearance. Investigate! 





MARR DUPLICATOR CO., Inc. 
53 Park Place, New York City, 7 


HT STENCIL PRINTING PRESS 
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VIRGINIA-TENNESSEE NEWS NOTES 





J. F. Howison, Correspondent 





A live wire of the industry in the South is R. Allen 
Pierce, who handles the entire Remington Rand, Inc., 
line at Greeneville, Tenn. Mr. Pierce owns and oper- 
ates the busiest drug business in the historic old city 
of Greeneville, coupled with the servicing of typewrit- 
ers, adding machines, and calculating machines. He 
is now enlarging his stock of office equipment. While 
the population of Greeneville is less than 6,000, the 
city has some active industries, including processing 
of burley tobacco and-condensed milk. Here is located 
the home and shop of the former president, Andrew 
Jackson, both taken over by the Government as places 
of historic interest. 

* a a 

L. A. Sandin, stationer for 30 years at 311 W. Broad 
St., Richmond, has outgrown his present quarters and 
expects to take a new ground-floor location, when one 
is available, in order that he can take on a full line 
of office equipment, furniture and supplies. Operating 
a one-man business, Mr. Sandin appears always to 
have a full line of staple items and is ready to lend 
or swap any item with the 12 other stationers at Rich- 
mond. 

ok * * 

The Municipal Finance Officers Association recently 
completed an annual meeting, attended by 650 dele- 
gates, at the John Marshall Hotel in Richmond. On 
exhibition were Remington Rand, Burroughs, Address- 
ograph-Multigraph, and other office machines. 

* * + 

Frank E. Hodges, Richmond, representing the tabu- 
lating division of Remington Rand, Inc., is now well 
entrenched in the workings of that system, which is 
growing in popularity in Virginia. 

C. R. Bungard, former lieutenant commander (j.g.), 


is now actively engaged in the Richmond office as an | 
assistant in the tabulating division of Remington | 


Rand. 


* * * 


A recent visitor with your correspondent was Hugh 
P. Eanes, now with the Underwood Corporation branch 
at Charlottesville, Va., as salesman and mechanic. 

* * * 

Wilson’s, Inc., Radford, Va., after 27 years in the 
drug business, are converting to an office supply and 
stationery line. They have recently been appointed 
authorized dealers for The Globe-Wernicke Co., Co- 


lumbia Ribbon & Carbon Manufacturing Company, | 


The Heyer Corporation, Parker Pen Company and 
other lines. They sell the Boorum & Pease Company 
products and want a line of typewriters and adding 
machines. 
* * . 
Maurice Langhorne, Richmond, Va., a lifelong em- 
ployee of Remington Rand, Inc., recently was honored 


with the addition of the entire state of North Carolina | 


to his Virginia territory for sales of supplies and copy- 
holders. * * * 
It is always a pleasure to interview Walter V. Moore, 


manager of the Monroe Calculating Machine Company | 
territory in Virginia for many years. He is a college- | 
bred and cultured gentleman who extols the work of | 


the smaller colleges such as his beloved Hampton 


Sidney. 
SEINE ieee ce Eee 


REMINGTON RAND APPOINTS BRANCH MANAGERS 
Ten new branch managers were recently appointed 


to strengthen the field sales organization of Reming- | 
ton Rand, Inc., adding-bookkeeping-calculating ma- | 
chines division, it was announced by William A. | 


Rhodes, general sales manager. 
Among the recent promotions made from within the 


company were C. A. Thompson to be Newark, N. J., | 
branch manager, L. C. McAlpine, Jr., for Milwaukee, | 
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Slicking Pretty | 





GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 









Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are Non-inflammable, Non. 
made to the same high quality as Poisonous, Harmless to 
GRIPPIT. skin and clothing. 





WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST HAVERHILL ASS 





181 























KEEPING STENOGRAPHERS HAPPY 


FOR 26 YEARS 


Write for Sell Clarotype for clean, 
Your FREE = sharp and impressive 
_ looking correspondence. 


It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 































NOW 
AVAILABLE 














inalt metal... 


Dealers and stationers will find this item 
a ready seller in all metal mensionc- 54 575 
tion, including 10" eye guide, at. 


(tax extra) 





The Rite-Line Copy 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 


WRITE FOR FULL Rite-Line Sales Co., Inc. 


PARTICULARS. pe nage BEE Me ba  L ss ut 


Sesie'4 aah gibaeipeaien on. RITE-LINE 


. U. S. Pat. 


COPYHOLDER 
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Wis., G. C. Eppler for St. Louis, Mo., E. L. Lee for Jack- 
sonville, Fla., G. E. Nelson for Omaha, P. E. Davis for 
New Haven, Conn., E. N. St. Peter for Manchester, 
N. H., E. C. Johnston for Hartford, Conn., W. S. Wilcox 
for Springfield, Mass, and D. C. Ellanson for Toledo, 


| Ohio. 


“Remington Rand’s ability to serve American busi- 
ness is the keynote upon which our A-B-C division 


| functions,” said Mr. Rhodes. “With the increased need 


















for accurate accounting methods, new offices and 
highly-trained men are imperative. 

“Our new branch managers will be an asset to their 
community and to the businesses there for they repre- 
sent from eight to 33 years of individual effort in the 
business machine field. Their experience will enable 
them to participate as consultants for any accounting 
problem in any business of any size in their territory.” 

In addition to long experience in the sales and man- 
agerial field of the Remington Rand, Inc., most of the 
new managers have taken additional training in ac- 
counting procedures, business machine operation, ap- 
plication of special forms and other types of advanced 
study. Several are graduates of the company’s train- 
ing school, held regularly at Tonawanda, N. Y., while 
all have specialized in advanced study in their special 
fields. 

“Now that Remington Rand has made the switch 
from war to peacetime production,” said Mr. Rhodes, 
“it is our intention to give American business what it 
needs most—the most highly specialized machines to 
solve any and every accounting problem. Whether it 
be a country store or a million dollar organization, 
Remington Rand has the right machine.” 

a edited 


MULTISTAMP OFFERS DISPLAY ITEM 


As part of its promotion program, the Multistamp 
Company, Inc., Norfolk, Va., manufacturers of stencil 























MULTISTAMP DISPLAY CARD FOR DEALERS 


duplicators, are making available to dealers a colorful 
display enlargement featuring Multistamp outfits. 
The enlargement is lithographed in black, red and 
yellow, and is 30 x 24 inches in size. It can be used 
either as a window or counter display and comes 
complete with easel flaps, which are imprinted with 





' some of the uses of Multistamp devices. Also available 


to dealers are complete sets of one and two-column 


newspaper ads. 
— 


APPOINT THREE ROYAL PORTABLE AGENTS 

Wesley H. Beckwith, sales manager of the portable 
division, Royal Typewriter Company, Inc., recently 
announced the. appointment of three district repre- 
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A New Idea in 


Key Holders 


Colors: Ruby, Emerald, 
Sapphire, Pearl. Trans- 
parent, plastic key case 
holds 5 keys easily. 

An item everyone 10c 
will want at a sure- Retail 


to-sell price. less Regular 
Trade Discount 


g2.\ In Handsome Carton 









, Display Case 
‘PLASTI-KEY CASE This eye-catching 
Pl Pell display carton con- 









tains 3 dozen as- 
sorted colors. Just 





place it on your 
counter and let it 
sell Plasti-Key 
Cases for you. 





List 
$900 


less Regular 
Trade Discount 


Every Office Needs One 


Here’s a vast, untouched field, just waiting 
for you to cash in on it. Few Office Supply 
Dealers carry first aid kits, yet every office 
needs several. Stock up today and be 
among the first to ring up these quick 
profits. Minimum shipment, 12 kits. Ex- 
port orders handled promptly. 


Get in on these New Sales Items Today! 
Send Order to Dept. 70 


PETER PEYTON and COMPANY 





330 So. Wells St., Chicago 6, Illinois 
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trademark 


TRANSFILE Files 


at transfer time 


In the complexities of present day business operations, 
nothing can be left to chance. Certainly not records, for 
records are made for reference. Naturally, records, to 
be of any value, have to be where they can be referred 
to—instantly. This is true of all types of records—active, 
semi-active and inactive. 


TRANSFILE fibre board Files offer the low cost method 
of keeping semi-active and inactive records safe, clean, 
orderly and always at finger tips. 


Each TRANSFILE File is a complete unit in itself, but 
units can be stacked into sturdy batteries as high and 
wide as desired, using the Interlock. The weight of units 
and contents is supported on steel. The bottom drawers 
work as easily as the top drawers. 


Shipped flat, they fold together easily and quickly. No 
screws, nuts, bolts or tools are needed. 


Send a sample order today. 
GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 








> 
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sentatives to cover the territories of southern Cali- 
fornia, Indianapolis, Ind., and Kansas City-St. Louis, 
Mo., in his division. 

John Glasgow, formerly portable district representa- 
tive for Kansas City and St. Louis, has been appointed 


to cover the southern California and Arizona terri- | 


tories from Los Angeles. 

Portable representative for Indianapolis, covering 
the territory from that city to Memphis, Tenn., will be 
George W. Kelley, who came to Royal after four and 
one-half years in the Army, where he held the rank of 
captain. 

Taking over the Kansas City and St. Louis territory 


formerly covered by Mr. Glasgow is R. E. Paulson, an | 


ex-serviceman and a newcomer to Royal. 
_cco<—2-_— 
BUCKEYE APPOINTS PRIOR AND WIPPER 


The Buckeye Ribbon & Carbon Company, Cleveland, | 


Ohio, recently announced the appointment of Leland 











LELAND B. PRIOR WALTER A. WIPPER 


9 REASONS WHY 


7 ee | “S$.” 


rt, 
E 
4 
T 


/ 1. Sharpness of outline 
' 2. Superior stamina 
sis 2 ae en 
. Non-smearing in 
COLD Ct«SS.: Ermsanbility 


There, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using ''U. S."' ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 

Invest a minute in writing for details on the ‘'U. S."' line of ribbons 
and carbons . . . it's a money-maker! 


> Fy, He 
U. S. Typewriter © $%_\!. Ribbon Mfg. Co. 
| 621-623 Cherry St. Ree 


Established 1895 





| 
| 
} 





B. Prior, vice-president, to vice-president and director | 


of sales with headquarters at Cleveland. 

Mr. Prior was formerly manager of the New York, 
N. Y., office and will be succeeded by Walter A. Wipper, 
who was appointed manager of the New York branch, 
as well as eastern division sales manager. These ap- 
pointments became effective June 1. 

_— 7 > o——_—_—— 


RUYS’ FIRM CARRIES ON SERVICE IN HOLLAND 


J. A. Ruys, director of Ruys’ Handelsvereeniging, N. V., 
Lange Voorhout 17, The Hague, Holland, has fav- 
ored OFFICE APPLIANCES With a copy of a booklet entitled 
“Speaking of Service”, which calls attention to the con- 
tinued mechanical service given by the firm to office 
machines in Holland. The booklet is profusely inter- 
ested with dramatic pictures illustrating the work 
done at The Hague by this Holland concern. 

Operating in a modern building erected in 1937, 
Ruys’ carried on during the war years under the man- 
agement of W. J. Ruys and B. H. J. van Nuen, making 
parts which could no longer be obtained, repairing 
precious machines, and purchasing old machines for 
rebuilding and sale. The mechanical service now em- 
ploys more than 200 men. 

This service is all the more notable when it is pointed 


out that since the invasion of Holland on May 10, 1940, | 


until the present time, Ruys’ has been: unable to im- 
port office machines and parts from the United States 


or other overseas countries. Naturally, diligent service | 
work was necessary in order to provide for the needs | 


of the firm’s clients. 
———-— 2 —__— 


CAMDEN, ARK., FIRM IS INCORPORATED 
The Hurley Company, Inc., Camden, Ark., has filed 
articles to engage in the sale of school and office sup- 
plies with an authorized capital stock of $150,000. In- 
corporators are Wallace D. Hurley, resident agent, and 


gat Hurley of Camden, and J. E. Hurley of Warren. 
—EWF. 
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uy The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


TODAY—Write for 


free color brochure 


DEALERS 
INQUIRIES 
INVITED 
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Mimeograph Users Like It! .. . 
The New SLIP-O-MAT SLIP-SHEETER 


never misses, never messes . . . attaches 
in a jiffy... speeds up Mimeographing 
... prevents smudging 


Just hook the MASECO SLIP-O-MAT on 
the 77, 78 or 96 Mimeograph in a matter 
of seconds .. . load it with slip-sheets . . . 
it's ready to go to work! By automatically 
dropping an interleaf over each printed 
copy as it falls into receiving tray, smudg- 
ing and offsetting in Mimeographing is 
ended forever! Excellent, profitable dealer 

proposition with re- 

peat slip-sheet busi- 

ness. Write for infor- 
\ ~—s mation today. 














MAILERS’ SERVICE & EQUIPMENT CO. 


Dept. A, 38 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. 








Newly Designed 


GLASS 
DESK PADS 








Made in Green, 


Brown or Maroon 





Made of LYNO Board with a 34" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934" x 2434" (Glass size 18” x 24°’) 
with Ye” glass $4.50 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 1911 
412-420 ORLEANS ST., CHICAGO 10, ILL. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Our sincere congratulations to Miss Rose Cushman 
on her elevation to the position of assistant general 
manager of the National Stationers Association at 
Washington, D. C. Rose has had many years of close 
association with the NSA official family under the 
late Charlie Garvin and has well demonstrated her 
many capabilities. ee 

L. Walter Ruedy, stationery manager for S. G. Ad- 
ams Company, St. Louis, Mo., celebrated another mile- 
stone in his busy life on May 21 and is now almost old 
enough to know better. Walter is a past governor of the 
8th Region, NSA, and a past president of the Sta- 
tioners Association of Greater St. Louis, in addition to 
having given almost 30 years of his life to his present 
employers. Congratulations, Walter. 

* * * 

For you friendly folks who will send notes and cards 
of good cheer to your old friend, Hamilton R. Ken- 
drick, Chicago manager for American Lead Pencil 
Company, who is confined to his home for a thorough 
rest of several months, we give you his business ad- 
dress—111 W. Washington St., Chicago. 

co * * 


A real vacation is being enjoyed at this writing by 
Joseph D. Landes of the Schooley Printing & Station- 
ery Company executive staff in Kansas City, Mo., and 
by Mrs. Landes. This lovely couple are enroute via ar- 


_ ranged tour to the West Coast, Washington, Oregon, 


Canadian Rockies, Banff, Twin Cities and other 
points, for several weeks. We were informed that this 
trip is a gift of the Schooley company in ackuowledge- 


| ment of the 40 years Joe has given his firm, an an- 


| niversary noted about a year ago. 
* 





* * 


The 1946 roster of the Midwest Travelers Club should 
be in the mail to all members and dealers of the 8th 
Region by the time this is published. Should any dealer 
or Midwest member fail to receive his copy, please 
drop a card to R. C. Moore; 204 Dwight Building, Kan- 
sas City, Mo., requesting a copy. 

+ * a 


Congratulations to the officers and employees of 
Midwest Press & Supply Company, Sioux Falls, S. 
Dak., on the opening of their new retail store at 222 
Phillips Ave., in Sioux Falls. 

* * * 

R. C. Moore, district sales manager of Columbia 
Ribbon & Carbon Company, visited St. Louis early in 
June to meet his local representative, Gene Walker. 
Wonder where they found a fishing spot around St. 
Louis? nk, ee 

Enjoying the rainy and chilly days of the Memorial 


| Day week end in the Ozark country of Missouri were 
| Mr. and Mrs. F. K. Adams, Mr. and Mrs. Gene Mitchell 
'_ and several friends. Cards and other indoor games 
| supplanted the usual fishing periods. 

* cg * 


Herb Walsh, that Ace flyer, gained newspaper pub- 


| licity on his recent return trip to Chicago from the St. 
| Paul regional meeting, when he stopped at Madison, 


Wis., for refueling. A Madison newspaper printed no- 
tice (in the society column, we suppose) that Flyer 
Herb had visited the local airport. Nothing was men- 
tioned about his famous passenger, Chatauqua Lec- 
turer William E. Smith of the Ace Fastener Company. 


* * * 


Robert B. Valleau, dispenser of Milwaukee chairs, 


| was seen cavorting around Joplin, Mo., recently, in the 
| company of those three fine gentlemen, Jack Mann- 
| ing, Mark Farrar and Ernest Brickley of the executive 


staff of Joplin Printing Company. 


*” * * 


If the new hotel committee of the Midwest Travelers 


| Club wishes a real job, let them contact the Sioux Falls, 
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BUSINESS INSURANCE... 









No. 14L Letter Size i ~ 
¢ No. 14C Legal Size 4 


FOR TE 











—? No. R-60 
Executive Style 















F U or No. RSP-60 
Pedestal Secretarial 

*e . 60x34” 

ee ee TURE~ = 

It's only natural to wonder what tomorrow will bring. sks 

Most people feel that their best security for the future 

lies in nite careful plans today . e . bet? oe 

surance. This holds true in safeguarding the future o 

your business too. As an office equipment dealer, AN EXCLUSIVE MACEY FRANCHISE 

you're naturally interested in BUSINESS a, { 

That's why we sincerely believe the MACEY dealer 

franchise is the best possible protection for your BUSINESS INSURANCE FOR YOUR FUTURE 


company's tomorrow. We know it will safeguard your 
profits and business vo in the years to come. 
‘For Business Sake" . . . Sell MACEY. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 

















“Pioneers for Fifty Five Years’’ 
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IT’S COMING! 
IT’S PLANNED FOR YOU! 











’ 
IT S —A WEEK OF CHECK-UP! 


—A WEEK OF WAKE-UP! 


& 
ad 7 —A WEEK OF FACING UP 
: TO THE URGENT NEED 
FOR MODERNIZATION 


SEPT. 30 TO OCT 5 IN THE BUSINESS OF- 


FICE! 








BUSINESS EXECUTIVES AND KEY OFFICE WORKERS: 


Your office is the nerve-center of your business, the pivot upon which all activities turn. Now, 
if ever, the methods, management and equipment you use must be sound and smart and up- 
to-date. Now is the time to check up every detail of operation and be prepared to submit 
your problems to expert review, during this week of great opportunity—"'Office Week" at the 


38rn NATIONAL 





and forums of these participating organizations: 


New York Chapter, NATIONAL OFFICE MANAGEMENT ASSOCIATION 
New York Chapter, NATIONAL ASSOCIATION OF COST ACCOUNTANTS 


GRAND CENTRAL PALACE, NEW YORK—SEPT. 30 THROUGH OCT. 5 


AT THE BUSINESS SHOW: Sa obsolescence, speed up and simplify 


SEE the important post-war advances in | Tura yy ti routine work! 
office machines, methods and equip- JOIN with the nation's leading special- 
ment! ists in office administration in week-long 


STUDY all the new developments for forums and discussions. 

vastly greater efficiency in the conduct 

of the business office! ; 

LEARN how to cut down costly overhead, cut out LIST your problems, NOTIFY your staff, PREPARE to 
attend! 


ORDER your requirements for your of- 
fice while the iron is hot! 





EXHIBITORS! If your product is used in the business office, plan your exhibit in the 
National Business Show now! Space is definitely limited. For full particulars, write or 


wire— 


NATIONAL BUSINESS SHOW COMPANY—30 Vesey Street, New York 7, N. Y. Telephone CO 7-1392 
Frank E. Tupper Edwin O. Tupper William A. Tupper 
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S. Dak., hotels as a starter towards some real experi- | 


ence. Eppley, “at your service,” awaits them there. 
* * ok 

Verle Lee, G. J. Aignor Company, and Austin Water- 
bury, Carter’s Ink Company, were entertained at lunch 
in St. Louis recently, together with Izzy Voda, Wallace 
Pencil Company; Gene Mitchell, manufacturers’ rep- 
resentative; and Beverly Cherrington, stationery man- 
ager for Comfort Printing & Stationery Company. 
Joe Gordon of Wilson Jones Co. was almost the host 
but was rescued when “Dutch treat” was decided upon. 

* * ok 

Art Pfister, Smead Manufacturing Company, is mak- 
ing a western trip through Montana, Oregon, Wash- 
ington and California for his firm before making 
plans for taking over his former midwestern terri- 
tory. On his return trip from the West, he plans to 
meet Paul Baird of George E. Baird & Son, Kansas 
City, Mo., is Wyoming for a fishing trip of a week or 
so. Art and Paul have fished and hunted together in 
Wyoming for several years, each time with consider- 


able success. 
x ~ ~ 


Mr. and Mrs. Carl Schutz attended the St. Paul 
regional meeting on May 10, following which they 
drove back to their southern Missouri home via Iowa 
and Nebraska points, where Carl called on his many 
customers and friends in the interest of Eagle Pencil 
Company. 

* * * 

“Crayola” Stratton Terstegge, Binney & Smith Com- 
pany, showed his smiling countenance to his many 
customers and friends in St. Louis, Omaha and inter- 
mediate points during June. Stratton was confined 
to his home for several months last year, but is looking 
quite hale and hearty again. 

* co * 

Dealer John Ford, Jr., of Peterson Lithographing & 
Printing Company, Omaha, visited several of his fac- 
tory connections in May and reports most pleasant 
and instructive visits with each. John gained the la- 
test first-hand reports on conditions prevailing at 
those factories and feels he is in a better position to 
advise his sales force and his customers as to the 
possibilities of better serving his trade. 

o* K 


* 


George Wilkerson of Smead Manufacturing Com- | 


pany, and Mrs. Wilkerson, spent several days in St. 


Louis late in May. While George made the rounds | 


of his local dealers, Joyce visited local shops and 
stores. Accompanying them was their fine young son, 
Dickie, a boy to be really proud of. 

* * * 


If you have not yet met your new NSA general man- 
ager, Paul Burbank, you have a real treat in store for 
the future. Paul is alert to the needs of his member- 
ship, and has a capable understanding of the many 
obstacles which must be overcome. Give him your full 
co-operation at every opportunity and he will show you 
real results. Make it a point to shake hands with him 
in the near future. You will find him most democratic, 
anxious to listen, and ready to act. 

* * cd 

No recent word from Walter Guy, Arkansas Litho- 
graphing & Printing Company, of Little Rock, but we 
hope he has regained his good health and is doing 
his usual fine job. How goes it, Walter? 

* * * 


L. H. “Lou” Fuerst, stationery manager, 


captain and is now employed in St. Louis, while the 
other son returned to enter St. Louis University for 


a GI electronics course. 
oo + * 


Bill Schmiederer of Buxton & Skinner Printing & | 


Stationery Company official family, St. Louis, cele- 
brated another happy birthday late in June but cer- 


OFFICE APPLIANCES, July, 1946 


Butler | 
Brothers, St. Louis, again has his family at home. One | 
son has returned from the service with the rank of | 














%. satisfaction 


These two words—Canode 
and Satisfaction — have 
been trade “buy words’ 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
duplicating inks it is 
Canode. 
Canode's is always the 
best buy. 


For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


PREMIUM 
DUPLICATING 


BLACK 


‘@ 
aggut! 








MAY FAIR'S 


PEERLESS STEEL DESK EQUIPMENT 





DESK DRAWER INSERT 
5 spacious compartments 
No. 1809—9x4!/gx22" 
No. 1810!/-—10!/x4!/gx22" 
Either size—LIST $3.30 ea. 
Color—Olive Green 


STEEL DESK DRAWER TRAY 
Expanding type 








No. 440—4 Compartments 


Adjustable—Extends to 30" 
Closes to 15!/2" 
Width 4" 
Steel—Olive Green 
List $2.40 ea 12 to carton. 
Usual Trade Discounts 


MAYFAIR CO. 


230 W. SUPERIOR ST. CHICAGO 10, ILL. 
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EXCEPTIONAL 
OPPORTUNITY 


For Qualified Salesmen with 
Top Manufacturer of Carbon Papers, 
Ribbons, Duplicating Supplies, Etc. 
Permanent connection for steady, de- 
pendable salesmen with nationally ad- 


vertised, long established firm. Comprehensive, 
quality line, including new and exclusive products. 


Guaranteed drawing account, 
expenses paid 
Excellent earnings on commission basis. 


Attractive arrangements, full credit on all busi- 
ness in assigned territory. Openings now available: 


1) Pacific Coast States 

2) Michigan—Ohio 

3) IIlinois—W isconsin 
Write in confidence, 
stating age, past 
and present con- 
nections, etc., to 


4) Tennessee—West Va. 
5) Mo.—Ark.—Kan.—Okla. 
6) Minnesota, Northwest 
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Ribbon & Carbon Co., Inc. 
750 Pacific Street, Brooklyn 17, N. Y. 
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ty Foremost. 
e@@ 
Here it is! The Rubber 
Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 





















































































Write on Company Stationery 
for liberal samples. 





PENCER RUBBER PRODUCTS COMPANY 
Lruabllg Keliee Bandi 


MANCHESTER, CONR, 
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tainly shows no signs of having had birtndays for 
many years. Bill is proud of a lovely wife, two fine sons 
and an attractive daughter, as well as two lively 
grandsons. What more could a man wish for? 

* * * 

The Comfort Printing & Stationery Company of St. 
Louis closed it’s two retail stores, printing plant and 
offices on Thursday noon, June 6, when the officers 
and employees attended the annual employees’ picnic 
at Ivanhoe Lodge in St. Louis County. Swimming, soft 
ball, cards and various athletic stunts were the order 
of the day. Jim Collem, vice-president, strained his 
ankle elbowing his way to the buffet-dinner counter, 
but is recovering nicely. Bev Cherrington, stationery 
buyer, was M.C. at the juke box. A fine time was en- 
joyed by all. 

* *~ - 

Ralph Kettler of Southwestern Stationery & Bank 
Supply, Joplin, Mo., was glimpsed rushing around Kan- 
sas City, Mo., late in May, though he left few, if any, 
of his friends know of his presence. 

” + * 

Wesley Stevens, store manager and buyer, Inland 
Printing Company, Springfield, Mo., may not realize it, 
but he recently favored this person with a nice order 
for a firm not represented by this department for over 
ten years—Levison and Blythe Manufacturing Com- 
pany, St. Louis. Thanks, nevertheless, Wesley, for 
thinking of me. The order was immediately forwarded 
to the right address. 

* + * 

John B. Brain, Jr., manager of Brain’s stationery and 
athletic goods store in Omaha, Nebr., is back from the 
service and busy as before he left, which is really busy. 
Mr. and Mrs. John Brain, Sr., spent a week in May 
sunning themselves in San Antonio, Tex. 

>” 7: * 

During a recent trip through Kansas, Izzy Voda, 
Wallace Pencil Company, St. Louis, reports good be- 
havior and fine business on the part of our many 
stationer friends out there, including the Hutchinson 
boys at Hutch-Line, Inc., and Roberts Printing & 
Stationery Company, and such Wichita persons as 
Earl Duke and Lewis Shore of Duke Printing & Office 
Supply Company; Ralph Bauman and Earl Scott of 
Bauman Office Equipment Company, and Brent Huey 
of Western Lithograph Company. 

* * = 


This column’s heartiest congratulations to that most 
cheerful, peppy and happy new governor of the 6th 
Region, George Oliver Stevens (not Amos & Andy’s 
friend) of Stevens, Maloney & Company, Chicago. 
“Ollie” has been very active in the region and the Illi- 
nois Booksellers group for many years and has earned 
the recognition and 100 per cent co-operation of every 
member of the two organizations. Best wishes for a 
very successful administration, Ollie. 

© * + 

Of interest to Midwest and other travelers is the ap- 
pointment in May of Don Bernard as manager of Zai- 
ser’s, Des Moines, Iowa, succeeding J. O. Popple and 
Ralph Stuttsmann, who resigned without publicly an- 
nouncing any immediate plans. Don spent several 
years with Zaiser’s sales department before leaving 
about three years ago to join the sales department of 
W. A. Sheaffer Pen Company, from which he was called 
to take the reins of the Zaiser organization. All good 
wishes to you, Don, and congratulations to Claude 
Holly, president of the firm, for his good choice. 

+ - * 


Following the windup of the St. Paul, Minn., regional 
meeting on May 11, Art Pfister of Smead Manufactur- 
ing Company entertained with cocktails and dinner 
at his “farm” near Hudson, Wis., a most inviting and 
beautiful spot on Lake St. Croix. Present were Wil- 
liam E. (Bill) Smith and Herb Walsh of Ace Fastener 
Corporation; Harold Hoffman of Smead Manufactur- 
ing Company, Matt Dillon of Associated Stationers 
Supply Company, Dan MacDougall of Stationers Loose 
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THINGS AMERICA TAKES FOR GRANTED 


THINK OF ENTERTAINMENT 
AND YOU THINK OF MOVIES 








The “movies” are an integral part of the 
American way of life. Is it any wonder 
when one realizes that the movies” con- 
stitute the chief form of relaxation for 


America’s masses. The weekly attend- 
ance reaches a staggering figure. Yes... 
it is true ... when you think of entertain- 
ment, you naturally think of the ‘‘movies.” 
As closely linked as “movies” and enter- 
































THINK OF BUSINESS AND 
YOU THINK OF DESKS e 





For the 
desk is the stage for business on which 
men and women focus their efforts. As a 
consequence, we think of MYRTLE DESKS 
as representing more than wood skillfully 
transformed into the pattern of office 


tainment are business and desks. 


desks ... MYRTLE DESKS supply a link in 
the business world for which there is no 
adequate substitute. 


MYRTLE oe ha COMPANY 


member WOOD office 


furniture institute 
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JASPER CHAIR CO. Office Chairs 


Good to be seen... 
Better builded for lifetime service... 


Best formed for comfortable concentration 


How like his clothing is the furniture of a business man’s 
office! What a volume of information it presents—how elo- 
quent it is, in describing his nature and mental attitude. 


Soon there will be a good supply of office furniture, with 
no excuse for his present equipment telling half truths about 
him. And it will be not so very long until shipments of Jasper 
Chair Co. office chairs can be scheduled definitely, and there 
will be increased variety of design and choice of materials. 


Users of these fine chairs have always been our best rec- 
ommendation. We are eager to add to their number. Watch 
for our coming announcements—be sure to recommend “The 
Right Chair at the Right Price.” 


J A G P E i , f N D I A N A MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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Geo. A. Litchfield, Sales Mer. REPRESENTATIVES: ' 
S. H. MacD Id, (West) James S. Fowls, (Southern) Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest ) R. J. Freeman, (Eastern 
405 P roar cng Pad ( 327 Sunset Drive, North 3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
Seattle, Wash. St. Petersburg, Florida Dallas 5, Texas (Phone ROGers Park 3644) New York, N. Y. 
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Leaf Company, Mr. and Mrs. Bill Pfister, Art’s parents, | 
and his sisters Pearl and Ruby, and Governor Roy | 
Moreland of the 8th Region. A very delightful after- 
noon and evening, indeed. Oh yes, your correspondent | 
was also on hand. 


* * * 


At a recent stockholders’ meeting of Schooley Print- | 3 


ing & Stationery Company, Kansas City, Mo., Willard | 


the board of directors. Both gentlemen have been | 
with this organization for many years. 


0 

ECKERT HEADS ROCHESTER NOMA CHAPTER 
Wilbur E. Eckert, general office manager of Com- | 
mercial Controls Corporation, Rochester, N. Y., has | 
been elected president of the Rochester chapter of the | 
National Office Management Association, succeeding | 

















WILBUR E. ECKERT 


Mrs. Mary L. Little of Bausch & Lomb Optical Com- 
pany. Mr. Eckert has been active in the affairs of the 
Rochester chapter since coming to the city in 1941, 
last year serving as vice-president and the preceding 
year as secretary. 

Other officers elected at the recent meeting were 
Howard R. McCullough, vice-president; Lowell Phillips, 
secretary; and Donald Dense, treasurer. New direc- 
tors are Harry Wietzman, Lynn H. Farmen and Mrs. 
Little. 


————— 2 —___ 
SMITH-CORONA PLANTS WIN SAFETY FLAG 


The Liberty Mutual Insurance Company recently 
awarded its “accident prevention” flag to the Syracuse 
and Groton, N. Y., plants of L. C. Smith & Corona 
Typewriters, Inc., for their outstanding record in 
accident prevention. During 1943, 1944 and 1945, the 
plants had a record of 40 per cent less accidents than 
the average for the light machine industry in their 
respective areas. This record reflects much credit on 
the work of the safety committees in the plants. 

The formal presentation of the flags took place in 
Syracuse on May 1 and in Groton the following day. 
The ceremonies were attended by all employees in the 
plants. President H. W. Smith, vice-president C. F. 
Brown and other officials of the company were on 
hand to accept the flags. 

The average frequency rate (number of lost time 
injuries per 1,000,000 hours worked) in the area for 
1945 was 17.89. The rate for the Syracuse plant was 
2.69 and for the Groton plant 5.7. The average severity 
rate (days lost per 1,000 hours worked) for the area 
was .89 for 1945. In the Syracuse plant the rate was 
.09 and in the Groton plant it was .027 for the same 
period. 

Over a period of years this is the eighteenth safety 
award which has been earned by the Syracuse plant. 


—_——>—>-oe—__— 
RETURNING VET RESUMES SHEAFFER POSITION 


Milton Lewers of Des Moines, Iowa, has resumed his 
position as territorial manager of the W. A. Sheaffer 
Pen Company, Fort Madison, Iowa, in central Iowa and 
southern Minnesota. He was with the Army Air 


Harrison and Jack Hamback were elected members of | * 





Forces.—AL. 
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: feo products are in- 
creasingly important to 
dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 
your stock. 


GEORGE B. GRAFF 
COMPANY 

54 Washburn Avenue 

Cambridge 40, Mass. 
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Office Speeial 


CARBON PAPER and 
TYPEWRITER RIBBONS 


A Matched Line for Dealers 


Reasonably 
Priced 


Clean 
Durable 
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Send for Samples 


The Buckeye Ribbon & Carbon Co. 
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7209 St. Clair Ave. Cleveland 3, Ohio 
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Are Recognized 
Standard for 


over 30 years 
Consistently high quality MANUSCRIPT COVERS 
...Up-to-the-minute packag- 2 : 
; '* ONIONSKINS 
ing...a profit-and-prestige ee 
line you'll sell with pride. + MIMEOGRAPH PAPERS 
Inquire about our Franchise e ENVELOPES 


Sales Plan—the short cut 


to bigger and better sales. 


WANSCO! 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 





















ASK ADIRONDACK i 


FOLDING 












CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 






Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 
meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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NEW PRODUCTS OFFERED TO INDUSTRY 


To keep the American business man posted on all 
innovations now being marketed by industry, a new 
32-page tabloid entitled “New Products and Services” 
has just been published by the N. Y. Journal of Com- 
merce. More than 500 new products—from warborn 
synthetic raw materials to the latest household gadget 
—are described in this study. Copies may be had at 
50 cents each from the N. Y. Journal of Commerce, 
63 Park Row, New York 15, N. Y. 

Many of the products that have come to market in 
recent weeks seemed fantastic to even the post-war 
planners a few short years ago. Plastics head the list, 
The N. Y. Journal of Commerce finds. They have come 
out of the gadget stage to replace metals in machine 
parts, adhesives in sporting equipment, to gain a 
place in textiles and household decorations, and to 
seek a large share of the hundred million dollar toy 
market. 

New office desks, especially designed with colored 
tops to relieve eystrain, are being made completely 
wired for office machines and lamps in order that all 
floor wires can be eliminated. The rubber industry 
is offering rubber boots for cows and electric heating 
pads to warm baby chicks. Plastic coatings, now of- 
fered for immediate delivery, are opening entirely 
new techniques in industrial packaging while the 
newer consumer goods packaging stresses “sales ap- 
peal” and is made of pliable film materials which 
guard against damage and spoilage, yet are com- 
pletely transparent. 

Some of the innovations, like the new synthetic 
rubber made from corn sugar and other farm prod- 
ucts, are only now being unveiled after a long period 
of wartime censorship. Cotton, wool and rayon are 
sprouting out in a variety of ways but are about to 
get added competition from 12 new synthetic yarns, 
made of everything from seaweed to soybeans and 
aluminum. 

Magnesium alloys are reducing the weight of new 
electrical appliances, lawn furniture and garden tools. 
Aluminum and magnesium canoes light enough for a 
child to carry are ready for this summer. Thin alumi- 
num sheets bonded to wood are opening new horizons 
in building construction. 

Recent housing plans contain a ground level fur- 
nace room with outside removal of ashes, and some 
of the newer coal furnace stokers require but one 
manual firing each year. ; 

; Sd 
MISSOURI SENATE CURBS FAIR TRADE MOVE 


Through the adoption of emasculating amendments, 
Missouri’s Senate on June 18 virtually killed a House- 
approved fair trade bill, intended to curb predatory 
price-cutting by authorizing minimum resale price 
contracts between manufacturers and retailers. 

Although Senator John Noble of Kennett, who han- 
dled the measure on the Senate floor, left the bill 
pending on the calendar so that it might be recalled 
for further consideration, it was regarded as dead for 
the current session. So little was left of the measure 
after the adoption of crippling amendments that it 
was highly unsatisfactory even to its sponsors. 

Missouri is one of only three states which do not 
have fair trade statutes. The other two states without 
such laws are Texas and Vermont. 

Opposition to the bill in the Missouri Senate was 
led by Senator E. W. Allison of Rolla, Democratic 
minority floor leader, who won adoption of an amend- 
ment exempting from the measure’s provisions most 
of the necessities of life. Under his amendment, the 
price maintenance provisions of the bill could not be 
applied to food, clothing, medicine, farm implements, 
household goods, livestock and poultry feeds, building 
material, seed and books. 

In offering his amendment, Senator Allison observed 
that it exempted nearly everything but predatory 
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Fast Moving... Profitable... Artists’ Supplies! 


OIL PAINTING 
PANELS 


A heavy cardboard painting panel 






‘ KY with a brilliant white primed can- 

: < vas-textured surface. A — 

A KY painting panel for oil colors. A fast 
\ i - seller. 

~ \ SIZE LIST SIZE LIST 

8x10” $1.80 dz. 16x20” $6.00 dz. 

9x12” 2.40 “ 18x24” 6.60 “ 

10x14” 3.00 “ 20x24" 7.80 “ 


12x16” 3.60 “ 22x28” 10.80 “ 
14x18” 4.80 “ 


(Packed 1 doz. of a sizetoa package) 


OIL PAINTING 
PAPER 


Canvas-like textured paper for oil color 
painting. Primed by a process that 
gives it a white texture and grain very 
similar to canvas. An economical and 
satisfactory canvas substitute for stu- 
dents and general practice painting. 


18 x 23 $3.00 Dozen 
11144x 18 $1.50 Dozen 


Sheets: 


OIL PAINTING 
BLOCKS 


The newest, handiest idea for oil 
painting. Each block consists of 12 
sheets of canvas-like textured paper 
especially primed for oil painting and 
is rigidly bound on all 4 sides. 

The artist paints on the top sheet and 
when that is completed removes it to 
bring the next clean sheet into view 





SIZE PRICE 
9x11” $1.30 each 
11x18” 2.50 each 
18x23” 4.50 each 


WATER COLOR 
SET IN 
METAL BOX 

















FOLDING 
SKETCHING STOOL 


* This lightweight pocket-size folding 
seat is made of aluminum even to the 
seat. Only weighs 2 pounds, folds 
compact and opens to a seat 6x12 
inches, 13 inches high and will carry 
up to 300 pounds easily. Perfect for 
artists, golf spectators, etc. 


PRICE: $1.49 each 


Back in stock! 
DRAWING TABLES 


Finest quality regulation drawing 
tables made of hardwood with pine 
drawing board top. Strong, durable 
and rigid, these tables meet the high- 
est standards. Board can be adjusted 
to any angle from vertical to horizon- 
tal. Table is adjustable in height. 
These tables are shipped knocked 
down in individual easy-to-stack car- 
tons. Can be assembled in a few 





SIZE minutes without tools. 
23x31” ‘ = 
31x42” Write for wholesale prices 


ARTONE 
MODELING CLAY 


Permanently plastic, guaranteed non-poi- 
sonous plasteline in 1 pound bricks indi- 
vidually glassine wrapped. Available in 
Gray, Gray-green, Terra Cotta, Yellow, 
Green, Blue, Red, White, Black. 

Carton of 60 Ibs. $12.00 


(Sold in carton lots only of‘assorted or one solid color) 


. 











12 porcelain half-pans of high 
grade water colors and 2 
brushes in a black metal box, 
white enameled inside. 


PRICE: $3.95 each 
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DEALERS! 
Write today for 
Wholesale Discounts 


Write for Free Catalog 
and ask to be put on our list to receive 
our wholesale monthly bulletin. 
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JACKSON 
DESKS 


PLAY A LEADING ROLE 
ON THE AMERICAN 
BUSINESS SCENE ! 



















Have you ever stopped to realize the number of 
people in the United States who are employed at 
desk jobs? Their occupation may be varied but 
they all have one thing in common—their working 
hours are spent at desks. Because the desk is such 
an indispensable part of their business lives, its 


choice must necessarily be a matter of great con- 


cern. There's a reason why JACKSON DESKS 


JASPER OFFICE 


JASPER, 





are a familiar part of the American business 


scene. East and west—north and south—busi- 
ness men and women acclaim JACKSON DESKS. 
They like their clean cut styling and the efficiency 
that's built into every unit bearing our name. 


That's why the sale of JACKSON DESKS always 


means satisfied customers. 


FURNITURE CO. 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 


OFFICE APPLIANCES, July, 1946 





ce DM tH ay pet tet ee 


SRR smi 








animals. The amendment was adopted by a vote of | 
19 to 10. 

Also adopted was an amendment offered by Senator 
Michael Kinney of St. Louis, providing that the bill | 
should not be construed as repealing any part of the | 
state anti-trust laws or giving immunity from prosecu- | 
tion under these laws. It had been charged during 
debate that the bill struck at the heart of the state’s 
anti-trust act, which has been on Missouri statute 
pooks without change for 56 years. 

The proposed legislation would set up so-called fair 
trade practices by recognizing the legality of contracts 
under which trade-marked goods and brands would 
be sold at or above prices fixed by the manufacturer. | 
Sale of goods at prices below the floor established by 
the manufacturer in fair trade contracts would be- 
come the basis of civil court action, even though the | 
offending retailer or wholesaler might not have been a | 
party to such a contract. Courts would be authorized | 
by the bill to issue injunctions prohibiting sales below 
floor price levels.—BJ. 


——=>—e —____ 
NEWS NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





H. H. Young, Fredericton, N. B., reports that in re- 
cent months he has been in position to deliver, with 
little or no delay, standard office typewriters, but 
that the situation involving portable models has be- 
come more unfavorable than formerly prevailing. Or- 
ders are being taken for future delivery and shipments 
made in rotation. He has been offering heavy duty 
adding machines, with demonstrations minus obliga- 
tions. C. A. Ferguson is service manager for Mr. 
Young, who sells to central and northwestern New 
Brunswick customers. 

» * * 

When J. E. Ahern, Halifax, N. S., a veteran news- 
paperman, was recently elected to the Halifax mayor- 
alty for the first time, he asked for a Dictaphone in 
his office, as a means of eliminating delays in getting 
out correspondence. At his request, the city council 
advanced the Dictaphone item on the council agenda 
and approved the purchase. The appliance is looked | 


on by the mayor as a boon to the city and himself. 
* * + 


Kerr-Ellams Office Appliance, Ltd., Halifax, N. S., 
have been stressing super-flat carbon paper supple- 
mentary to the office machines, and offering clean | 
edge borders and non-curl grey backs. 





* * o* 

Mr. and Mrs. J. G. Boucher, Edmundston, N. B., | 
reached the twenty-fifth year of married life recently. | 
He is an office supply dealer at Edmundston, and has | 
been elected three times to the provincial assembly 
as a representative of Madawaska County, besides 
serving as chairman of the provincial power commis- | 
sion about six years. Friends and relatives presented | 
the celebrating couple a four-piece silver service. 

* * o 


Archibald A. Forrest, Rye, N. Y., a past first vice- | 
president of the Remington Typewriter Company, New | 
York, and who died recently at 70, was a native of | 
Halifax, N. S. His father was the late John Forrest, | 
who had been president of Dalhousie University, Hali- 
fax. A. A. Forrest had been retired from business for 
some years. He left Halifax for New York when in his 
very early twenties. 


* * * 


Frank M. O’Neill, Halifax, N. S., is interested in a | 
revival of rowing at Halifax, once a top oaring centre. 
This office appliance and supply dealer has a rowing 
background. He was a member of a four-oared crew 
which held the amateur title for Canada and the U. S., | 
and his brother, John, won the senior single sculls and 
the association singles for the U. S. and Canada. Both 
competed not only at Halifax, but also in the U. S. at 
Detroit, Mich., and Springfield, Mass. A son of F. M. | 
O’Neill has done some rowing at Halifax. | 
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Revolutionary NEW 
Dictating Machine 


ie 





e@ No records or needles to buy 





@ Wire may be re-used indefinitely 


@ 1 unit plays back, records, erases 


e@ Transcriptions last indefinitely 


STANDARD BUSINESS MACHINES CO. 
542 S. DEARBORN STREET * CHICAGO 5, ILLINOIS 


FOR FREE 
DESCRIPTIVE BROCHURE 
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‘TupuLar Corn WRAPPERS 


Stationers! It's your Line—Exclusively! 








"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 

Manual Coin Counters 

Currency Racks 

ie ng an 
Bags —s rays 
ey Coin Storage Trays 
Downey Change Trays 


Coin Wrappers 
Bill Straps 

Coin Bags 

Currency Bags 
Draw String Bags 
Meta! Clasp Bags 
Night Deposito 
Linen Shipping 








HANNIBAL, MO. 


THE C. L. DOWNEY CO. 
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300 new :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 
items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 
to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


600 W. Jackson Blvd. Chicago 6, U.S.A. 








NEW BOOK GUIDES INDUSTRIAL RELATIONS 

The cultivation and development of executive talent 
and key personnel timber is accepted by management 
in this and other industries as.one of its prime re- 
sponsibilities. The art of understanding human rela- 
tions is held as a prerequisite of executive leadership. 

Such a guide is now available in the form of “You— 
Triumphant! by Eugene J. Benge, president, Benge 
Associates, Chicago, published July 10 by Harper and 
Brothers. 

The author states, “This manual is intended pri- 
marily for folks in industry—folks who are striving to 
improve their lot in life by doing superior work. True 
enough, its principles are principles of living success- 
fully and happly with others and as such are applicable 
to the home or to social groups. But the foundation 
of most successful lives are buried deep in daily toil.” 

The book is intended to be a challenge to effective 
personal living and self-advancement in business, 
therefore the author discarded the use of customary 
chapters and has the manual broken down into 12 
challenges. Each challenge includes text, self-admin- 
istered tests and exercises. A chart for the recording 
of progress is found in the back of the book. 

The challenge titles include “Man—Know Thyself,” 
“The Physical You,” “Make Your Environment Effi- 
cient,” “Explore Your Mind,” “Understanding Human 
Behavior,’ “Grow By Doing,’ “Memory—The Bogey 
Man,” “Use the Power of Your Interests,” “Become a 
Social Being,” “Strategy in Handling Others,” “Adven- 
tures in Contentment,” and “Want to Succeed.” 

—_ —— 

IBM SCHOOL GRADUATES HONORED AT DINNER 

International Business Machines employees were 
honored for their outstanding records at IBM School 
at a commencement dinner in IBM Country Club, 
Binghamton, N. Y. 

Certificates were awarded by Thomas J. Watson, 
president of IBM. The certificates are for completion 
of 15 or more units of study in the IBM general educa- 
tion program. A unit of credit is given for a course 
meeting once a week for 15 weeks. 

Thomas J. Watson, Jr., recently elevated to a vice- 
presidency of the company, was one of the guests at 
the dinner meeting. Other guests included Giulio Vuc- 
cino, IBM general manager for Italy; G. H. Sheppard, 
president of IBM, Ltd., of Canada, and IBM executives 
from England and other countries.——GET. 


F. D. WATERMAN, JR., SURVEYS FOREIGN MARKET 

Looking forward to large expansion of post-war 
European markets, Frank D. Waterman, Jr., president 
of the L. E. Waterman Pen Company, manufacturers of 
fountain pens, mechanical pencils and ink, left La- 
Guardia Field, New York City, aboard a TWA Con- 
stellation on June 29 for a six-weeks’ tour of western 
Europe. 

Before boarding the plane for the flight to London, 
Mr. Waterman said that he planned to visit agents in 
England, France and Switzerland during his trip. 
Meetings with agents from other countries will also be 
arranged while in Paris and London, he said. 

During his six-weeks’ stay, Mr. Waterman said he 
hopes to get a good picture of what the future holds 
in store for Amerinan fountain pens in foreign markets. 


————0 =o 
NORTH CAROLINA FIRM EXPANDS, CHANGES NAME 

Expansion of the business, enlarging of office and 
warehouse facilities and the incorporation under a new 
name has been announced by Emol A. Fails for the 
F. and P. Office Supplies Company, Hickory, N. C. 

As of July 1, the new name of the firm is Downey- 
Fails Supply Company, Inc. The same policies will re- 
main in effect and former personnel will be retained. 

“Our greatly enlarged program, facilities, personnel 
and territory will enable us to give even better repre- 
sentation,” declares Mr. Fails. 
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BUILDS GREATER 
PRESTIGE AND SALES 
FOR WOOD FURNITURE DEALERS 






(aa 


l 

ira A single beaver gnawing at a single tree would accomplish little. But 
beavers live by teamwork. That's why we find dams and waterways which 
rival the feats of human engineers. 

Likewise, America’s foremost makers of wood office furniture build 
through cooperation. Through aggressive cooperative planning and pro- 
motion these makers assure the solid growth and expansion of the great 
and traditional market for wood office desks and chairs. 

Thus, through the Wood Office Furniture Institute, teamwork becomes 
the key-note of continued progress. 

Through the Institute, men of vision aim to pool their talents and their 
resources in building a better product, which in turn, will build bigger 
and better sales for dealers in wood desks and chairs. 

Through the Institute is to be promoted progress in design, quality in 
craftsmanship, functional improvements, standardization of finishes, and 
greater, more fertile markets for the days ahead when curbs are lifted and 
production flows freely to meet the urgent needs of trade and users. 

Through strong, united action—real teamwork—the Wood Office Furni- 
ture Institute aims to maintain and expand the traditional position of fine 


wood office desks and chairs in the forefront of American business. 





WOOD OFFICE FURNITURE INSTITUTE e« AMERICAN SECURITY BUILDING « WASHINGTON 5, D. C. 


e 6° e 
PULLING TOGETHER FOR INDUSTRY PROGRESS ssa om 


JASPER DESK COMPANY 


Jasper, Indiana 


JASPER OFFICE FURNITURE CO. 


Jasper, Indiana 








ALMA DESK COMPANY 
High Point, N. C. 


CENTRAL DESK MFG. COMPANY 





Chicago, Illinois 

CLEMCO DESK MFG. COMPANY JASPER SEATING COMPANY 
Chicago, Illinois Jasper, Indiana 

COMMERCIAL FURNITURE COMPANY LEOPOLD COMPANY 
Chicago, Illinois Burlington, lowa 

DOTEN-DUNTON DESK COMPANY wooD MURPHY CHAIR COMPANY 
Cambridge, Mass. CE FURNITURE Owensboro, Kentucky 

GUNN FURNITURE COMPANY Bee roe MYRTLE DESK COMPANY 
Grand Rapids, Mich. sas v High Point, N.C. 

HIGH POINT BENDING & CHAIR CO. NEW INDIANA CHAIR COMPANY 
Siler City, N.C. Jasper, Indiana 

HOOSIER DESK COMPANY INDIANA DESK COMPANY oO. C. S. OLSEN COMPANY 
Jasper, Indiana Jasper, Indiana Chicago, Illinois 

IMPERIAL DESK COMPANY JASPER CHAIR COMPANY WELLS FURNITURE MFG. COMPANY 
Evansville, Indiana asper, Indiana Laurel, Mississippi 
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GB) “Make Files Talk’ 


SIGNAL vital facts with these automatic remind- 
ers. With a choice of 12 non-chipping enamel 
2 colors, data of every kind can be segregated, 


classified, indexed. This brings order out of chaos, 
saves thousands of hours that would otherwise be 
wasted “chasing” information! 


Cook's Stainless Steel File Signals are easy to 
attach to the edges of visible records, file cards, 
ledger sheets. Easy to shift—-easy to remove. 
Equip your salesmen with sample cards and carry 
No. 2V the story wherever you go! 





THE H. C. COOK CO., ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 





Saves Time — Speeds Desk Work 







* 
TEEMAC 


PORTABLE 
BOOK FILE 


Holds Books, 
Magazines, Compact 
Correspondence Convenient 


A great market exists for the new “*Teemac Portable Book File. 
Here is a strong, simple, efficient book file which is easily and 
quickly adjustable to any number of books within its capacity. 
Pleasing design, self-locking, durable. Simple construction—ends 
stay put, positively will not slide. 

THREE ATTRACTIVE COLORS—file green, mahogany brown, mist 
gray; all steel baked enamel finish, ends crackle finish. Base 12" 
long and 6"' wide. End slides 6"' (or 3'') high and 6" wide. Extra 
slides available. Felt guards protect desk or table. Shipping weight 
approximately 2 Ib. Packed six to a carton. 
$1.50 each retail—slightly higher west of Rockies. 

Write at once for special dealer discounts. 
"Patent pending. 


TEETERS - MACKEY CO. 


CEDAR RAPIDS, IOWA 











“FAVORITE” 


DUBL-FRONT File Pocket 





“SS 
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76 YEARS ~ 


Giving values without sacrificing quality, 
supplying fast selling stationery specialties 
has been and is our aim. The number of 
years we have been in business is your 
assurance that we have done a good job 
and will continue to do so. 


THE COOKE & COBB COMPANY 





RE eS Bs ye . ~ aoe % a 
a riginators ey A Expanding Spe c taltre Ss 





| 57 NINTH AVE. NEW YORK 11, N. Y. 
CE ON PEE 


= Anilocoyay PRODUCTS 


| GENERATE PRIDE ON THE JOB 



















STAINS REMOVED IN 
30 SECONDS! 


Stains acquired through hours of duplicat- 
ing work are completely—but ently—re- 
moved in 30 seconds with AUTOCOPY Cleans- 
ing Cream. 


LONG SERVICE LIFE 


AUTOCOPY Gelatin Rolls are carefully 
' compounded to insure longest efficient use 
under varying climatic conditions and are 
available for ALL makes of duplicators. Try 
them and learn the difference AUTOCOPY 
Rolls can make in the quality of your dup- 
licating work! 


a* 
taxgana of 





oot 


~ PRODUCTS 





CARBON PAPER 
MASTER SETS 
RIBBONS 


WRITE FOR 
LITERATURE 
AND PRICES 


462 WEST SUPERIOR STREET 
CHICAGO 10, ILLINOIS 
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W. H. CASSON ELEVATED TO VICE-PRESIDENT 

Promotion of W. H. Casson from works manager to 
vice-president in charge of manufacturing of the 
Addressograph-Multigraph Corporation, Cleveland, 
Ohio, has been announced by President and General 
Manager G. C. Brainard. The action was taken at a 
recent meeting of the corporation’s board of directors. 

Mr. Casson, who has made manufacturing his life- 
time career, has risen in the ranks of industry from 
apprentice to his present executive position. In his 





W. H. CASSON 


new capacity, he will head the company’s world-wide 
manufacturing operations in the United States, Can- 
ada, Great Britain and in other countries in which 
subsidiary operations are carried on. 

Mr. Casson’s career with Addressograph-Multigraph 
began in 1928 as production manager of the Addresso- 
graph plant in Chicago. In 1931 he was transferred to 
Cleveland and was the key man in setting up manu- 
facturing operations at the headquarters plant. On 
April 1, 1935, he was made plant superintendent and 
on February 1, 1936, general superintendent. He rose 
to works manager in August, 1942, a position which 
he occupied until his current elevation. 


Mr. Casson’s industrial career began at the age of 15 
as an apprentice machinist with the Parke, Davis and 
Company of Detroit and he completed his apprentice- 
ship as a tool and diemaker in the tool room of the 
Ford Motor Company’s Highland Park plant. He began 
to study shop systems, controls and management sub- 
jects at 20 while occupying his first supervisory job in 
a small job shop, and became shop supervisor at the 
Laconia Car Company, Laconia, N. H., at the age of 
23. He rose to the position of general foreman in 
charge of fabrication. 

From December, 1916, to August, 1919, Mr. Casson 
was with the Remington Arms Company’s Bridgeport 
Works, where he rose from the position of assistant 
foreman to works manager. He was also connected 
in supervisory capacities with the Rhodes Hochrein 
Manufacturing Company, the Savage Arms Company, 
in Sharon, Pa., and the Remington Cash Register 
Company at Ilion, New York, before joining Addresso- 
graph-Multigraph. 





LT. COL. MOFFITT RETURNS TO MARR 

Lt. Col. George N. Moffitt has recently returned to 
the Chicago office of the Marr Duplicator Company, 
Inc., and has been promoted to assistant sales man- 
ager, taking charge of a new dealer personnel training 
program which Marr is now inaugurating. 

About 12 years of duplicator machine experience is 
possessed by Lt. Col. Moffitt, who, during the war was 
fiscal director of Camp Campbell, Ky., one of the larg- 
est Army camps in the United States. 

9 —e 9 
FLOYD FINDLEY HEADS TOLEDO GROUP 

Floyd Findley of International Business Machines 
Corporation has been elected president of the Toledo, 
Ohio, chapter of the National Association of Cost Ac- 
countants.—AK. 
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FOLDING CHAIRS 
FOLDING TABLES 
BRIDGE TABLES 
BANQUET TABLES 


Many styles—Immediate shipment 
— Unlimited Stock 


Priced Right—So You Can Sell At 
A Good Profit. 


Let us supply you with merchandise. 
Don’t turn down chair inquiries. 


Sample sent on request. 


Manhattan Office Equipment Co. 


WHOLESALERS 
639 New York Ave., N.W. 
Phone MET 2043 


Washington, D. C. 


Maurice Kressin, Gen. Mgr. 











Every Hand Wants 
“CADO” 


Flo Maser 





Writes, draws, marks on ANY surface. 
Leakproof valve control feed. Non-flooding. 
Sweatproof. Feathertouch action. The only 
safe pocket fountnbrush is FLO-MASTER. 
You'll sell ’em like hot cakes. Sets for every 
individual and business need. Write for in- 
formation on the full line, including Cado 
FLO-DRI Inks in black and colors. Complete 
merchandising and sales helps. 


CUSHMAN & DENISON MFG. CO. 


135 West 23rd Street New York 11, N. Y. 
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PENCIL SHARPENERS 





E’RE grateful for your patience 

and assure you that we're 
rapidly closing the gap in the produc- 
tion picture. In the meantime, every- 
body is getting his share. 


HUNT PEN CO. 


CAMDEN, N. J. 









A NEW 


for Home 
and Office 
$1939 


Heavy steel case. 


Insulated Interior. © 
Sturdy Lock Top. 


e Two Handles. 


e Occupies | sq. ft. 
Crinkle Green. 
e A-Z Indexed. 


Can be anchored 
to floor in closet. 


Size 12''x12'"x24". 


e Large enough to 
hold all valuables. 





Free Circulars to 
Dealers. 


Order a Sample Now 
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‘“BALCONIC BUSINESS”’ 
By C. M. LITTELJOHN 


Hampered by building restrictions as well as in- 
ability to find a larger store location, the commercial 


| stationer with post-war expansion plans on his hands 





is often in a quandary. Having held such an expansion 
program in abeyance during the war, he reasons that 
he is without a means for putting his enlargement 
plans into effect. 

There is one “out,” however, often overlooked, one 
that may provide considerable additional square foot- 
age and enough floor space to take caré of any or- 
dinary post-war expansion by the stationery house. 
This expansion can be obtained through erection of 
a balcony, or creation of a mezzanine addition. Such 
a balcony or mezzanine, morever, May occupy one end, 
or three sides of the store. If larger space is needed 
for new stocks, or even several new departments for 
merchandise, the commercial stationer may thus plan 
for post-war business. 

New balconic business is being worked up as further 
post-war plans develop and space is held at high 
premium, especially in the larger urban centers where 
war-swollen population still hangs on. In such 
cities, it has been impossible to secure larger stores 
and rentals are beyond what the stationer ever 
dreamed of paying. Moreover, some rentals are at a 
yearly figure, plus a percentage of the sales take— 
making a situation where a portion of the annual 
volume is siphoned off to please the landlord before 
Uncle Sam gets his income tax cut. 

The balcony, therefore, offers a natural post-war 
solution to the expansion problems of many a sta- 
tionery store. This may be the answer to the $64 
question—“‘How Am I to Enlarge?” 

Business can make an excellent bid from the bal- 
cony. A whole greeting card section may beckon the 
customer, where he can be served after climbing a 
short stairway, or some other department may be 
centralized there with excellent results. Often a bal- 
cony or mezzanine setup may be prominently seen 
a little above eye-level as the stationery store is en- 
tered by the customer, especially when it is located 
directly in the rear. Or it may be located on the 
sides of the store. 

“Visit Our Mezzanine’, placards may urge, or they 
may point out “Greeting Cards on the Balcony”, with 
an arrow guiding business in that direction. The bal- 
cony may indeed be a show place, spotting consider- 
able stationery merchandise, or a place to put either 
slow-moving articles or seasonal lines. 

Yes, space within space may be utilized for speed- 
ing velocity of volume and turnover in many smaller 
items, or even whole stationery departments. 

a 


SHELBYVILLE, TENN., FIRMS ARE SOLD 

The Empire Pencil Company and the Empire Graph- 
ite Company, Shelbyville, Tenn., have been sold by 
Col. Frank Beck to Henry Hassenfeld of Providence, 
R. I. The latter is owner of the Hassenfeld Pencil 
Company at Pawtucket, R. I. His son, Harold, treas- 
urer, will be at the Shelbyville plant and another son, 
Merrill, vice-president, will be present part of the time. 
Mrs. Alla Mae Patterson Ray is secretary and Clifton 
Brown is superintendent of the graphite division—CG 

rr 


THOMAS EMERSON RENEWS OLD FRIENDSHIPS 


Thomas Emerson, vice-president of Eversharp, Inc., 
and formerly with the Conklin Pen Company, Toledo, 
Ohio, renewed many old friendships when he addressed 
240 Toledo area pen dealers and clerks at a company- 
sponsored dinner in the Commodore Perry Hotel re- 
cently to introduce the firm’s new-type ball-point pen. 
Mr. Emerson was with the Conklin organization from 
1919 to 1937 and made his home in Toledo from 1927 
to 1937. His present home is in Chicago.—AK. 
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Were never in greater demand than now. Sales presen- 
tations, market analysis, general statistics, make them of 


great importance. Offer 


CLEARTYPE MAPS 
BLACK AND WHITE 


AND 
COLOR PRINT MAPS 
MAPS MAPS 
OF ALL FOR EVERY USE 
DESCRIPTIONS AND EVERYWHERE 


WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 




















We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 





cooperation is genuinely 
appreciated. 
: Ki ede 





Imperial 
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CARBON 
PAPERS 


TYPEWRITER RIBBONS | 


Made right—Priced right 
—Sold right. Here’s a 
ribbon and carbon propo- 
sition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *» STATIONERS 


Complete details on request 
ALLEN & COMPANY 
DEPT. M 
11-13-15 Vandewater St., 
New York 7, N. Y. 


























t] 


AN 
NN 





it 
NNN 
















MR. RETAILER: If you have 
not yet ordered, better con- 
tact your jobber or write us 
at once for details. 
Substantial dealer's dis. 
counts. FAIR-TRADED. 
a 


CUTS for newspaper or Cir- 
culars, Envelope Stuffers and 
Display Easels available. 





1525 EAST 53rd STREET...CHICAGO 15, ILLINOIS 
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You Are Invited 


Buyers are invited to visit us in our new en- 
larged quarters equipped with greatly improved 
facilities for serving customers. Location is but 
a short distance from Chicago's Loop. 


CHARLES DOPPELT & C0. 


2024 S. Wabash Ave. Chicago 16, Ill. 








METAL CASH BOXES 








18 gauge fire-resistant steel; paracentric lock, 2 keys; 10%" 
wide, 6" deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x82, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 

















GRAPHIC 
GELATINE 
ROLLS) 


for 


DOMESTIC 

and | 

EXPORT 
Trade 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative | 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 

all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak | 
Frame duplicators in five sizes. 


| GRAPHIC DUPLICATOR CO. | 
| 


473 BROADWAY NEW YORK 13, N. Y. 











When You're Asked 
for ,g» FACTS 
a 
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CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 
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Like the WORLD FAMOUS KOH-I-NOOR DIAMOND, 
| 4@) a L@1@) a8 1.1 @) B) 01 ON Ive slon'-W lolale il ol=1-Ja le elileltl mie) s 
their outstanding qualities. Whatever is required in 


pencil performance will be found in our exceptional 
quality lines. 


Send for your copy of our catalog 


KOH-I-NOOR PENCIL COMPANY, INC. 


BLOOMSBURY, N. J. 








INDEX 
CARDS 


HAW 


are NOK" 


Dealers from coast to coast have 


WARS 


ROLL LABELS 





ees shown their approval of these clean, 

ee. crisp index cards over and 
FOLDERS over again by a steady stream of 
jeer orders and re-orders. 

MENDING Tape Made on fully automatic machinery, 
aiaiaaie of good quality stock with smooth 
INDEX TABS = edges and uniform margins and rules. 

e They sell fast and at a good profit. 


THE WARSHAW MFG. CO., 


1 MAIN STREET BROOKLYN 1, N. Y. 








INC. 
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ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 


* 


Select Rough 
and Rebuilt 


Calculator Equipment Corp. 
Orange, New Jersey 
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BRIGHT 


The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sor , No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N.Y. [ 
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Skeptical Buyers 
CONVINCED 





NEV- R-KURL 


is plastic backed... 


Compare the features of Nev- 
R-Kurl and all the annoying 
characteristics of ordinary car- 
bon paper disappear. Test it on 
any job or any machine in your 
office. It stands up. When 
Nev-R-Kurl proved it was easier 
to handle and produced more 
copies per sheet, it convinced 
thousands of skeptical buyers 
that it was the most efficient 
and economical carbon paper 
on the market. 


no wax on the back to 


slip and slide. Heat and humidity can’t curl it. 
Nev-R-Kurl won't tree, wrinkle or smudge... 
gives up to 50% more copies per sheet. Works 
equally well in billing or bookkeeping machines. 


CARBON PAPER 





.. 


PROCESS CO., INC. 


192 MILL ST., ROCHESTER 4. N.Y 


TYPEWRITER CLEAR-PRENT 





RIBBON WOOD STAMP spend 















MAIL BAGS 


ete Line of Canvas 


1 
_— Mail Bags- 


and Leather 


Send for Descriptive Circular 


Canvas Products Corporation 
ther —" 
0. Box No. QN 
som DU LAC, WISCONSIN 





COMPLETE 


* DEALER LINE x 





Systems 


Guides and Indexes 


OF 
FILING SUPPLIES 






Stock Forms 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 


THE DACO CARD & INDEX CO. 


9 Federal Court 
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Boston, Mass. 





Filing 
Folders 


Printed and Ruled 





BUY THEM 


while the price is low 


This smoking stand is made 
of Polished Spun Steel. Fit- 
ted with heavy amber glass 
tray. It is 2614” high, weighs 
8 lbs. Is strong and beauti- 
fully designed. 


Order today because these 
stands may not be available 


long at 6 00 LIST 


Regular trade discount. 
Satisfaction guaranteed. 


ELRAY COMPANY  233.%:24" 3 

















ss [LLUSTRATES: 


POST CARDS 





| FREE! DEALERS: Send for free illustrated book of money making ideas 
| and complete unique advertising plans. Learn how thousands of these 


| Cardmasters have been sold. Write today. 


_CARDMASTER COMPANY “2iieszeszse4iy 


Now Accepting Orders 


in Limited Quantities 
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SELL 
Spring Keys 


UNIQUE DIFFERENT 
For Typewriters and Bookkeeping 
machines. 

Girls are astonished and amazed at the 


delightfully soft cushioning effect when 
Master Speed Keys are installed on their typewriters. 


WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
373 COLUMBUS PLACE BROOKLYN 33, N. Y. 


rwwuwvevvdq?g?T™. 
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JUST ONCE 


JUST A TRIAL ORDER OF 


MAGIC FLOW 


Duplicating Ink is all 
we ask. We know you 
will know a Good Ink 


when you see it 


PRICED RIGHT 


If you are not already a 
buyer of Magic Stencils, try 
them. You will like the way 
they perform. 


CONTINENTAL INK CO. 


3142 S. Austin Blvd., Cicero 50, Ill. 
Products that make friends. 




















Gu BANDS Bee 
st me Re Pe Te To Rubber 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 











Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card 
and save time—worry and mistakes. Meilicke Cubbibincte 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke Systems, Inc, pit Nothcun st 
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@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 





Stock PRICE 

No. Size Ea. Dos. Gross 
200 646”x11” $0.50 $5.75 $67.50 
203 S- =e -50 5.75 67.50 
204 9” x12%” 55 6.35 72.00 
205 9” x15%” .60 7.20 78.00 
206 oT. eae .65 7.80 84.00 


200-208-204 packed 2 Dozen to a carton. 
205-206 packed 1 Dozen to a carton. 
Write for descriptive circular. 


SERVICE PRODUCTS, Inc. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 
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=3N ATIONALS™ 
ae 
Ny 7 
“EVYE-EASE” 
RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 





Ware). 7:\ tam -) 9-1 | an -10] 0) Ga aor 
HOLYOKE, MASS. 








Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


| Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


15 4 TUBE 
$3 MODEL 
Also made in 3 & 5 Tube 
Models. Easy to operate. 


DEALERS: Write for orices and 
illustrated folder “F’”’ 


Quick Selling, Profitable Item 


J. L. GALEF & SON, Inc. 
75 Chambers St. New York, N. Y. 
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ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 








Send for Folder 
and prices. 








Manufactured by 


I. D. COTTERMAN 


4535 N. Ravenswood Ave. 








CHICAGO 40 


SPEDIMO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, 
sag-proof. Available in a wide / 
range of models and sizes for 
every stamp pad purpose, in (ae 
office, factory, etc. Write for 
new catalog and prices. 


















ONLY PAD MADE 
OF SPONGE RUBBER 
Surface “self- 
seals” against 
evaporation. A 
“life time” pad. 








the ACME 


MIDGET 


A light weight, handy 
Sdesk stapler with 
quiet, velyet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than st abuse—to last many years 
with minimum service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. I—NO. 2—SURESHOT—SIMPLEX 








e 
L 
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DAYTON STENCIL 
WORKS CO. *oris™ 


OHIO 
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CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular. need. 


Write us for details. 
Markilo Company, Mfrs. 
Chicago 9, U.S.A 


NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 

Large Bottle 

Fast: Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY PAPER & SUPPLY CO. 


3800 AGNES AVE, . KANSAS CITY 3, MO. 





SHARKEY 
AREA EM 
BePRE eee Com. 














DESIGNED TO SELL! 


Appealing lace-patterns 

in non-inflammable plastic. 
New bound edge will not cut or 

: bind. Large size for 
added sleeve 


opt EX GUFF SHIELDS 


Retails profitebly 







ie 
for 29¢ pair Pas 
3 dz. to box. wy 
Prompt delivery. Sm 

oe 


A PUSTEXT C0 


525-535 EAST 137th ST., BRONX 54, N. Y. 
MElrose 5-9786 \ 





FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 
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Masonite 
CLIP BOARDS 


Guaranteed against warping. 
ALSO: TYPEWRITER RIBBONS that 


meet government _ specifications 

. CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIMEO- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 


PENGAD 








Pengad Bldg. 
Bayonne, N. J. 











HANDY MEMO RACKS 


for OFFICE, STORE OR HOME 
Wall or Desk Style with 
Convenient Pencil Sock- 


ets Holds 500 Sheets of 
Paper. 
3 x 5 size—Complete with paper 


Ol. BO. cia Holder only $1.00 
4 x 6 size—Complete with paper 








Mahogany 03.40.22. Holder only $1.25 
Lacquer Sell refills for years—at BIG PROFITS 

Write for Folder and Dealer’s Price List 

THE 
GIFT DEPARTMENTS 
P| F RC F A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 














911-913 Marquette Ave., Minneapolis 2, Minn. 





SELL LIBERTY 
| WAR TAX 


RECORDS 


Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


$5 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 











Changeable Letter 
Bulletin and 
Menu Board Signs 


SPECIAL 


TO DAY 


FRESH ROAST HAM 
RED CABBAGE 


psa Saneceese 


for all purposes 


Send for illustrated 
literature showing 


large variety of uses. 


ACME 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 


SWEET POTATOE 
APPLE SAUCE 
BREAD [ ROLLS & BUTTER, 
DESSERT 
COFFEE TEA OR MILK 


350 

















EUREKA MAILING LABELS 


Recommend Eureka gummed labels — in the handy book 
form — with every order of twine, paper, and mailing 
cartons. Eureka Book-Paks are bound to sell with least 
resistance. Order them now! 
NO. 76. Seventy-four parcel post gummed mailing labels, 5” x 
2%", ruled, and printed in bright red and green. 15¢ retail. 
NO. 66. Sixty-two gummed commercial ship- 
ping labels, 514" x 3". Red and blue. 25¢ _— 
NO. 63. Fifty-six gummed mailing labels, 414 
x 2%". Oxford gray and red. 10¢ retail. 
Stock Up Now With The Fastest Selling Line On The Market! 
Send for complete catalog of Eureka Book-Pak line. 






























EUREKA SPECIALTY co. 
STATIONERY O1¥., DEFT. O4 
11 W. 42nd S$1., New York 18, N. 
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no money. Satisfaction guaranteed. 


Handifax 


¢ Vnask- GQ, uakity 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 








Cram ‘4 Business Man’s 
ATLAS OF THE JU. S. A. 


FIRST AID TO SALES MANAGERS 


for EFFICIENT SALES PLANNING 





The first—and only—atlas of the U. S. de- 
signed especially for the business man's use. 
Gives all territorial data the sales executive needs for planning sales 
distribution and sales programs. Three maps of each state (com- 
mercial, county out-line and highway) with clear index and latest 
census figures. Size 12'' x 15''—240 pages—loose-leaf binder, flexible 
cover. Nationally advertised. List price $10.00. Every business— 
large and smali—can use one of these books. A steady, year ‘round 


seller. 
THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St. . Indianapolis 7, Ind. 











Visible Record 


Any Record Easy 
Sales Quick 500 Cards $ 45 
Stock Flexible let 
Credit Portable Cony ete 
Listing Convenient 6x4 inch 
Cost Saves Time 


Use Handifax Cards only. Join together. 
File sheets of Cards on edge like paper in 
correspondence folders. Visible Facts In- 
spire Profitable Acts. Use half-inch Visible 
Margin for Indexing—Color Signaling— 
Visible Tabulation of vital information. 
1 \ Ten years national use. 500 Cards one side 

= rey one side Ruled: 6x4 in., $3.45; 8x4 
in., $4.40; 10x4 in., $5.30. Order now. Send 


Write for Catalog. 
Ross-Gould Co. 


313 N.Tenth St.(1) ST. LOUIS 
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Sheets of Cards 
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FOR DEALERS— 





REG U.S. PAT OFF 









NO. 500 INK 


New —sensational—users say “it’s un- 
believable.” Out-performs any ink on 
the market. The first real improvement 
in duplicating since we introduced the 
film stencil in 1938. Tempo 500 is an 
amazing time-saver. Copies dry in from 
1 to 3 minutes depending on paper. No 
waiting around. Speeds up entire de- 
partment. Takes high speed operation 
beautifully. Less offset. No waste of 
paper—the first copy is good. Tempo 
500 has everything—one trial will con- 
wince. 


FILM STENCIL 


“Cash in” on the tremendous interest in 
film stencils. Never were they more in 
demand. In the 8 years since we intro- 
duced it, users have learned the many 
advantages of film: Saves 3 to 10 min- 
utes cutting time. Eliminates type clean- 


EVERY USER IS LOOKING FOR A SUPERIOR PRODUCT TODAY—TEMPO OFFERS YOU A ing, loop-letter cut-outs, feed roller 


COMPLETE LINE OF QUALITY DUPLICATING SUPPLIES 


For catalog, price list and special dealer proposition .. . 


swelling. Result: cleaner cut stencils, 
better copies, better re-runs. Operators 
familiar with Tempo Film performance 
cannot be switched to any other type of 
stencil. 


MAIL COUPON TODAY 


MILO HARDING CO., 432 W. Pico Blvd., Los Angeles 15, Calif. Dept D 


Please rush details about Tempo 500 Ink and Tempo Film Stencil 


NAME.......... ts SU EES , 


STREET CITY 






































































































































PAYROLL RECORDS 



































—the wider coverage of Social Security, now pro- 
posed, will create a far greater and bigger demand 
for Pay Roll Records. The Cesco series of forms 
provide for most every size business—simplified 
designs for less clerical work. Send for literature. 


Equipment for All Purposes 
Visible Record Books, Post Binders, Catalog Cov- 


ers, Ring Books, and Commercial Forms. Complete 


catalog on request. 


THE C. E. SHEPPARD COMPANY 
4407 - 21ST ST., LONG ISLAND CITY 1, N. Y. 
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THE “VIC” 25—A COMPLETE PAY ROLL OUTFIT 


ideal for small or average business of up to 25 employees. Includes all 
the necessary Social Security Records, in one conveniently operated Ring 
Book, sheet size 844” x 11”. List Price $5.50. Also larger outfits. 
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Woldon Roffel &nanannd 


FOR 


NO. 900 SUEDE 
Soft gray texture, modified octagonal shape. 
A typists’ favorite. 


NO. 9000 SUEDE “ Whisk’ 
The 900 suede eraser with a new style brush. 


Part of the complete quality line of 


Weldon Roberts &nabond 


4 Correct Mistakes tx Any a 


INK— PENCIL—TYPEWRITING 
SMOOTH AWAY THESE “OFFICE WORRIES” 
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WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 


ee @e 





T. “Let's Get Out and Sell” —a new FREE booklet that highlights the principles of selling. 
It has been printed by the G. J. Aigner Company, and is intended for distribution to 
your salesmen. Blank pages are handy for salesmen to jot down notes while following 
your sales talk, 2. A flexible outline to help you prepare a sales meeting. You can 


incorporate your own sales talk—use your own illustrations. 


3. ‘How to Conduct a 


». 3. Sales Meeting’—a new 200-page book by a leading sales executive, which is just off 
“. the press. This book will help you set the stage for a successful sales meeting. 
Better salesmanship means bigger profits! Send for your copy of ‘‘Let’s Get Out 
and Sell,’’ together with the accompanying outline. Look it over—then write for 
copies for your staff, together with the book, ‘‘How To Conduct A Sales Meeting.’ 


THEY'RE ALL FREE. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 

CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


Gp. Aigner Company | 


503 S. JEFFERSON ST., CHICAGO 7, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


Aico Products are distributed in Eastern States by 
Aigner Index Company, 97 Reade Street, New York 13 
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THE G. J. AIGN 
503 So. Jeffe erso) a co. 
Chicago 7, iy) 


Please send 
me FREE ¢ “ 
together with accompanying wa _ Get Out and Sell,” 


Name 
te 


— ae 


Address nn { 
ig 2 Ge, 








QUICK .. ACCURATE . . DEPENDABLE! 





CLIX 
PUNCH | 
Punches 


NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave., Natick, Mass. 











BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, Billing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
soqnene Rolls, Rolls for Elliott-Addressing Machines, Special 

olls. 

INKED RIBBONS: Stormtex, Cameco, American Reliance, 
Ribbons for Addressograph Multigrapk, Speedaumat, etc. 




































ANOTHER INSTANT SUCCESS 


IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE — 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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REMOVES ALL 
STRAIN FROM Ff —......_— 
OUTSIDE €DGE 
OF PUNCHING 


the 
SLIDE-OPENING 


RING BINDER 


in which the rings 
actually slide apart 








SHEETS DON’T SPILL 








STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 


* 


. . worth waiting for 





























PEERLESS STEEL OFFICE EQUIPMENT 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, PA. 
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PT +} A Payroll System 
[- HeEHH 4 = Where names are written 
- | aa 7 
[: Ganeeee nae 7 but once a year. With all infor- 
[. Ce Poy mation in full view. Payroll reports 
Pal HHH can be prepared without shuffling of Page. 
I? HI Yes, All these features and many more in the 
s Nu Vue Payroll System 








Nu Vue arrangement of tax deductions e Simplifies adding of 

totals. e Reduces time and cost of payroll work e The only payroll 

book where social Security numbers, employees names, tax exemptions, 
earnings and tax reductions in full view without turning of Pages. 


PAYROLL SYSTEM 86 WEYBOSSET ST., PROVIDENCE, R. I. 


NU VUE PUBLISHING COMPANY 

















a S| : 
Above: Large size, for models 6V, 7V, 8V, 


Above: Small size, for models 3V, oy joy, 11V. With or without knobs. 


4V, or 5V. With or without knobs. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 











exe ee 


Above: One intermediate bar extends any Kleradesk one 
to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 


Extendible Steel Bars 


for the steeless 


KLERADESK by Sengbusch 





... adding new sales-appeal to this 
already fast-moving item 


. .. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
307 Sengbusch Bldg. Milwaukee 3, Wisconsin 
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Standard letter and legal size models. Attrac- 
tively finished in lustrous gray to harmonize with 
any office color scheme. Compartments have 


wide, ample satin-finish aluminum handles with 





snap-on transparent label holders. 


REG. U. S. PAT. OFF 
PATS. APPLIED FOR 





\neet? - 2 Ay , 


‘ 


\ 2" PLYMOUTH RUBBER COMPANY, INC. 
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The GREATEST FILING ADVANCEMENT 
SINCE HORSE-AND-BUGGY DAYS! 





‘ te 


Bf ROA NO 


Only Rock-a-File with its revolutionary development of 
side-filing, the first basic filing improvement in 53 years, 
provides the exclusive advantages of modern filing. Only 
Rock-a-File has “rocking” compartments, opening side- 
ways, that provide the same filing capacity in up to 40% 
less space than conventional files. Only with Rock-a-File 
is it possible for two or more persons to file at the same 
time. Only Rock-a-File is topple-proof ...the contents 
always safely within the cabinet frame work .. . all com- 
partments can remain open and fully accessible. 


Yes, Rock-a-File’s modern principle makes filing easier, 
faster, more efficient —and less tiring, too. All the con- 
tents available all the time without effort. Compart- 
ments rock open and shut effortlessly—a touch of the 
fingers does it! 


Write for free 
circular contain- 
ing complete 
information 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive Chicago 1, Ill. 





FOUNDED 1896 The Largest Rubberizers of Cloth in the World caANTON, MAss. 
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e shown that transcribing efficiency goes up as much as 


se Error-No. With Error-No the copy is always 
rors. Produc- 


Tests hav 


40% when typists u 
held at EYE LEVEL. This decreases fatigue and er 


k is gotten out without strain. 
ality constructed all-steel 
d vibrationless, it will set 


tion soars when wor 
Step up your office efficiency with qu 


Error-No. Easy to operate, noiseless an 
new transcribing records in your office. 






















TIRING 
SIDE READING 


POSTURE 
FATIGUE 





MAKESHIFT 
COPYHOLDER 


TTT SPEEDRITE Checkwriters 
Used by Thousands of Firms 


Hall-Wel ¢C 
@ t e ha oO. Some select territories are still open where 


d - 
ealers will be granted sales franchises 


ROCHESTER 
be T]N.Y j 
e Write today to see if your business area 


is open. 























« tS hee oe é 





Only $39.50 List f.o.b. Minneapolis 


SO MUCH for SO LITTLE 


It is a rare event 
when such an effici a 
The Wri : : efficient spirit dupli ; , ; 
ee ee paper ae 
y machine havin . 4 
seepage completely elimi g paper moistener enclosed within t ; 
Built for long mae. rape Fluid is spread across sheet as aaa. ead henee acle. Leakage and 
been looking for. ave seen the Wright you will know it is the apielt deapiie apa — 
ator yo 
Keep to the WRIGHT. 


LIBERAL TRADE DISCOUNT 
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BICKETT 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, 

A complete range of 
sizes. Mat held in posi- 
y tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 





The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 











— EVERY TYPIST NEEDS A 


TYPE-ERASER 


Patent No. 210700! 





Always at Finger Tips 


Se, 


This device contains a spring reel with NYLON cord. It 


NO 

automatically returns the eraser to a recess in the Type- 
LOST Eraser Knob when the eraser is not in use. Easy to install. 
TIME Just replace the typewriter platen knob with a 





Eraser in Use 


LYPE-ERASER 





















SPEEDS TYPING sa 
AMAZINGLY pe 
7 LOST 
Four Sizes Fit All Standard Typewriters ERASERS 


ORDER STYLE WANTED 


Eraser Released 


| TREMENDOUS SALES POSSIBILITIES 
Offices —  Rebuilts — Individuals — Inspections 
RETAILS $2.50 — LIBERAL DEALER DISCOUNTS 
Ask Your Supplier or Send Order With Wholesaler's Name 
WHOLESALERS — WRITE NOW FOR PROFITABLE FRANCHISE 


CHARLES G. HURRLE 


MANUFACTURER se —_— 
San Francisco 7, California, U. S. A. Eraser While Not in Use 





35 Stillman Street 


ELROD LEER ATI Oo 
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Exploded view of seat 
construction shows metal 
bottom pan, leatherette- 
covered metal apron as 
well as leatherette up- 
holstery covering springs 
and metal foundation. A 
truly important advance- 
ment in all-metal design. 


PATENT PENDING 


Smart? Sure! It’s Royalchrome ... thoroughbred of fine furniture. 
No wonder it travels in elite company. For amid racing’s royalty 
Or in a quiet reception room, Royalchrome always provides that 
distinctive touch that almost says, “quality” —right out loud! 


Make us prove it. See Royalchrome’s clean, modern styling; test 
the comfort; and examine the exc/usive construction details that 
mean extra years of service. The Royal Metal Mfg. Co., 
175 North Michigan Avenue, Chicago 1, Illinois. 
Illus. above: ROY ALCHROME in 
Club Dining Room, popular gathering 


blace at the 1946 Kentucky Derby. 
Churchill Downs, Louisville, Ky. 


LINE’? OF TOMORROW 


Metal Furniture Since ’97 


~APX\\gtal. / 7,7 
STEEL FURNITURE ° ~ 


ROYAL STEEL FOLDING CHAIRS 


DISTINCTIVE FURNITURE 
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THE NEW IMPROVED 


EFFICIENCY 
DUPLICATOR 


cis Wiis hes neod for 50' to #5 copied Shunt atven. 
typed or drawn will find many profitable uses for this value- 


speeches ary ee outfit, Business needs it for ie produc- 
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Underwood first scooped the field 
fifty years ago... by revolution- 
izing typewriter construction with 
the first front-stroke visible y riting 

5 


machine. 


[his epoch-making achievement 
was so far ahead of any typewriter 
on the market, that other manufac- 
turers simply had to scrap their 
designs . 


lead. 


.. and follow Underwood's 


Since then...its milestones studded 
with many brilliant mechanical 
firsts . . . Underwood has consist- 
ently remained “Typewriter Leader 


of the World.” 








Fifteen Famous Firsts 


in the Development of the Front 
Stroke Visible Typewriter. ..The 


Underwood: 


THE FIRST TYPEWRITER with all the writing 
in sight all the time. 


THE FIRST FRONT MARGIN STOPS 
Easiest to reach and easiest to set—of all 
margin stops. 


THE FIRST COUNTERBALANCED _). with 
right and left shift keys. 


THE FIRST LEFT HAND CARRIAGE RETURN 
Leaves left hand in typing position. 


THE FIRST 2-COLOR RIBBON feature permitting 
a choice of two colors by the switch of a lever. 


THE FIRST FRONT STROKE ACCELERATED 
TYPE-BAR ACTION 
Gives ease of touch and quality of imprint. 


THE FIRST INDIVIDUAL KEY LEVER TENSION 
Permits touch adjustment of each key. 


THE FIRST SHIFT KEY LOCK WHICH SHIFTS 
AND LOCKS IN ONE OPERATION 
Eliminates additional locking operation. 


THE FIRST FRONT MARGIN RELEASE KEY 
Permits writing in left margin without disturbing 
the marginal stop. 


THE FIRST UNIVERSAL BAR ACTUATED 
DIRECTLY BY THE TYPE BAR 
Spaces carriage with minimum of effort. 


THE FIRST STAR WHEEL ESCAPEMENT WITH 
BEVEL-TOOTH FIXED DOG 
Specially designed to speed movement of carriage. 


THE FIRST CENTERING SCALE 
Permits quick and easy centering of headings 
on paper. 


13 THE FIRST INBUILT TABULATOR {SINGLE KEY) 
The tabulator as part of the machine not an 
attachment to it. 


1 4 THE FIRST TYPE-BAR GUIDE 
To control the printing point. 


15 THE FIRST TYPEWRITER READILY ADAPTABLE 


TO STENCIL CUTTING 
Mere touch of lever renders the ribbon inoperative. 
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